





Obi nBek AF EN927 | Three Dollars a Year 
iV 


rdware Age 


Founded 1855 


























Talking Into Your Customers’ Ears 


VERY week during the season for screening windows, doors 

and porches we shall entertain 20,000,000 people with first- 
rate Radio Programs. Also we shall tell them how to identify the 
brands of screen cloth made by the Wickwire Spencer Steel Com- 
pany and the American Wire Fabrics Corporation, by the gold strand am 
in the selvage. Among the 20,000,000 who will hear the story of Gold oe 
Strand Screen Cloth are many of your customers. Weill tell them to buy 
it from you. 


AMERICAN GALVANOID AMERICAN BRONZE AMERICAN PAINTED 
CLINTON GALVEX CLINTON BRONZE CLINTON PAINTED 


Radio Stations to Broadcast Gold Strand Message: 

WJZ, New York; WBZA, Boston; WBZ, Springfield; WBAL, Baltimore; WHAM, Rochester; KDKA, Pitts- 
burgh; WJR, Detroit; WLW, Cincinnati; WEBH, Chicago; KSD, St. Louis; WGMS, Minneapolis; WOC, 
Davenport; WOW, Omaha; WDAF, Kansas City; KVOO, Oklahoma City; WHAS, Louisville; WBT, 
Charlotte, WSB, Atlanta; WFAA, Dallas; KPO, San Francisco; KFI, Los Angeles; KFOA, Seattle. 

AMERICAN WIRE FABRICS CORP. Subsidiary of WICKWIRE SPENCER STEEL CO. 
General Offices: 41 East 42nd St., New York Western Sales Office: 208 So. LaSalle St., Chicago 
Worcester Buffalo Cleveland Detroit San Francisco Los Angeles Seattle 


Wey WICKWIRE SPENCER 
PRODUCTS _ 
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Advertised vs. Non-advertised Goods 


Scarcely a day passes but some hard- 
ware buyer is urged to stock an article 
or a line which “can be sold cheaper be- 
cause it carries no advertising over- 
head.” It’s a plausible argument, as far 
as it goes and it still catches the unwary. 

But what is meant is that the manu- 
facturer can quote you a lower price 
because he has no advertising. 


“Only worthwhile products can be 
continuously advertised”’ 






the advertising in the world. 


Little Giant Screw Plates 
Little Giant Screw Plates are in the 


same general class. They have been ad- 
vertised for 50 years because they are 
reliable tools. Get that, it’s important. 
They can be advertised because they are 
good. If they weren’t well made and ac- 
curate, advertising would merely make 

the world familiar with their 





Nothing is said about your 
selling expense. At the same 
resale prices as standard goods 
such “gyp” products cost more 
to sell. At lower prices they 
carry no more margin than 








short-comings that much 
sooner. But because they are 
made right they fulfill the 
promises made in the advertis- 
ing and each year sell in in- 
creased volume. 








regular goods, and besides are 
shoddy, unsatisfactory goods 
for the store to handle. 


Especially True of Tools 


The above applies with peculiar force 
to tools of all types, particularly since 
most consumers know the trade names 
of the more popular lines. Who doesn’t 
know of Brown & Sharpe micrometers, 
Stanley planes, Nicholson files or Plumb 
hatchets? 

These products are all advertised. 
But if quality was not built into 
them they could not be sold by all 
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Sales Are Increasing 


Sales of GweGiant Screw Plates are 


increasing steadily. Buyers for hard- 
ware stores are realizing the general de- 
mand that 50 years of honest manufac- 
turing has built up. They are specify- 
ing more GMeGiant every month. It 
pays to keep informed of what is selling 
best. GMeGiant Screw Plates will con- 
tinue to sell in increasing numbers be- 
cause of the quality in them and the wide 
publicity campaign now being carried 
on by this company in various industrial 
magazines. 


/ 





MASS. 


I want your Screw Plate circular. 


b Hardware Age, November 24, 1927. 
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GREENFIELD F TAP AND DIE 


CORPORATION | 





t 

: New York—15 Warren St. 
1 

t 


GREENFIELD. t MASS., U.S.A. 
Chicago—13 So. Clinton St. 
Detroit—224-226 W. Congress St. 


Canadian Plant—Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ontario 
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Sell your trade the 
type of shovel they 
naturally prefer—let them 
test the “feel” of an O. AMES 
Shovel and the sale is made 





Selli 
Seve! points 


1. THE AMES BEND—the perfect 
shovel balance; often copied, never 
duplicated. 

» Blade of heat-treated alloy steel 
with maximum resistance to wear. 

. Finest craftsmanship, as details 
of finish readily prove. 


2. 

3 

4. Lightest weight construction con- 
sistent with strepgth. 

5. Best handle known, genuine North- 
ern Ash, second growth. 

6. All Dee-Handles, supplied in 
OLIVER AMES Split Dee, I-D-L, 
Sturd-E, Wright Metal or Wooden 
Dee. 


7. Distributed by only the foremost 
wholesale and retail dealers. 





USE THESE IN YOUR 
SALES TALKS 














SHOVELS. SPADES- SCOOPS 


AMES SHOVEL AND TOOL CO. .. . Ames Bldg., Boston 
Owner of Oliver Ames & Sons Corp., North Easton, Mass. Est. 1774 


Black Shovels Cost Less and Wear Longer 


1404 
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coMeBORUNDUM 


EOMBIN ATION STONES 


HE FINE « IDE TAKES $ 


(a, is Display 


[GREAT SES. 


Civa uaa: 





withan order | 
for a dozen 


of the most i 
widely sold 
eae | sharpening 

7a hnapapdt iitenectaven asl Stones in the 


carries six popular sizes of the actual stones. 
It’s a great sales producer. 

Hardware 
=a eee Trade WW WY 


Carbide. This Trade Mark 
¢ property of The Carborundum Company. 




















REG. U. S. PAT. OFF. 


COMBINATION STONES 


Order from Your Jobber or Direct 


vvgyv 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 
CANADIAN CARBORUNDUM Co., Ltp., N1AGARA FALLS, ONT. 


Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids 
The Carborundum Co., Ltd., Manchester, England Deutsche Carborundum Werke, Dusseldorf, Germany 
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A CHRISTMAS SPECIAL 


that you have right in stock 


Few items which the hardware 
dealer stocks make so ideal a Holi- 
day Feature as the Disston Amer- 
ican Boy Saw. 

There it is - - - right on your 
shelves; a steady seller all year, and 
a rapid seller at gift shopping time 
for those dealers who feature it. 

Put the American Boy Saw where 
people can see it when they’re shop- 
ping for gifts. 

—in your window, with a display 
card suggesting “The Disston Amer- 


ican Boy Saw—a fine gift for your 
boy.” 

—on your counter with a sprig of 
holly in the box. 

This saw makes an_ excellent 
leader—put it with your “gift” mer- 
chandise. Feature it now with 
Christmas fast approaching. 

Made in one size only: 20” blade, 
9 points, skew-back or straight back 
patterns. Boxed individually. 
copy of the Disston “Saw, Tool and 
File Book” given free with each saw. 











CHANGE IN SAWING 
BOOSTS SALES 


Today there is a saw designed 
especially to fit the needs of today’s 
sawing. 

A modern saw . . . designed by 
Disston to make easier the saw 
user’s job. 

A narrower saw .. . a lighter 
saw—saving muscle on every stroke. 

Just what the carpenter needs, for 
he no longer has much heavy saw- 
ing to do. 

Disston Lightweight Saws! They 
are increasing sales for every dealer 
who displays them. Your customer 
is sold the moment he grips the 
handle. 

Every Disston feature: Hard, 
tough Disston steel from our own 
furnaces; taper, temper, balance. 

Stock this new line and increase 
your sales. Disston Lightweights 
are obtainable in all regular num- 
bers, No. 12, D-20, D-23, No. 16, 
D-8, No. 7, etc. Ask your jobber, or 
write us. 


—e =i 


Disston No. 7 Lightweight (Ship 
Pattern) Saw 








BEVEL DOESN’T 
SLIP WITH THIS 
PATENT LOCK 


Here is a Disston invention that 
gives positive locking results at any 
angle. 

Easier and better work! That is 
the constant aim of Disston tool 
makers in experimenting with tool 
improvements. 

A ball-bearing lock for the Diss- 
ton No. 3 Bevel is one of these de- 
velopments. 

Look at the exposed section. The 
only working parts are the rod with 
a wing nut at the outer end, the 
ball-bearing, and the screw with the 
cone-shaped head. 





i 


Exposed Section showing ball-bearing 
locking device 


You just turn the wing nut,—the 
rod forces the ball-bearing up and 
wedges the screw. This action closes 
the slot in the handle, gripping the 
blade like the jaws of a vise. 

Knocks or jars do not disturb that 
setting. Accurate angles are assured. 
Do you have this improved Disston 
No. 3 Bevel in stock? 





THIS NEW DISSTON 
SAW FILE 
WINS APPROVAL 


As a seller of saws, you 

know that many a saw is 

Y spoiled by incorrect filing. 
.Disston has been studying this 
problem to see what could be 
done to help the average user 
file his saw correctly. 

Out of this research came 
the new Disston Special 
Extra-Slim Blunt Saw File. It 
has these advantages which 
win instant approval of every- 
one who tries it: 

A special cut for hand saw 
filing that gives plenty of 
“bite,” yet cuts smoothly and 
wears slowly, 

Extra-slim —it enables the 
user to see exactly where and 
how the file is cutting. 

Blunt—a feature which en- 
ables the user to file with a 
uniform stroke, instead of the 
rocking motion necessary 


with a taper file. It insures 
accuracy in unskilled hands. 


The new Made of hard Disston Steel 
Disston if 
Special poured in our own furnaces, 


Extra- and toughened by secret pro- 


Slim 


Blunt cesses. 
Saw File 


Dealers! Here is a new item 
that is a sure winner. Dis- 
tribution has just begun. Get 
your order in now to your 
jobber, or write us, mention- 
ing his name. 





THIS MEMBER IS IN 


THE 47-YEAR CLASS 


, “Since the time Mr. J. M. Rogers 
commenced in the hardware busi- 
ness in 1880, here in Winston- 
Salem, he has been selling Disston 
Saws,” writes W. H. McGehee, 
Vice-President, Brown-Rogers-Dix- 
son Co., Winston-Salem, N. C. 

“I have personally been passing 
your product across the counter 
since 1894,—a third of a century. 

“It is needless to state that both 
our House and myself have a very 
high regard for the Disston Brand. 

“Enroll us for membership in the 
Disston 25-Year Club.” 





W. H. McGEHEE, Vice-President 
Brown-Rogers-Dixson Co., 
Winston-Salem, N. C. 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,"” PHILADELPHIA, U. S. A. 
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No. 1043 


3/8-inch Heavy Duty 
Sells for $62.50 








FRAME—Finely finished, cast aluminum. 
Straight line from handle to chuck top makes 
close drilling possible. 34-in. Heavy Duty and 
¥-in. Light Duty have well-protected levels 
to give exact horizontal drilling. No pockets 
to collect dust and dirt. Standard screws used 
in assembling. 


HANDLES—Five largest sizes have removable 
side handles, as well as switch and grip handles. 


ACCESSIBILIT Y—Every vital part can be 
reached in a few seconds, with no other tool 
than a screw driver. 


CURRENT and VOLTAGE—Motors are Uni- 
versal—for A. C. or D. C. 110 and 220 Volt 
Circuits up to 60 cycles. 


COMMUTATORS—Carefully undercut, per- 
mitting use of soft carbon brushes. 


BRUSHES—Soft carbon, held in bia radial 
holders, which prevent brush chatter and per- 
mit use of brushes down to short lengths. 


BEARINGS—Armature bearings have capacious 
wick oiling system, tightly sealed against leak- 
age. Bronze gear bearings and ample ball 
thrust bearing to take care of drilling pressure. 


CLEANLINESS—Tight sealing of oil and grease 
chambers, together with heavy felt retaining 
washer on chuck spindle, prevents lubricant 
being thrown around. Commutator, armature 
and field do not become oil-soaked and foul, 
nor is ventilation impeded. 

VENTILATION—Fan supplies ample air to 
cool motor and handles. Inlet holes are so 
placed that bench filings and dust are not 
likely to be drawn into motor. 

CHUCK—New ball bearing type Goodell-Pratt 
self-tightening. No need to use key except 
under very unusual conditions. 

SWITCH—Conveniently placed for one-hand 
control. 

CABLE—Best grade. Cannot be pulled or jerked 
loose. 12 ft. length on ¥% in. drill. 15 ft. on 
other sizes. 








UNMATCHED 


in performance 


by any other drill up 
to its rated capacity 


One of a complete line from %’ to %" 
Standard—made by Goodell-Pratt and 
priced from 


$14.00 to $104.00 


HE 14-inch Heavy Duty Goodell-Pratt 

Electric Drill goes through 14-inch cold 
rolled steel in less than thirteen seconds. The 
other ratings deliver in proportion. 

This performance is not a matter of short, 
spectacular spurts. It keeps up hour after hour 
without distress or overheating. 

The motors in these drills are built to de- 
liver sufficient power to more than meet their 
rated requirements. Every Goodell-Pratt Drill 
is thoroughly tested, after being “run in” 
under load. 

When you deliver one of these drills to your 
customer, you can be sure that it is all ready to 
buckle down to business—and that it will sat- 
isfy him even beyond his expectations. 

Read the specifications at the left. Write for 
special electric drill catalog and net prices 
to the trade. 

We’ll also mail you the 400-page catalog of 
Goodell-Pratt Tools for carpenters, machinists 
and professiona] and amateur mechanics. 


Goodell-Pratt Electric Drills are advertised in Machinery, American Machinist, Carpenter, 
Automobile Trade Journal, Motor Service, Popular Mechanics and Popular Science Monthly. 


GOODELL-PRATT COMPANY Sovlemiths, 


7 GREENFIELD, MASS. 


GO ODELL-PRATT 


18500 GOOD TOOLS 
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x f a Still First Choice Everywhere 
: U. S. Poultry Fence, the original straight line-wire netting, = 


is today the first choice of poultry-raisers everywhere.. 
They know from experience that it is the only netting 
ZN 722. AY which stretches from post to post under even tension without 











buckling. 
They know it is the only netting which can be taken down 


z \ L ae and put up time after time without bagging or sagging. 





They have learned that it costs less “put up;” that it 
stretches as readily to steel posts as it does to wood; that it 
LZEESSS _ us gives longer years of satisfactory service. 








They have come to demand it. Nothing else will do. 


a me. © U. S. Poultry Fence is creating new records for profitable 
\ sales. Dealers everywhere are “cashing in” on the constantly 





growing demand for this superior netting. If you have not 
been getting your share of this increased business, start now! 
a UREN pee eas Be sure“to specify U. S. Poultry Fence--not just “poultry net- 
ting.” It costsno more. Ask your Jobber, or write 


Indiana Steel & Wire Company 



































US. 


“She Netting That Stands 
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i you do not carry SIMONDS 
CRESCENT-Ground  Cross-Cut 


Saws you are missing an opportunity 






to make more profit. These saws are 






the fastest selling cross-cuts because 






their quality has been proved wher- 






ever’ timber is cut. Your customers 






“y pS ARE 


are assured of an efficient cutting ser- 






vice at a reasonable expense—saws 






that are fully guaranteed. 






Your Jobber can supply you 


SIMONDS Saw and Steel Co. 
Established 1832 
Hardware Department, Fitchburg, Mass. 















Crescent-Ground 
CROSS - CUT 
SIMONDS saws 
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Smashing ads in newspapers 
and Christian Science Monitor. | 
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Free mats ready for dealer newspaper ads 










THAT 


Name — 


Firm _ 


City__ 


My jobber is 


ELECTRICAL APPLIANCES 
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WEARD ABOUT 
\STMAS OFFER 9 


Here’s How 


It Works: 


Wa. every Lady Dover iron you sell 
at the regular price, you will hand 
your customers free, a little Dover boudoir 
iron. This plan has been tested. It is not a 
new idea, but it has proven that the average 
dealer’s iron business can be increased 10 
times over a given period. 


Hundreds of dealers like yourself are sign- 
ing up now for the number of irons they 
think they can sell. Get your order in im- 
mediately, if you intend to reap the profits 
that other Dover dealers are going to get. 


Sell the Iron 
Women want 


Remember that Lady Dover has the ex- 
clusive Vea heating unit that cannot burn 
out. Women know about this. National 
advertising is telling more and more women 
about Lady Dover gach month. 7 


Buy irons that se//. A dusty package is a real 
money loss to you. Hook up now with Dover 
forthe most profitable iron business you ever 
had. Mail the coupon below direct to the 
factory or call your regular jobber today. 


THE DOVER MANUFACTURING COMPANY 
Dover, Ohio 





see 


Mail This Coupon Today! 





DOVER MFG. COMPANY 


Dover, Ohio Date 


I would like to know more about the 


special Dover “Our Gift to You” offer 


at once. 


WILL NOT BURN OUT 
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In addition to being sold singly, 
Irwin Auger Bits are sold in sets, in 
hinged-top wood cases or strap fas- 
tened canvas rolls, all particularly 
good sellers at Christmas. These sets 
contain from five to thirteen bits. 
Wise dealers insure maximum profits 
by suggesting set purchases. The con- 
tainer protects the individual bits and 
keeps them always in place where 
they can be easily found. 
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S Claus 





-«master salesman. 


He moves more goods than any known salesman 
if you give him the right merchandise. Irwin 
Auger Bit sets are ideal Christmas gifts. No man— 
whether he be a master carpenter or simply an 
amateur home mechanic—can fail to appreciate 
a gift of bright, keen, fast-cutting Irwin Auger Bits. 


A display of Irwin Bits on your tool counter and 
in your window (Supplemented by the attractive 
colored poster referred to at the right) will draw 
attention not only to your Irwin Auger Bit Stock 
but also your other tool items suitable for gift 
purposes. 


Genuine Irwin Auger Bits, prominently dis- 
played, mark your store unmistakably as a source 
of high grade merchandise. 


There is still time, if your Irwin Auger Bit Stock 
needs reinforcement, to place a fill-in order with 
your jobber. 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO, U. S. A. 


Foreign Representatives: 
Markt & Hammacher Co., 193 West St., New York City 
Dodge & Seymour, Ltd., 53 Park Place, New York City 
Markt & Schaefer Co., 193 West St., New York City 
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Put up the Poster— 
Invite Them In— 
Mail Coupon Today! 


Te 


THE IRWIN AUGER BIT CO. 


Wilmington, Ohio 
Gentlemen: 


Please mail 
mas poster. 


Name. 





copies of Christ- 





Address 








City and State. 
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“Made First 
to Last” 

































A Business Building 


Tire 


T IS much easier to do tire business 
than it is to build tire business. 


You can do business with almost any 
cheap tire—for a while. 


But if you are in the business to stay, 
and want every sale to build lasting good 
will, you must sell quality—there is no 
other way. 


Richland Tire Business becomes estab- 
lished business. They may seem more 
expensive to buy, but Richlands prove 
to be less expensive to use. 


Once used they are ever after bought 
with confidence. Such sales are profitable. 


May we introduce the sales representa- 
tive of the Richland Wholesale Distribu- 
tor nearest you?—there is one very near. 


THE RICHLAND RUBBER CO., MANSFIELD, OHIO 


Balicons Heavy Car Type Cords Standard Cords 
Fabrics Commercial Service Cords 
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ZOSBORES 









Osborn Sanitary Brush. Correct size, 

shape and bristles for the most effi- 

cient cleaning. Lye, sani-flush, and 

other strong cleaning compounds 
will not injure it. 


y 
: 


—) 


Refrigerator Brusn. Made of stiff bristles, 
with long, flexible handle for cleaning 
refrigerator Crain pipes. 


Help Yourself to 
Bigger Brush Sales 


Your store is the logical place for women 
to purchase these household necessities, 
yet every day hundreds of similar brushes 
are sold to housewives by door-to-door 
canvassers. 





Vegetable Brush. Stiff fibre of 
right quality for scouring vege- 
tables without injury. Also for 
cleaning pots and pans, canvas 
sport shoes, etge 


Despite the fact that Osborn Brushes sell 
for less money, they are equal in quality 
to any offered by canvassers. 


Display Osborn Brushes so that women 
can inspect and handle them, and the sales 
that result will steadily lessen the 
canvasser’s market in your vicinity. 










Tuk OSBORN MANUFACTURING GOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 


BRANCH OFFICES: 
New York Detroit Chicago SanFrancisco Los Angeles 


Dish Mop. Made of fine white yarn, 
which readily absorbs soap and water, 
and can be cleaned easily by boiling. 





Bottle Brush, The crank- 
shaped handle makes this 
brush ideal for cleaning sides 
and bottom of nursing bottles 
and other small containers. 





A BETTER WEARING BRUSH FOR EVERY USE 
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This unique Ovenware pays you 


In your window — 


*PYREX ovenware arouses keen buying interest among the 
many housewives who pass your store. Clean, glistening and 
graceful, it makes an unusually powerful window attraction. 
Women are always eager to buy more because it lends richness 
to the table and because it actually bakes foods better. 

Thousands of dealers have found that good displays of 
PYREX ovenware not only pay for the store-space they 
occupy, but bring attractive net profits in addition. 

This fall you can make your displays of PYREX ware even 
more effective. The leading women’s magazines cre 
featuring the low cost of enough PYREX ovenware to 
equip the kitchen completely. Use the same plan in your 
displays to make every sale run into bigger money. 





i PYREX: 


+ ae 











PYREX ovenware is a quality item with a strong practical appeal to 
women. Display cards that present housewives’ own reasons for liking 
PYREX ovenware will be supplied free of charge. In your displays, they 
give every woman a practical reason for buying PYREX ovenware 
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The following open-stock items make up this popular $5.15 
worth: Covered Casserole, No. 623 round, No. 653 square, No. 633 
oval, or No. 643 shallow—Utility Dish, No. 231—6 Custard 
Cups, No. 410—Pie Plate, No. 209—and Loaf Pan, No. 212 


On your counters 


bance NED displays of PYREX ovenware inside 
your store will prove to be real sales-getters.’ House- 


wives all know the advantages of this unique ovenware 


and would like more for their own homes. 
Build your displays around the $5.15 worth of PYREX . 


ovenware that is being advertised in the leading women’s 
magazines. Enough PYREX ovenware to equip the 


kitchen completely for all ordinary baking for only 
$5.15! This is the sales argument that is bringing dealers 
bigger sales to each customer—bigger volume of business. 


‘PY REX SALES DIVISION 


CORNING GLASS WORKS 
Corning, N. Y. 


*Trade-mark Reg. U. S. Pat. Off. 
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good rent for display space . - 
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Our New NET-WICK Poultry Fence 
Is Now Ready , Vee 


This attractive fence embodies a new com- 
bination of mesh and gauge wire, so 
constructed that it hangs straight and tight, 
without use of rails or boards. It stays put 
without sagging. 














| a eae 
; 


Both the Horizontal and Perpendicular 
wires are of the same gauge, and the great 
durability of this fence is due to the skilful 
use of materials that insure permanently 
rigid reinforcements. 


It is made from Open Hearth Steel, by our 
own workmen, from raw material to finished 
product. There is 


Just Enough Wave in Horizontal Wires 


To Allow for Contraction and Expansion 


he twist is complete and there to stay—it cannot be opened by unwinding 
with pliers. 


You can guarantee NET-WICK not to buckle, bag or sag and to lay flat 
without waves when unrolled. 


Galvanized before or after weaving. Put up in bales of 150 lin. ft., 2” 
mesh, in No. 19 or No. 20 gauge, 1” mesh in No. 20 gauge wire, in six 
inch widths from 12 to 72”. Backed by 50 years of experience. 


Our Other Products Include: 


Hexagon Poultry Netting Cortland Black Enameled 
Graduated Poultry Netting Graywick 
Galvanized Hardware Cloth White Metal Finish 

and the following brands Wickwire Premier 

of Screen Wire Cloth Wickwire Bronze 


Miscellaneous Wire Nails and Brads, put up in %4, 2 and 1 lb. packages, 25 and 50 Ib. boxes. 
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Write your Jobber for Full Information and Prices 
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KINDS OF 
» VARNISH 


* 





If you are not offering 
your customers a Varnish 
that you know is made 
from time-tested materials 
tas YOU would make it 
to protect your own prop- 
erty—can you.not better 
ensure the good will of 
your trade by offering and 
recommending a VAR- 
NISH QUALITY certi- 
fied to by the formula lith- 
ographed on every can? 
Martin’s is made of Pure 
Fossil Gums, Pure Vege- 
table Oils— Pure Turpen- 
tine. 
“Know What 
You Buy” 


























ORE GALLON U.S. MEASURE 


chant’s wise choice of well-known products 
whose quality never varies from the best and 
whose reputation for service and economy assures 
the purchaser of full value for his money, always. 
The quality merchant builds and holds a reputa- 
tion as the best place to trade. 
Monarch 100% Pure Paint is, unquestionably, 
the best that money can buy. The formula that has 
appeared on every can for nearly half a century 


B cranes w life insurance is simply the mer- 
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IONEERS , | 


PURE PAINT 


) ff with the 
TAYMARTIN- 
' SENOUR 


proves this to you. Pure carbonate of lead, zinc 
oxide, linseed oil, turpentine drier and pure colors, 
properly proportioned — no adulterants — no sub- 
stitutes. 

There’s a perfected Martin-Senour product for 
practically every known surface protecting and 
beautifying need—each one a business builder and 
profit maker. Let us tell you about the M-S Suc- 
cessful Sales System. A post card will bring the 
details to you without obligation. 


Chicago-Brooklyn-Linco/n-Los Angeles-San Francisco-Houston-Dallas 
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CLP 
PAINTS 


Copyrighted 1926. “us 
Pat. Applied For 


It is Selling Pee Gee Paint 


~a Lot of It 


e More than 150,000,000 people are being told about Pee 
Gee Color Selectors through magazines and newspapers—and 
they are buying Pee Gee paints because of it. 

This remarkable device (there is one for exteriors and one 
for interiors) automatically displays, by turning the dial, fif- 
teen complete groups of harmonious colors. It simplifies the 
selection of a color scheme for interiors or exteriors. 

These selectors are being sent out by the thousands for home 
use. They are also made up for window and store use. 

Dealers who have seen them and painters, architects and 
others who have used them, are of the same opinion—they say 
that a high priced interior decorator could offer no more. 

The Pee Gee Color Selector is but a part of one of the most 
complete and productive plans for paint selling that was ever 
offered a dealer. 

A Pee Gee exclusive sales franchise is valuable—without obli- 
gating you in the least, let us tell you about it. Write us today. 


Peaslee-Gaulbert Co. 


INCORPORATED 


PEE GEE 
Color Selectors 


Each Selector (one for exteriors 
and one for interiors) by a simple 
turn of the dial brings to view 15 
attractive color schemes. They 
solve the problem of color hatr- 
mony and they help sell paint. 
There is no charge—just write. 








LOUISVILLE - ATLANTA - DALLAS - HOUSTON 
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For the HOUSE 
TWO NEW FOUR 





Four-Hour FLOOR VARNISH 
NPRECEDENTED speed in drying is only 


one good feature of Valentine’s new Four- 
Hour Floor Varnish for the use of house painters. 
It is hard, tough and elastic, hence has remarkable 
wearing qualities; yet it dries ready for use or 
second-coating in 3 to 5 hours! 


What’s more, it works easily, flows freely, 
is the color of pale straw and is far supe- 
rior to the average floor varnish in resist- 
ance to moisture and soap. 

Now the painter can finish in one day 
floor jobs that took two days before! 


No such quick-drying, durable 





Write for further information regarding the great proposition 


we have for dealers on these remarkable Varnishes 
—> 
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PAINTER 





HOUR VARNISHES 


Four-Hour INTERIOR VARNISH 


EREVER the painter needs a quick-drying 

varnish for interior trim and cabinet work 

—one which permits rubbing, if desired, and 

second-coating the same day—Valentine’s Four- 

Hour Interior Varnish is the only one that fills 
the bill. 


This varnish is also pale, free work- 
ing and flowing, yet full-bodied and greatly 
superior to ordinary interior varnishes in 
other respects. It provides an elastic, and 
exceedingly durable finish with a speed 
almost equaling lacquer. 


Varnishes ever before offered! 





VALENTINE & COMPANY 


456 Fourth Avenue, New York, N. Y. 
Chicago, Boston: W. P. Fuller & Co., Pacific Coast 
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Last year the great SWP drive against “cheap” 
paint began. The white light of publicity was 
thrown on the false economy of “cheap” paint. 
This campaign has electrified the whole nation 
by its straightforward, truth-telling disclosures 
of “cheap” paint fallacies. 

It has won the most whole-hearted and wide- 
spread co-operation of dealers in the history of 
good old SWP. 

Thousands of dealers have come over to the 
side of SWP. Dealers’ sales have been stimu- 
lated and their profits increased. 


SHE 


¢ 


The campaign has opened the way for bigger 
business in SWP and other Sherwin-Williams 
products. Truly this tremendous campaign has 
“cheap” paint “on the run!” And you can’t 
beat the truth! That’s why SWP advertising 
has gone over witha BANG! Gone over with 
the paint-buying public, the dealer, the dealer’s 
sale force—in fact, with everyone. 

And the big campaign has just begun! The 
advertisements of the past campaign forecast 
what is coming. There are still others as power- 
ful, as strong as the famous “ Applesauce” 


RWIN 
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U. S. Pat. Off. 


WILLIAMS 


Trade-mark registered 


LACQUER § 


OPE X 


paint. Will 


“cheap” 


They mean greater profits, greater sales 


These facts are most pertinent to you, Mr. 
and greater success. Write us—let us tell you 


These too, will expose 


show that “cheap” paint is really not cheap at 


And that only fine old SWP will give SWP 
402 Canal Road, Cieveland, Unio. 


all; that it actually costs more in the long run. 
dollar-for-dollar value. 

how the SW plan is adding to the profits of 
other merchants. The Sherwin-Williams Co., 


and “Joker” advertisements shown above. 


Dealer. 
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“Obtained Great 
Success ”’ 


“We have been selling du Pont paints 
for the last six years and from time to 
time have added the varnishes, enamels, 
and now Duco. Having obtained great 
success in pleasing our customers with 
a high quality paint, we did not hesitate 
to carry the complete line. The demand 
for du Pont products in our store has 
steadily increased until now it has 
reached such a point that competi- 
tive manufacturers with an _ induce- 
ment of larger profit per sale have not 
been able to supplant the du Pont line.” 


GEORGE C. BAST 


BALTIMORE, MD. 


Write for the du Pont prop- 
osition to E. I. du Pont de 
Nemours & Co., Inc., 21 E. 
40th St., New York City; In- 
dependence Square, Philadel- 
phia, Pa.; 2100 Elston Ave., 
Chicago, IIl.; Everett Station 
No. 49, Boston, Mass.; 569 
Mission - St., San Francisco, 
Cal. 





PAINTS 


VARNISHES 


ENAMELS — DUCO 
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—and a profitable holiday 


season 


| irarsd year for fifty years we 
have offered you SAPOLIN 
HOLIDAY GREETINGS as we 
do today—the same warm greeting 
as of fifty years ago. We cannot im- 
prove the greeting because it comes 
right from our hearts. 


Every day for 18,250 days we have 
offered you the Sapolin line but to- 
day we come to you with a line that 
has shown constant improvement in 
quality, service, demand and general 
dealer-consumer satisfaction. 


Please consider this a holiday invita- 


tion to open an account with us. No 
matter where you are or who you 
are, we want you to become a mem- 
ber of the Sapolin dealer household 
which is perhaps the biggest, the 
happiest and most contented family 
of merchants gathered’ under one 
common name—Sapolin. 


If you would learn the secret of the 
Sapolin dealers’ success in selling 
these commodities to every house- 
holder in his neighborhood, send for 
copy of the Sapolin Buyers’ Guide. 
Use the coupon. 





4, 
*e 


SAPOLIN CO., INc., Dept. E9, 
229 East 42d St., N. Y. City. 


Please send me a copy of the Sapolin 
Buyers’ Guide. 


Name 
Street 
City . 
State 





ee 
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They’re pretty good, we think. Those 
on Murphy Da-Cote Enamel are keyed 
just right to reach the man who’s consid- 
ering repainting his car. Those on Murphy 
Brushing Lacquer will appeal to the wo- 
men who are getting the fall fever of 
painting old furniture or refinishing floors 
or woodwork for the winter. 

They are in single and double column 


ushing Lacquer Refinuh a be Fe 
looking. You'll be delighted + jour 
+ Lacquer flows on and spres 

id evenly it driey—and how « 

to tell sbout it, you can hav 
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FOR OLD 
It only takes 


Brushin, # can of Murphy 
half an Hd m0 oa ® brush, and 








Pane Wanna 

aint Your Car 

wis Mu hy 
a-cote 


ing 
‘change wanted. 
And anyone can do it, fer De. 
sete leaves no laps or brush 
marks. it smoothes 

you paint. 


Here are your 
Fall Murphy ads for your 
local newspapers 


—free on 


request 


widths, from two to six inches deep. Don’t 
cost much in space rates and ought to 
give your fall business a boost by direct- 
ing the power of our own national adver- 
tising to your store. 

Write now for broadside showing 
reproduction of these newspaper ads. 
Mats or electros. You can pick any you 
need and we'll ship them to you—/free. 


MURPHY VARNISH COMPANY 


NEWARK - CHICAGO > 


SAN FRANCISCO - 


MONTREAL 





—— 
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oceania 
puUTCH Boy 


WHITE LE/o] 
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SOFT PASTE 


| 


a 


saves labor 


Dutch Boy soft paste white-lead can actually be thinned \ 
to brushing consistency in a few minutes. Unquestion- 
ably your customers will see its advantages at once 


OW you can offer your cus- 
tomers white-lead in a new 
form which eliminates nearly all of 
the mixing work. 
This new Dutch Boy product is 
a semi-paste—pure lead-in-oil in 
the consistency of ‘‘shop lead.” 
Formula: 85 per cent strictly pure 
white-lead, 15 per cent pure lin- 
seed oil— nothing else. Just as it 
comes in the keg, it is ready for 
tinting and final thinning. No 
breaking up to do. 


Simplicity itself 
The user simply stirs up the soft 
paste quickly in the original pack- 
age, pours the paste into a mixing 
bucket, adds oil, turps and drier. 




















That’s all there is to it. After 
only a few minutes of prepar- 
ation this pure white-lead is ready 
for the brush! 

Thus practically all of the labor 
of breaking up is avoided. Mixing 
costs are cut almost to nothing. 


Instant success! 


Already the immediate success of 
Dutch Boy soft paste white-lead 
is being discussed behind paint 
counters. Paint users everywhere 
are welcoming this new product. 
Its unusual advantages are obvious 
to them at first sight. 


For further details, write to our 
nearest branch. 


NATIONAL LEAD COMPANY 


New York, 111 Broadway Boston, 800 Albany St. 
Buffalo, 116 Oak St. Chicago, 900 West 18th St. 
Cincinnati, 659 Freeman Ave. Cleveland, 820 W. Superior Ave. 
St. Louis, 722 Chestnut St. San Francisco, 235 Montgomery St. 
Pittsburgh, National Lead & Oil Co. of Pa., 316 Fourth Ave. 
Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut St. 








DUTCH BOY Soft Paste. WHITE - LEAD 





HARDWARE AGE for NOVEMBER 24, 1927 








000,000 
Homes Monthly 


> 
_ 
> 
’ ee] 
{MZ—-ANMNDOYPrp| 
Ww 


A & 
eh i" x 
WN 


. 


and Circle 
Printed in Red 





Read About Alabastine 


A national advertising campaign, reminding more than 
5,000,000 home owners month after month of the uses 
of Alabastine, is behind every one of our 30,000 deal- 
ers. Weare sending customers into your store by our 
extensive advertising. 


No matter where or when decorators and housewives 
get together to plan color schemes for interior walls, 
they are ever reminded of the superior qualities of 
Alabastine. 


They want it because it is easily prepared, sanitary, 
durable and non-fading. It does not rub off, yet washes 


off easily. 


Is your stock complete? Are you ready to meet the 
demand, and share in the profits? Any jobber can 


supply you. 
Free To Dealers 


Let us help you to’ make real profits, Mr. Dealer. Write 
for our booklet illustrating attractive, new Opaline effects 
obtained with Alabastine—a revelation to you and your 
customers. Also ask for information concerning our 
special Stencil offer, and our free offer of high grade, 
all bristles, 7-inch wall brush. And at the same time 
permit us to put you on our list, along with thousands 
of other dealers, to receive, without cost, our helpful 
and interesting publication, “Brush and Pail.” 


Alabastine Company - Grand Rapids, Mich. 


INSTEAD OF KALSOMINE OR WALLPAPER 
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Its a Pexto— 


You can be assured that in offering Pexto Pliers 
to your customers that you are offering them the 
finest tools that it is possible to make. 


The Pexto ‘Peerless’ Plier No. 600, illustrated 
below, is of the side-cutting, lap-joint type. It is 
drop forged from a high grade, special analysis tool 
steel; has bevelled head, full polished, with gun 
barrel finish on handles. Each plier is tested to 
cut 10,000 Ib. guy wire. 


A trial order will convince you of the sales oppor- 
tunities on this plier. Show them to the line man, 
electrician and others who require a heavy duty 


plier. 






“I sure do like the PEXTO Pliers. They cut 
easily and cut clean, too. They have just the proper 
degree of hardness and temper and stand up under 


hard every-day use.” 
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“GOODRICH MEANS QUALITY IN RUBBER" 
{i ma ant oy ae é 
















Advertisements like this in 
leading home and garden 
magazines swing sales of gar- 
den hose to your door. Na- 
tional advertising and radio 
broadcasting reinforce con- 
sumer acceptance and help 
speed your turnover! 
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Goodrich 


IN THE LONG RUN 
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90drich Hos 


Thirty thousand Silvertown Tires are sold every day—see 
them along the roads—see them parked in front of your store! 
Millions of radio sets all over the country are tuned in every 
week to the broadcast concerts of the Silvertown and Zipper 
orchestras! Millions of feet wear Zipper footwear—and mil- 
lions of aches are soothed by Goodrich hot water bottles! 


Yes, the people of this country know Goodrich! Which is the 
reason why you can sell more garden hose next season if you 
standardize on this famous hose, made by the wonderful 
“water cure” process. 


To help speed your Garden Hose sales, every 25 and 50 ft. 
length of Goodrich Hose is wrapped in a colorful, attention- 
getting paper. To turn attention into sales, a “silent salesman” 
tag, giving six real reasons why Goodrich is the most hose for 
the money, is attached to each roll—it will do half your selling 
for you! 


Before you place your hose order for next season, ask your 
nearest Goodrich Distributor to show you samples, or write 
us—Dept. 18D-12. 


THE B. F. GOODRICH RUBBER COMPANY 
Established 1870 Akron, Ohio 


Goodrich Radio Hour...Listen in every Wednesday evening over the following stations: 
WEAF, New York City WGR, Buffalo WWJ, Detroit WOC, Davenport 
WEEIL, Boston WTAM, Cleveland WSAI, Cincinnati WSM, Nashville 
WIJAR, Providence WCSH, Portland, Me. WGN, Chicago WCAE, Pittsburgh 
AG, Worcester WFI, Philadelphia KSD, St. Louis WHAS, Louisvi 
WCCO, Minneapolis-St. Paul WSB, Atlanta WMC, Memphis 
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enti Vy your business 


with this McKay campaign and 
turn McKay demand into profits. 


Ask your jobber or write for details 








UNITED STATES CHAIN & FORGING COMPANY, UNION TRUST BUILDING, PITTSBURGH, PA. 
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Join the Leaders in the 
Tire Chain Business 


Reduce Your Cash Outlay with 
PYRENE OFr’n'‘On CHAINS 





Here is an exam- 
ple of what 
OFF’N’ON Chains 
can do for you. 
Our number 1081 
covers six tire sizes 
for use in 23 cars. 














The Pyrene Manufacturing Company to the trade for the 1925-1926 season. 


were the first Chain manufacturers to 
appreciate the jobber’s and dealer’s prob- 
lem of carrying a tire chain for individ- 
ual tire sizes, and the investment which 
it involved, and the first to offer a remedy 
in a consolidated schedule of sizes of 
nine chains, taking care of seventeen in- 
dividual tire sizes, offering this remedy 


PYRENE 


TIRE CHAINS 





We are still leading in the 1927-1928 
season, with eleven chains taking care 
of approximately thirty-three tire sizes, 
each chain in a bag with the tire sizes 
clearly stamped thereon. 

Ate you stocking one chain for each 
sized tire, or will you travel with the 


LEADERS? 








a 


Positive Lock—Slip-On Link 
Makes Safety Certain 


Pyrene Manufacturing Co. 


Newark, N. J. 


Branches: 


ATLANTA CHICAGO 


KANSAS CITY 


SAN FRANCISCO 


Makers of all types of Hand Fire Extinguishers and Chromine Radiator Freeze-Proof 
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PERFECT 
TEMPER 
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The best known 
and known as 


THE BEST 


| CWCKELLY ) 


PERFECT AX XE 


Ga gAtENTED.- 
“MAY 7°83 APRIL Tyg rt) 
MADE 


KELLY AXE MFG CO 


l CHARLESTON WAVE: 
S=19 -U-S-A: ©. 7 


The World’s Finest 


Kelly Axe & Tool Co. 
Charleston, W. Va., U. S. A. 
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Again, Wheeling Hardened Steel Cut Nails 
emphasize their superiority for hardwood 
flooring application. This unretouched photo- 
graph shows Wheeling Cut Nails driven 
through heavy cold metal plate without 
bending. 


Say to Your Trade: 
“You Can Drive Them Home 


Every Time!” 


Wheeling Hardened Steel Cut Flooring Nails have 
made good with the carpenter because the carpenter 
makes good with nails that go straight to their 
mark and hold—nails that can stand the hard 
blows without bending; no waste, no delays. 

“From Mine to Market,’ Wheeling Cut Nails 
are the product of one organization which is in 
complete control of the quality at every stage of 
manufacture. There are styles and sizes for every 
purpose. 

Your jobber will supply them,—also Bright Wire 
Nails, Cement Coated and Galvanized Wire Nails. 


WHEELING STEEL CORPORATION, WHEELING, W. VA. 


WHEELING 
CUT NAILS 
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EASY 





to apply and to operate 


Vir. Carpenter likes Surface Bolts 
because they are easy to apply. 


Mir. Homeowner likes them be- 


cause they work so easily. 


Especially suited for French 
ro Kole) g-mr- fale Mer-1-1-Tanl-Tab a diile (eh 2-2 


Selling Points of Stanley Surface Bolts 
1. Stanley Surface Bolts are exceptionally well 
finished. 


2. They have tapered ends which allow the bolts 
to slide easily into the strikes. 








take care of any kind of construction. 
4. Guides are provided with back piates to pre- 
vent scratching of woodwork. 


5. Made from wrought steel and wrought brass 
with both 3-8 in. and 1-2 in. rods. 


THE STANLEY WORKS, NEW BRITAIN, CONN 
New York Chicago San Francisco Los Angeles Seattle 





STANLEY 
OM, 





3. Each bolt is supplied with three strikes to 


d 





F 


Stanley 
Surface Bolts 


Nos. 379 and 
381 are made 
of Wrought 
Steel. 

Nos. 366 and 
367 are made 
of Wrought 
Brass, 




















STANLEY HARDWARE 


MADE OF STANLEY STEEL 
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@| Good Seller 
for Christmas Trade 


The saw illustrated is Atkins No. 400; the 
finest and best Hand Saw ever made. 

Fashioned from Atkins Silver Steel. Cuts 
fast, free and easy; holds edge, stays 
sharp longer and outwears all other 
saws. Two-way taper grinding, pat- 
ented process enabling it to cut 
green or wet lumber with ease and 
precision. 


Packed in beautiful holiday 
box with label ready to 
present for Christmas. 


; 









Atkins 
Christmas Display 
Cards and Trim Free 


Write for Christmas display cards and win- 
dow trim; they will help you sell this profit- 

able saw which is obtainable in Skew Back, 
regular width and Ship Pattern, or in Straight 

Back regular width and Ship Pattern in the 401, 
same quality. 


THE FINEST ON EARTH 


Buy the best saws that money and skill can produce for your 
Christmas trade. Place your order early with your regular source 
of supply. For further information and literature descriptive of our 
entire hardware line, write us at Indianapolis. 


E. C. ATKINS & COMPANY 
























ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. . Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 





Paris, France Vancouver, B. C. 
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FOUNDED 1855 


Hardware 


239 West 39th Street, New York City 
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HE BIGGEST accomplishment in the 
hardware field in recent years is 
making genuine forged iron hardware an 
item which builder’s hardware men can 
sell right out of stock. 


To do this, McKinney standardized sizes 
to fit modern construction requirements. 
Each piece was made accurately gauged for 
application. Prices were reduced to a point 
where it can be used on even moderate-sized 
houses. Finishes were made rust-proof. 
Deliveries were hastened. And every design 
was given the texture and ‘“‘feel’’ of the 


finest examples of middle-age handicraft. 


Every builder’s hardware man should have 
samples of Forged Iron Hardware by 
McKinney. There is no substitute. Write 
for catalog today. McKinney Manufac- 
turing Company, Forge Division, Pitts- 
burgh, Pa. Offices: New York, Baltimore, 
Chicago, San Francisco, Montreal, Toronto. 


McKINNEY 
FORGED IRON 
HARDWARE 
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What Do You Know About Your Business 


HE first step in the treatment of any hu- 

man sickness is to locate the ailment and 

its source. The same thing is true with 
regard to business ills. There can be no cure 
until the disease and reasons for its existence 
are known. 

Remove the cause, and the cure is easy. 

And yet—there are thousands of retail mer- 
chants striving to cure business sickness with- 
out even knowing where the pain is, or what 
causes it. 

An analysis of successes and failures in busi- 
ness proves conclusively that the merchant who 
has a maximum knowledge of his business sel- 
dom fails. The one who knows little about his 
business seldom succeeds. 

What do you really know about Your Busi- 
ness? Are you in position to accurately 
diagnose any business ailment which may de- 
velop in your store? If not, you are as much 
a Gambler as you are a merchant and gambling 
has no place in modern business. 

In this era of intense competition, knowledge 
is as essential to the independent retail mer- 
chant as the merchandise he carries. 


To succeed you must: 


Know your financial condition ; 
Know your goods and your stock; 
Know your costs ; 

Know your expenses ; 

Know your margin; 

Know your rate of turnover ; 

Know your competition ; 


Know what lines sell rapidly, and what do 
not. 

Know the sales periods of profitabje lines ; 

Know the extent of your dead stock ; 

Know your business leaks ; 

Know your over stocks and your outs; 

Know your customers ; 

Know how much money you have outstand- 
ing, and how much you owe; 

Know what lines are profitable, and what 
are not; 

Know how your sales compare with those of 
other merchants in your trade territory. 

Much of this information can only be ob- 
tained through departmentizing your store. It 
is the only way in which you can tell where you 
are making or losing"money. 

The fact that your business shows a profit 
as a whole does not mean that all the lines you 
carry are profit bearing. Your pet lines may 
harbor the germs of a serious business ailment. 
Your favorite system may turn out to be a drug 
instead of a remedy. 

If your business is not showing the profit it 
should, first locate the cause. Ascertain the 
non-profitable lines, and find out why they are 
unprofitable. The fault is more often with the 
merchant than with the merchandise. 

Then when you have discovered the cause, 
your own good sense and experience will tell 
you what to do. But—Don’t feed your store 
a lot of business patent medicines until you 
know what is the matter with it. You may be 
preseribing cancer remedies when the only thing 
needed is a cathartic. 
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Holiday 


Advertising 


What one hardware firm 
does to develop advance 
Christmas buying in its five 
stores. Advertising cam- 
paign brings largest Christ- 
mas sales in the company’s 
history—also 


were the greatest. 


its profits 
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SANTA! 
Points the Way to 
TOYTOWN 






































These ads helped to divert large vol- 

ume of Christmas trade from stores 

that were the serious competitors of 
the retail hardware store. 


slogan “Shop early for Christmas.” Merchants 

are being urged to use every legitimate form of 
publicity to bring home to their trade the desirability 
of making holiday purchases when goods are fresh and 
a wide assortment is available. In connection with this 
matter, however, arises the question of what is meant 
by “early.” Just how far in advance of Christmas can 
a dealer profitably lay stress upon holiday goods? 

This question has been answered satisfactorily by the 
Frank P. Hall Co., which conducts five retail hardware 
stores in Columbus, Ohio. The company at its main 
store features an all-year round toy department which 
occupies the entire second floor of the building and 
which is transformed into a “Toy Town” at the Christ- 
mas season. 

Last year the formal opening of Toy Town was on 
November 12, or 43 days before Christmas. Three 
days previous to the opening, a notice of the event was 
carried in a box at the head of the company’s news- 
paper advertisement. On the eleventh of November, 
however, the main body of the newspaper copy was 
devoted to news about Toy Town with sale of 500 dolls 
at one dollar each as the first big holiday offering. 

The company frankly acknowledged in its advertise- 
ment that some people may think it early to shop, but 
called attention to the fact that the early shopper finds 
many attractive things not obtainable at a later date. To 


| sles year greater emphasis is being placed on the 
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handle the crowds added elevator service was provided. 
The opening was planned for Friday, so that both that 
day and Saturday proved to be successful both from the 
standpoint of actual sales and of interest shown by 
children and adults. Since Friday is the last school day 
of the week, mothers could arrange to take their children 
to see the displays of toys on either Friday afternoon or 
Saturday. 

Again on November 18 reference to Christmas was 
made in the newspaper advertising. While at that time 
major interest centered on Thanksgiving, by use of a 
good layout the discussion of Christmas merchandise 
worked in easily and naturally. At the left side of the 
advertisement news from the “land of toys” was 
carried. In a small box at the left top corner people 
were apprised of Hall’s Holiday Lay-Away Plan, where- 
by deliveries on early purchases will be made after 
December 20. Moreover, the readers were invited to 
inspect the special Christmas card assortment, stated a 
notice in a box at the right top corner of the advertise- 
ment. The business of church, charity and social organ- 
izations was solicited and the fact was brought out that 
a liberal commission would be allowed these groups. 

On November 22, while still selling Thanksgiving 
specials, emphasis was placed on visiting Toy Town 
early, for there the kiddies and their mothers would find 
12 complete departments and 75 trained and courteous 
salesmen at their service. 

It was not until Thanksgiving Day that the adver- 
tising campaign for Christmas got under way on a large 
scale. At that time, when people were sitting comfort- 
ably at home enjoying a holiday rest, a full page news 
paper advertisement invited them to Hall’s on the fol- 
lowing day. In Toy Town’s Zoo they could see animals 
of every description, size and price; in the Baby Show 
they could find babies in bed, babies in blankets and 

: (Continued on page 93) 
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Christmas-Time is Harvest-Time 


Buckeye Hardware Co., Findlay, Ohio, use novel 
idea to promote Christmas sales of electric cleaners. 
Toys and other departments share in the benefits of 


i ie a merchant sells electric cleaners,” say Messrs. 


the advertising 


to prospects developed as the result of house-to-house 


Cole and Lenox, proprietors of the Buckeye Hard- calls. About 225 sales resulted, or, at the rate of a bit 


ware Company, Findlay, Ohio, “his appliance 
salesman has most likely expended during the year a 
vast amount of time and effort demonstrating to people 


from whom sales have 
failed to materialize 
immediately. This is 
to be expected ; literal- 
ly hundreds of house- 
wives in our city, each 
year, learn about the 
merit and performance 
of the suction sweeper 
long before they buy. 

“Many of these pros- 
pects develop into cus- 
tomers later, providing 
the original demonstra- 
tions were well and 
convincingly given, and 
provided they are prop- 
erly followed-up. The 
harvest comes at cer- 
tain seasons. Christ- 
mas-time is one of 
these. Whether it be 
bountiful or mediocre, 
however, depends upon 
how the harvesting is 
done and, not so little, 
upon who helps do the 
harvesting. 

“Last December we 
increased our electric 
cleaner business 233 
per cent over the De- 
cember, 1925, volume, 
and harvested one-fifth 
of the entire year’s 
sales in that month. 
Newspaper advertising, 
store display and the 
distribution of litera- 
ture by Santa Claus 
were big factors in 
bringing about this.” 

Their Santa Claus 
was, as these men say, 
a big help. But before 
considering his contri- 
bution to the general 


results, let’s get the background of electric cleaner sell- 
ing at the Buckeye Hardware Company. 

One salesman devotes his entire time to this appli- 
During the eleven months up to Dec. 1, 
he had made over 600 demonstrations, most of them 


ance alone. 


better than 1 in 3. 
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The pack was light, though stuffed to overflow- 
ing, an empty electric cleaner carton, tied with 
ribbon and labeled “Mother, from Dad,” at the 
| RR, “Santa was worth his wages, says 
W.S. Lennox. He stimulated the toy business, 
which was an entirely extra benefit. 








Accordingly, when December rolled around, there were 
many housewives who thought favorably, and perhaps 


wish-fully, of the suc- 
tion sweeper. To stim- 
ulate these prospects to 
the point of buying, it 
was decided to offer the 
cleaner at a_ lower 
down - payment than 
ordinarily prevailed. 
Broadsides, giving the 
terms, and a_ special 
Christmas folder were 
ordered from the man- 
ufacturer and were 
furnished free. The 
broadsides were dis- 
tributed to every home 
in town by boys, but 
enough were left over 
to care for any emer- 
gency use that might 
develop. Advertise- 
ments were run in the 
newspapers and a dis- 
play installed in the 
store. This all met 
with a normal response. 

One day in the mid- 
dle of December, the 
electric cleaner com- 
pany’s district manager 
came to town and pro- 
posed that the Buckeye 
Hardware Company 
employ for a day or 
more a Santa Claus 
who was doing special 
work for his dealers in 
other nearby cities. The 
manager furnished the 
costume and the acces- 
sories, and the cost to 
the store was therefore 
but $5 for the man’s 
salary. This was agreed 
upon, and Santa came 
to Findlay on Friday, 
Dec. 17. 


Santa’s day began early in the morning when, just 
before 7 o’clock, he and the electric cleaner salesman 
posted themselves beside the employee’s entrance to the 
largest factory in Findlay and began distributing broad- 

‘ (Continued on page 92) 
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How H. J. McBride of Birmingham, Mich., uses the top of his paint shelving for displays 
of unfinished furniture and other bulky merchandise. 
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Unfinished Furniture as a Paint 
Department Aid 


With a small investment and small display space a hardware 
dealer can interest women and increase paint sales and make an 
additional profit 


O much interest was manifest in the reference to 
unfinished furniture in the last Paint Issue of 
HARDWARE AGE that we are presenting this addi- 

tional information. A distributor of unfinished furniture 
introduced his conversation by this statement : 

“A hardware dealer in a community near New York 
is a school friend of mine. I meet him socially quite 
often and several times I told him that the city depart- 
ment stores were selling the merchandise on which the 
lacquers he sold were being used. Also, that some of 
his natural customers must be buying lacquer where 
they bought the unfinished furniture. 

“He told me to ship to him a small assortment. We 
did and he has since bought more than $4,000 of mer- 
chandise from us and he reports that his lacquer sales 
have sharply increased. Of course, he always sells some 
lacquer when he sells an item of unfinished furniture.” 

This incident is, of course, the outstanding one. But 
this distributor has put a number of hardware stores 
into the unfinished furniture business. Recently he has 


made up two orders for hardware stores in towns of 
5,000 or thereabouts. He was permitted in each case to 
write the order and make the assortment with $250 as 
the limit to be invested. He thinks this is ample for a 
hardware dealer who “does not want to go into the 
furniture business.” 

The ‘furniture business” means the larger items. 
There is a considerable volume now in bedroom sets, 
the larger dining tables, dressers and other larger pieces. 

The items considered suitable for the average hard- 
ware store, where housewares and paint are sold, are 
hanging shelves, magazine scuttles, end tables, serving 
tables, telephone sets, whatnots, corner racks, magazine 
trough table ends and the like. 

These articles are primarily shopping merchandise ; 
in that people can get along without them very com- 
fortably but a woman will come into a store, see one of 
these articles and will say: 

“If I should paint that red, put it in the corner 

(Continued on page 51) 
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Color in the Hardware 





Store 


as a Sales Aid 


This is not a story of selling paint, but of using it in the 
store to sell other merchandise 


there really a selling color that will attract cus- 
tomers, as a candle does the proverbial moth, and 
loosen purse strings ? 

The management of the Maxwell Hardware Com- 
pany, Oakland, Cal., believes that color does play a very 
important part in successful selling. Recently three de- 
partments in the Maxwell store were painted a brilliant 
orange, and sales picked up. Orange, say the Maxwell 
heads, wins the palm as a selling color. 

I’. A. Walker, buyer and manager of the crockery, 
household and silverware departments, the ones sub- 
jected to the new treatment, declares that the orange 
paint makes the best possible background, not only for 
the household goods and silverware, but also for the 
dinner sets, so many of which now are decorated in 
peasant colors. 

“Good cheer is the right buying atmosphere.” Mr. 
Walker said, ‘and where can you find a more cheerful 
color than orange? It’s just pure concentrated sun- 
shine, and it is natural for all of us to brighten up under 
the beneficent influence of the sun. At any rate, that 
is the way our customers have been reacting to the new 


[LD tte: color help sales in a hardware store? Is 





Think of these tables and shelves painted a brilliant orange with black edges and the paneled 
Then think of the success of the “Color 


walls a deep buff and then look over your own store. 
in the Home” movement. 


paint in my departments. It seems to strike them the 
moment they enter the store. 

“Our mezzanine floor, where we show the dinnerware, 
was a lifeless spot that left no impression on our cus- 
tomers, unless it was an unpleasant one. I believe the 
salespeople, in our pre-orange days,” laughed Mr. 
Walker, ‘actually dreaded taking customers up there 
to show them our stock. The place had all the feeling 
of a cellar about it.” 

‘But now, what a different story! Or should I say 
picture! The room is vivid under the new treatment, 
as cheerful as a sun parlor. Against the background 
of orange the dinnerware shows splendidly. The mez- 
zanine is now as attractive a spot as any in the store.” 

In the crockery department on the first floor, Mr. 
Walker has twenty-two tables of varying sizes for dis- 
playing art glass, porcelain and kindred merchandise. 
These tables have been subjected to a bath of orange 
paint. The crockery display shelves, on the dividing 
wall of the department, are also bright with orange. 
And here, as well as on the tables, the edges have been 
painted black. Above the display shelves, the eye finds 
relief in paneled walls of buff. 

“We classify our 
table displays accord- 
ing to price,” Mr. 
Walker explained. 
“That is, we try to 
keep $1.00 articles 
on one table and 
$1.50 articles on an- 
other, following 
through in the same 
way with each price 
division. But as we 
have more prices 
than tables, we put 
a deck on a few of 
the tables and dis- 
play there articles 
nearest in price to 
those on the table 


top, perhaps the 
$2.50 and $3 mer- 
chandise. We also 


have a table or two 
of assorted prices, 
classifying the arti- 
cles by type. 

“Our orange paint 
helps here, too, for 
the reason that it 
makes each table 
with its separate 
cargo stand out as a 
distinct unit. This 
(Continued on page 91) 





























| , 
| 


HARDWARE AGE for NOVEMBER 24, 1927 4 


isg 





BEBE BE BEBE BE BE BE BE BE BE BEBE BEBE SE BEBE BESS 





Neatness and accuracy tre good team-mates. 


BE SS SS BS BEBE BE BEBE BE FE FE SE FESS 








The Winters window is neat and a placard guarantees the accuracy of the clock 


SO SL SO RO SOROROROSRESESESLD 











RIGS 


BE BS SE TE SE BE BEBE BE BEBE BEBE BEBE BE BEBE BEBE 





BW RORORR 





Winters Solves Color Card Display 
Problem in Neatness Quest 


All cards, properly designated, are now shown under 
a glass covered section of counter where paints are sold 


EKATNESS, says John A. Winters, is one of the 
N marks of a good hardware merchant. He be- 

lieves in it, and practices it. He goes to remark- 
able lengths to create a system of neatness—to banish 
disorder. 

And he usually accomplishes what he sets out to do. 

A glance at the show window indicates Mr. Winters’ 
ideas. It is a neat and effective display. The evident 
order of the display will create a feeling of confidence 
on the part of the customer. And, moreover, there is an 
idea in the window that will carry on and on and form 
in many persons the habit of looking at the window— 
this is the clock. 

Few people, who are not frequent shoppers themselves, 
realize the time-hunger of people in the streets. Most 
shoppers work against time. They have engagements 
to keep, they must get home at a certain time and their 


entry into the store depends upon the time at their 
disposal. 

It is not always easy to look at even a wrist watch 
with an armload of bundles to manage, so Mr. Winters’ 
clock in the window tells them what time it is and sug- 
gests they use the time at their disposal to buy household 
supplies in the remaining minutes. 

But we started to tell an incident that further repre- 
sents Mr. Winters’ idea of neatness. He has worked out 
a plan whereby disorder has been overcome and the colors 
made easy to show. The idea which has worked out so 
well is this: 

He found that all of the color cards required could be 
spread on a 10-in. strip of the counter, which is 7 ft. 
long. So he lacquered this strip a bright orange color, 
spread the cards over it, with neat explanations such 

(Continued on page 91) 











Display Tables Double Sales 
in Household Paints 


Time per sale is cut about one-half, as customer does not have 
to ask to see goods on shelves 


EN and women walking about the store will see 

a can of paint on the display table, pick it up, 

read the label, look about the table and see 
brushes and other accessories, assemble the articles, hand 
them to a clerk and ask “How Much?” and a sale is 
made. 

Perhaps these people did not intend to buy paint at 
all. They may have made a purchase in some other de- 
partment in the store and be waiting for the package 
to be wrapped, or stock to come from the warehouse or 
any of the other incidents that give a customer idle time. 
They see the paint within reach, read the labels, think 
of something at home that ought to be painted and buy. 

In many cases they would not think of asking some 
one to show them the paint if it was on the sheives. 
Really they had no intention of buying. 

Then comes the customer who really wants to buy 
paint and is a bit hesitant about asking the salesperson 
to show all the kinds of paint in stock, yet this customer 
does not know exactly what he or she wants. With 
the paint on the tables within reach, she can shop as long 
as she wants to; read the directions on a dozen cans and 
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when the time comes make her selection or call a sales- 
person and ask questions resulting from this investiga- 
tion, not just blind questions. 

This is the procedure the Nagell Hardware Co. of 
Minneapolis has found results from placing samples of 
all paints in household sizes and the brushes, steel wool, 
scrapers and other things on display tables. 

Sales have doubled. 

Sales time is cut one-half. 

Certainly these advantages justify the move. 

The arrangement is simple; after the best of modern 
display practices. A sample can of each of the small 
sizes is placed on the table, along with the accessories. 
Large cans are under the display table, also in sight. 
Reserve stock is on the shelves back of the salesperson. 
The color samples form the skyline of the department. 
Color cards for distribution can be placed on the tables 
or kept under the counter, according to the season and 
the plan working at the time. 

Always the can on the table is sold and it is then re- 
placed from the shelves. This keeps the sample fresh. 


















This compact, handy arrangement of the household paint stock doubled sales and cut by 
half the sales time per customer 
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This notable group of earnest organization workers in the paint and varnish industry assembled during the Get-Together week at 
last week of October, following an informal meeting of the Educational Bureau and Save the Surface Campaign Executive Committee. 
seated are William R. McComb, Manager Save the Surface Campaign; G. B. 





Atlantic City the 
Left to right, 


Heckel, Educational Bureau; Frank L. Sulzberger, President 


Secretary 


A. P. & V. M. A.; Henry L. Claman; Ernest T. Trigg, Chairman Educational Bureau; A. D. Graves, Chairman Save the Surface Campaign; Donald D. 


; Charles J. Roh, Treasurer N. P. O. & V. A. 
president N. P. O. & V. A., from Louisville; M. L. 


Robinette, Member Executive Committee N. P. O. & V. A.; Charles R. Cook; C. 


Standing—H. E. Mordan, Staff of Save the Surface Campaign; F. J. Ross; 
Havey; B. J. Cassaday, director A. P. & V. M. A.; 


S. E. Booker, Vice- 
J. Sibley Felton; S. R. Matlack; R. B. 
F. Beatty, Carl J. Schumann; Henry A. Gardner. 


Bits of Wisdom from the Recent 
Paint Conventions 


N the addresses delivered at the recent meetings 

of the paint and varnish associations at Atlantic 

City are many suggestions that will interest the 
paint retailers. Selected paragraphs follow: 

Ernest T. Trigg: The readiness with which the 
public has accepted the suggestions of the Save the 
Surface Campaign has opened greater opportunities 
to manufacturers, dealers and painters and with that 
greater opportunity comes a responsibility which 
manufacturers, dealers and painters must recognize. 
That is the responsibility of seeing well to it that 
the paint and varnish which is manufactured and sold 
to the public does in reality “Save the Surface” that 
they may “Save All.” 

H. O. Gibson: There is still much hand-to-mouth 
buying and stock orders are smaller but more numer- 
ous. At least 25 per cent of our orders are marked 
“rush” and we hear more of service these days than 
ever before. 

J. W. Elms: We all know there is a larger per- 
centage of new homes being built today which are 
being painted than there were fifteen or twenty years 
ago when so many houses were never painted. Colors 
also are rapidly awakening the consciousness of the 
buying public to the painting habit. The advent of 
brushing lacquer, which has awakened the market 
of non-paint users, is another factor which augurs 
well for the future of the paint industry. We are 
extremely bullish on the future of the paint market. 

H. B. Young: The average industrial structure 
and the average residence are still painted less fre- 
quently than they should be, for the sake of appear- 
ance and permanence. The paint industry need not 
worry about a saturation point but it does need to 
keep on its toes. 


Arthur Orr: There have been no radical develop- 
ments in lacquer formulation, but steadily increasing 
experience with application and appreciation of its 
drying speed and durability are underlying factors 
which will explain its steady, if not sensational, 
growth for some time to come. 

Frank P. Chessman: Above all things, the busi- 
ness man needs the broadening, developing and _ re- 
straining influence of trade association work. It stim- 
ulates him to his best work. It develops a liberal 
and tolerant frame of mind toward his fellow man. 
It broadens both intellect and soul. It gives to him 
a confidence to carry on to a greater achievement 
such as he can obtain at no other course. 

W. M. Hannum: The cheap, short-lived paint that 
is bought oftener is “passing out.” Just as today 
automobile tires are bought on a mileage basis, so 
does the paint maker of today want to know the 
“vears per gallon” that his paint is going to give. 

W. B. Roberts: Perhaps the most recent develop- 
ment has been the increased interest shown by house 
painting contractors in the use of aluminum paint as 
a priming coat for wood. As is well known, the 
Forest Products Laboratory tests have shown that 
aluminum has high waterproofing efficiency when 
used on wood and tests running over a period of five 
or six years have shown conclusively that a priming 
coat of aluminum paint on wood adds greatly to the 
life of the finishing coats. 

H. Cohen: There are a good many substitutes 
which are supposed to take the place of alcohol for 
anti-freeze purposes, but so far, to my personal 
knowledge, I find not one of these to be as economical 
and satisfactory to the auto owners as completely 
denatured alcohol, the old standby. 





There is a distinct charm about a room remade of the old furnishings. 
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If the hardware dealer can get one woman in the community to remake a 


room like the above and show it to her acquaintances, he will gain some profit making sales. 


Reclaiming Old Furniture Is Popular Idea 


developed (and especially at this time of year) as 
that of old furniture. For one thing, you can show 
your customer what a remarkable transformation new 


Piaeretoped ( there is no outlet for paint so easily 


finish effects. Then there is a 
certain unfailing attraction about 
bright color, especially to 
women. Another drawing card 
is that the amount of paint neces- 
sary for a chair, for instance, is a 
small item, involving no appreci- 
able expenditure. It is therefore 
easy to sell. And if you succeed 
in selling the first can for this 
purpose the customer will come 
back for more without fail. 

There are several ways in 
which you can put across the 
painting idea for old furniture. 
A demonstration always attracts 
attention and in this case is 
especially effective, because the 
customer can see not only the 
magic change, but also how easily 
and quickly it is accomplished. 

If a demonstration cannot be 
arranged, however, a sample of 
“old furniture reclaimed” might 
be exhibited, either as a window 
display or in the store. 

A very striking display is a 
“before and after” set, showing a 
piece of furniture with battered 
surface ; and a bright piece of the 
same kind painted some enhanc- 


There are many ways to paint a chair. 








Color Schemes for Furniture 
Suggest Them to Customers 


Adam green—Pale yellow trim—Stencil 
decoration 

Pearl gray — Rose _ striping — Antique 
finish 

Hydrangea blue—Beige striping 

Yellow—Decalcomania decoration—An- 
tique glaze finish 

Jade green—Burnt orange trim—Stencil 
decoration 

Ebony—Topaz trim 

Robin’s egg blue—Blue gray trim—De- 
calcomania decoration—Antique finish 

Turquoise blue—Mauve striping 

For Special Pieces: 

Secretary. Jade Green—Inside of secre- 
tary in burnt orange—Dull gold 
striping (fine line)—Antique glaze 
finish 

Magazine rack or hanging bookshelves. 
Chinese red—Ebony trim (fine 
striping) 

Nest of tables or a single small table. 
Vermillion—Dull gold  striping—A 
single stencil design in one corner 
(dull colors)—Antique finish 


COLOR IS THE BEST SALES 
FACTOR YOU HAVE— 


USE IT! 








ing color, and possibly trimmed or decorated as well. 

3etter still, combine the display with a demonstration. 
In this way you can most effectively show the best final 
results and how to get them. 


The thing that will best boost 
your paint sales along these lines, 
is concrete suggestions. For fur- 
niture there are two types of 
suggestions that will hit the mark 
—color schemes and ways of re- 
modeling old pieces. The aver- 
age woman is invariably attracted 
by pretty and harmonious colors 
yet seldom knows how to choose 
them. Make a study of this ques- 
tion and be ready to offer her 
your advice. A color combina- 
tion that sounds alluring will 
arouse her interest in painting 
when nothing else will. 

There are several ways in 
which old pieces can be modern- 
ized before being repainted, and 
this is a question that interests 
every home owner of moderate 
means. For they all have “left- 
overs” and a few eye-sores in 
their homes. 

The out of date pieces are 
usually too high—beds, tables, 
chairs, sofas, chiffoniers, in fact 
practically every piece. If the 
legs are cut down the furniture 
will have a much more modern 
look. An old bed with a high 





If the hardware dealer will make a display of five chairs like these, either old furniture or unfinished, he 


will start the women of his community to thinking in terms of repainting the home equipment. 
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head board can have the head board cut down to the 
height of the foot board; or it may be removed entirely 
and the foot board used at the head. 

Many pieces have extraneous bits of carving, arms, 
etc. that are glued on and can easily be removed. Old 
brass handles for chiffoniers should also be taken off 
and holes filled with putty. Modern glass knobs may 
replace them. In this way, and by removing mirror and 
supporting knobs, an old dresser or chiffonier can be 
converted into an attractive chest of drawers. 

The mirror with repainted frame may be hung over a 
dressing table made at home, with glass top and valence 
hanging to the floor. These are suggestions that your 
customers will be glad to have. 

It may even be practicable to introduce one or more 
of these ideas into your display. You might, for 
instance, show a newly painted chair or small table with 
legs cut down; or a chest of drawers as described above, 
say in apple green trimmed with a narrow line of ecru 
or pale yellow. This would be a fairly simple matter 
to arrange. No doubt you have discarded pieces of 
furniture at home that could be pressed into service; or 
an old piece or two could be bought for negligible cost 
at some second hand store. 

A real selling factor for reclaiming old furniture is 
the use of decorations, trimming and antiquing. Not 
only is the furniture thus finished more unusual, but 
the effectiveness of such simple treatment and the fun 
of doing it will always attract attention. 

Many customers do not know that stencil designs for 
furniture can be bought and that they are easy to use; 
probably a majority of them have never heard of 
decalcomania transfers; and few would think to trim 
their furniture with striping even if they had seen such 


treatment. Antiquing is generally considered as reserved 
for rare pieces, yet it is entirely easy to do and gives 
added charm to almost any piece. 

It may be done by smearing a little brown, umber, or 
other dark shade in a haphazard manner (after the sur- 
face is thoroughly dry); or by applying a glaze coat 
which is partially removed by wiping over the wet glaze 
with flannel cloth. Enough of the darker color remains 
in grooves and to a lesser extent on the flat surface to 
give the desired effect. 

Striping of a harmonizing or contrasting color may 
be used on such places as the edges of table tops, head 
boards of beds, chair backs, in grooves or moldings of 
table or chair legs, etc. Decalcomanias are entirely 
simple. They are transferred from a paper to the fur- 
niture suface and when dry given a coat of varnish 
or shellac. Combinations of these various types of 
decorations are also attractive. 

Introduce any or all of these ideas into your demon- 
stration, display, and sales conversation. 

Without question it has never occurred to the great 
majority of your customers that modern looking, attrac- 
tive painted furniture such as they have seen in the 
windows of the most expensive shops is entirely within 
their reach. Or that good furniture painting, much less 
the rich looking and much desired decoration, is done 
elsewhere than in first rate furniture makers’ establish- 
ments. 

Here is a real opportunity for you to put over an 
idea that is entirely new to them. And an idea for which 
your customers will be grateful to you. Show them 
why and how they can have modern, new furniture for 
antequated pieces, and watch your paint sales mount. 





Unfinished Furniture as a Paint Department Aid 


(Continued from page 45) 


farthest from the door it would give a bit of life there. 
That’s exactly what we need,” and then she buys the 
article and enough lacquer to make it the color desired. 

Or she may have been a bit provoked in the morning 
by having to pick up a number of magazines and books 
left out of the case the night before. In that mood she 
will buy a magazine trough end table so that members 
of the family will have no excuse for not putting away 
a book or magazine that they want against the next 
evening and consider it too much of a formality to “put 
it in the case.” 

There are some definite points about buying this 
merchandise due to the method of handling. The dis- 
tributors or wholesalers do not stock it. They display 


and catalog the various items, which come from a 
wide range of factories. Most of the furniture is 


shipped from factory to dealer. 

Buying should be guided by weight, as two small end 
tables are very light and would not justify the freight 
charge if ordered alone, but if enough items from that 
factory to absorb the 100 pound freight rate were 
ordered the charge would be reasonable. 

Distributors like Frank & Son of New York select 
their sources of supply to avoid so far as possible long 
shipments. They may have several factories supplying 
one item and then they ship from the nearest factory. 

Unfinished furniture is not new but until the easier 


method of painting won popularity, it was without a 
dealer home. Furniture dealers do not like it. The 
reason is obvious. Chiefly, it is that there is not enough 
difference in price between the unfinished and finished 
articles. There is no secret, of course, that unfinished 
furniture must necessarily be of better natural finish than 
popular priced finished furniture, for many a blemish 
that would entirely destroy the salability of an article 
as an unfinished piece, can be successfully covered by 
a factory finish. 

These items are easily shown. Only samples need be 
carried on the floor. Either painted or in the unfinished 
state they make excellent window display pieces. They 
do not occupy much floor space. They show well on 
top of shelving but must be placed on the floor for cus- 
tomer contact. 

Women like this sort of merchandise and a display 
will attract women shoppers, thus enabling the hard- 
ware dealer to show to the women the many things he 
has in his store for them to buy. The markup is sufficient 
and by careful buying and remembering that too many 
of the same article cannot be sold in the same com- 
munity, there can be a good turnover. President R. J. 
Atkinson of the National Retail Hardware Associa- 
tion, is one who likes the unfinished furniture as mer- 
chandise. 
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Sherwin-Williams Reports 

Largest Sales in History 
The Sherwin-Williams Co., 601 Canal 
Road, N.W., Cleveland, Ohio, has issued 
its annual report for the year ending Aug. 


31, 1927, in the form of an attractive il- | 


lustrated booklet. The figures show that 
the company is in a healthy condition and 
that the total sales for the year have again 
established a new record as the largest in 
the history of the business. Several pages 
have been set aside for a brief digest of 
some of the more important operations of 
the company. The illustrations are of both 
commercial and private buildings upon 
which the company’s products have been 
used. 


Color Drawings on Sandpaper 


ANDPAPER seems to be far removed 

from drawing paper or other material 
on which pictures are made, but if you 
make pictures or signs for your merchan- 
dise displays, suppose you try them on 
sandpaper. The effect is different. 

If you or the artist you employ will 
make a few pictures and you show them 
in the window or on the counter, perhaps 
some of your customers who are looking 
for novelties for Christmas gifts with the 
personal touch will buy some sandpaper 
for home use. 

This is suggested by an item in “The 


Sander,” the house paper of the U. S. 
Sandpaper Co., which reads: 

“It has been reported that Professor 
Sargent of Harvard produced beautiful 


pictures on sheets of sandpaper with wax 
crayons of various colors. So we asked 
our advertising agency to see what their 
artists could do with such materials. 

“The result is a series of brightly col- 
ored little sketches, not only made with 
wax crayons, but with common colored 
pencils, and also with water colors. 

“Tf a paint dealer will display a few 
such paintings and sketches (any artist can 
make them) on the counter they certainly 
will attract favorable attention and help to 
sell more sandpaper. They will also help 


the sale of paint—and of crayons and 
water colors. 
“The sandpaper pictures which were 


made for us are really startling in their 
clean, bright attractiveness. Anyone with 
a talent for painting or drawing will fairly 
itch to try his hand at a ‘sandpaper pic- 
ture,” once he sees such samples.” 


Do Not Underestimate 
Demonstrations 


HERE is nothing like a practical dem- 

onstration to put over a new idea. So 
we want to remind you again how easy it 
is to arrange a demonstration of lacquers 
and other household paints. 

There are dozens of women in every 
community who have shown their ability 
tc make things beautiful with lacquer. 
They paint chairs and odd bits of furni- 
ture in excellent style. The services of 


some of these women may be obtained, and 
demonstrations by them arranged for your 
store. The demonstrator could be employed 
in the store a few afternoons or sent to 
women’s club meetings to “do her stuff.” 





Frequently these clubs have a speaker 
to tell the members how to paint these 
articles, just as a club service, and the 
hardware man may benefit by these. One 
merchant in such a case supplied the 
speaker with small cans of lacquer for 
her demonstration, and in return she men- 
tioned the merchant’s name. It proved a 
good investment. 

If a demonstrator is not available it is a 
good plan to place an old chair, painted in 
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a striking design, or any of the neat bits | 


of unfinished furniture well painted, in the 
show window or in the paint department. 


Outside Barreled Sunlight 


U S. GUTTA PERCHA PAINT CO., 
e 19 Dudley Street, Providence, R. I., 
has placed on the market Outside Barreled 


‘Barreled2\ 
Sunlight = 
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Sunlight. This is a free flowing, white 
paint, designed for use on all types of 
buildings and has been adapted from the 
Rice Process. 
Outside Barreled Sunlight is not an “ever- 
lasting” paint, but one whose durability 
assures even wearing and that the sur- 
face, even after several years, will be in 
good condition as a base for repainting. 

Outside Barreled Sunlight is sold _pri- 
marily in the white, but is easy to tint with 
ordinary oil colors. Quantit’ orders will 
be tinted at the factory, matching any 
color submitted. It comes in 55 and 30 
gallon steel drums equipped with agitators ; 
in 5 gallon buckets and in cans from 1 
gallon down to % pint. 


Exclusively for Ladies 


PAINT department manager recently 

tried an experiment that promises to 
work out well. Realizing that he could 
sell more paint in small sized cans if more 
women came into his store, he put a cou- 
pon in the store’s advertisements in the 
local newspapers and in the direct mail 
leaflets, offering some special bargains only 
when the coupon was presented by a 
woman. The response was greater than 
he expected. 

Naturally there is not a heavy profit on 
the coupon sales, and the real test will 
come in seeing to it that the customers so 
obtained will come back. Courteous treat- 
ment and merchandise that is satisfactory 
will go a long way toward getting this 
result. 








| itself. 


aS | today that are painted in strikingly attrac- 
The company states that | = 


| bought a fair supply of home paint. 





DuPont Gives Suggestions for 
Artistic Use of Lacquer 


E. I. duPont de Nemours & Co., Inc., 
Wilmington, Del., is publishing a folder 
giving information for new and_ novel 
effects when using Duco. It is entitled 
“Rare Treasures of Art-All Your Very 
Own,” and is illustrated in colors. 

Beautiful, unusual and artistic effects can 
be obtained on glassware, pottery, parch- 
ment, paper, metal, canvas, etc., different 
results being brought out by different 
processes. 

A combination of colors can be obtained 
by pouring on color on an article while 
it is still wet, pouring another color upon 
it. A stipple effect can be secured by pat- 
ting wet Duco with a small piece of cheese- 
cloth, which lifts a part of the second coat, 
allowing the first coat to show through in 
a mottled effect. A “dry” stipple is ob- 
tained by taking an article that has been 
coated with Duco, letting it dry, and then 
with a torn piece of sponge patting an- 
other shade upon the article. 

A pottery effect is secured by pinching 
or daubing the article, while it is still wet, 
with the fingers which have been dipped 
in Duco. 


Does Your Store Need Painting? 


HERE is an old saying that “the shoe- 

maker’s children go without shoes.” 
Does this apply to your hardware store? 
In asking the customer to use paint, it is a 
good plan to take advantage of the power 
of suggestion, and this may be done by 
using plenty of paint in the hardware store 
There are many hardware stores 


tive color schemes. A store catering to 
the women’s trade, would do well to select 
colors that suggest daintiness rather than 
the brighter and more vigorous ones that 
are effective for the store handling lines 
that appeal only to men. However there 
are happy mediums that will serve both 
purposes. The paint department could 
have a color arrangement of its own too. 


Decalcomanias Are Being Used 


HE old time transfer picture, so dear 
to all of us in the days of our child- 


| hood, has a grown up brother who calls 


himself Decalcomania, and is becoming 
quite popular. They add a nice touch of 
finish to the home painted furniture, and 
having them in stock and displaying them 
will encourage many a novice painter. If 
the hardware merchant does not care to 
carry these little paint accessories, he 
should know where his customers may 
easily obtain them. “No, we don’t sell 
them, too small and too much trouble,” a 
hardware man said to a woman who had 
She 
did not know where else to look for them, 
so stopped at a rival paint counter. “We 
do not sell them, but the So & So do. They 
have an excellent supply,” was the answer 
at this store. The next time she wanted 
paint, she went to the second store. 
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Beatty Adds Crepe Paper to His Hardware Stock 


Line becomes one of the most active in the store. 


Department is an adjunct to the gift section. 


HILE H. G.Beatty 

& Company, Clin- 

ton, Ill., of which 
Hobert R. Beatty, past 
president of the National 
Retail Hardware Associa- 
tion, is manager, has al- 
ways been known as one 
of the leading retail 
“hardware” stores of the 
country, it carries some 
merchandise in its stock 
of hardware that might 
seem a trifle odd to some 
of the old school mer- 
chants who insist on fol- 
lowing precedents closely. 
For example, one of the 
most active lines in the 
Beatty store is its crepe 
paper department. 

This department, which 
is an adjunct to the large 
gift section of the store, is 
presided over by a young 
lady, who has had special 
training in the decorative 
uses of tissue and crepe 
papers and who is able to 
give helpful suggestions 
to any customers wishing 
to make their own party favors or decorations. 


In case 
the customer wants something already made up, the 
department carries a full line of nut cups, place cards, 
favors and the like. 

Holidays or special occasions, such as Valentine Day, 
Fourth of July, Hallowe’en, and Christmas, require 





special and larger stocks 
and cut outs and specially 
designed papers sell well. 

As a means of creating 
additional interest in the 
department, Mr. Beatty 
last year had conducted 
under competent instruc- 
tors, an art class in his 
hardware store every 
afternoon and two eve- 
nings a week for seven 
months. An _ enrollment 
fee of a dollar was charged 
plus the cost of the ma- 
terials used and approxi- 
mately 500 women took 
advantage of the oppor- 
tunity to receive instruc- 
tion in making lamp 
shades, crepe paper flow- 
ers, wax work, parchment 
painting and the like. The 
sales of materials aver- 
aged better than $4 to 
each woman. 

Also as a means of 
demonstrating the decora- 
tive value of crepe paper 
in a practical way, Mr. 
Beatty uses it himself'ex- 
tensively throughout the store. Brilliant colors are 
used in trimming the displays of kitchenware, pyrex- 
ware, auto accessories and even tools. In the gift\/dé- 
partment, the china glassware and fancy ware are effet- 
tively set off by the use of paper in the more subdted 
colorings—white and apple green being the most used. 





Retailers Should Cooperate with Jobbers for Theis Own Good 


The following letter from George Tolley, sales man- 
ager of Underhill, Clinch & Co., appeals to the retailer 
to anticipate his wants a little further in advance so that 
the jobber may be of real service to him. 


At the Hardware Convention at Atlantic City ten 
days ago, quite a little importance was placed on the 
cooperation of the hardware jobber and the hardware 
retailer. This has always been the policy of our concern. 

During the past eighteen months there has been a 
decided movement on the part of the retailers to buy 
smaller stocks than usual which we believe has been a 
good policy. We feel, however, that this policy should 
not be applied to seasonable goods and that the retailers 
should cooperate a little fuller with the jobbers in regard 
to ordering their seasonable goods some time in advance. 
The retailers this fall have not ordered their fall require- 
meuts for many seasonable goods in advance and we 
feel quite confident that when we get into the height 
of the season, the jobbers’ stocks will not be adequate 
to take care of the wants of the retailers. In spite of 
our best wishes and efforts to have on hand when the 


demand arises the right sizes and quantities of all season- 
able goods, we cannot estimate correctly in all cases 
just what to carry but if the retailers will anticipate 
their wants by two months or three months, it will 
give the jobber an opportunity to check up his sales 
against the stock he has on hand and reorder such 
quantities so as to have the right goods on hand at the 
right time. We have in mind at the present time the 
sales for Ventilators, Christmas Tree Outfits, Snow 
Tools, Scoops, Gloves, Sleds, Weatherstrip, Axes, Tool 
Chests, none of which have the retailers ordered suff- 
ciently far in advance to enable the jobber to check up 
on his stock. We really believe that if this matter could 
be brought to the attention of the retailers, they would 
see it to their advantage and profit to help out the 
jobber and cooperate with him in regard to placing 
orders a little ahead on seasonable lines of goods. 


Yours truly, 
Underhill, Clinch & Co., 
GEORGE TOLLEY, 
Sales Manager. 
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Our Sales Opportunity in the 
United States 








Address delivered by Saunders Norvell before the Automobile 
Equipment Association, Chicago, Illinois, Monday Morning, 
Nov. 7, 1927, on the subject: “Modern Distribution.” 








Mr. Chairman and Gentlemen of the Automobile Equip- 
ment Association: 


EVER in the history of the world has such a, sell- 
N ing opportunity been offered as in the United 

States today—one hundred seventeen million 
people in one solid, compact geographical area, speaking 
the same language, without any internal tariff or cus- 
toms barriers. In this country, in our interstate com- 
merce, we have before us the greatest example of the 
effects of free and unimpeded trade between States that 
the world has ever seen. Nothing like it has ever existed 
before in-history. In addition to these advantages geo- 
graphically and politically, we have the advantage finan- 
cially of the greatest wealth a country has ever known in 
one nation, the best distribution of this wealth and the 
highest wages. Not only this, but the statistics giving 
the incomes of this nation are staggering and these 
incomes are increasing instead of decreasing.. Here are 
the figures. 

WEALTH OF THE UNITED STATES 


1850... $7,136,000,000 
1922... 320,804,000,000 


} 72 years—increased 42 times. 





1850... Per capita, $308);_...... oe 

1922... 2918 } increased 10 times. 

|. ese Incomes: Personal.......$25,656,153,000 
Corporations ... 7,586,652,000 

1924 total income for U. S............$33,242,805,000 


This opportunity for mass production, mass selling 
and mass advertising has been taken advantage of in 
many industries. It has resulted in the building up of 
gigantic and immensely profitable industries, the leader 
of which is today the automobile industry, the sales and 
profits in automobiles this year having passed those of 
the former great leader, the steel industry. 

Compare our conditions with those in Europe. Not 
only is Europe today bowed down under the weight of 
war taxes ; not only are the nations, as well as the people, 
financially exhausted, but, by reason of comparatively 
small states, the different languages spoken and the 
setting up of customs barriers between each state, the 
free interchange of merchandise such as we see here in 
the United States has almost been throttled. In Europe, 


every nation is handicapped by the barriers that politics 
have placed upon business. 

In order to gather this picture, just compare the 
United States as a gathering of states without such bar- 
riers with Europe as an assemblage of states groaning 
Then you have the correct picture 


under such barriers. 


that is one of the biggest factors that has led to the 
prosperity of this country as compared with Europe. 
Europe now sees this and there is a movement under 
way to try to create a United States of Europe, but this 
idea is only a dream because Europe for centuries to 
come will be handicapped by racial prejudices, by various 
racial customs and by the difference in language and the 
habits of the people. 

Such, therefore, taking a broad view, is the fortunate 
selling situation in the United States today. 


OUR METHOD OF DISTRIBUTION 


Here in the United States, we have adopted a general 
sales distribution of manufacturers to jobbers, jobbers 
to retailers and retailers to consumers. Notwithstanding 
the advent of mail order houses, chain stores and other 
direct-selling concerns, the great bulk of the merchan- 
dise of this country follows this old-established channel. 
A little thought will show us that this channel follows 
sound economic lines. A lot of this talk about the elimi- 
nation of the middleman is not based on facts. The 
middleman, who renders a real service in distribution, 
will not be and cannot be eliminated. 

While we touch upon this let us refer, just as an 
illustration, to what happened in Australia and New 
Zealand. The dairy products of those countries were 
shipped mainly to England. Certain middlemen handled 
these products. However, the farmers in New Zealand 
and Australia decided they could save the cost of the 
services of these men by handling their products them- 
selves. They therefore established their own selling 
agencies in England. The result was disastrous. It 
almost brought on a panic in New Zealand and Australia. 
The experiment cost millions of pounds. Now, at last, 
they have been compelled to go back to the old system of 
using the service of independent brokers who understand 
the distribution of these goods. 

Many points illustrating the economic necessity of the 
jobber might be referred to, but in an address such as 
this, the speaker can only touch upon a few high spots. 
First of all, we have a country of enormous distances. 
Even with our efficient railroad service, it is impossible 
to get goods from manufacturers to consumers over 
these vast distances without certain storehouses where 
these goods can be assembled in advance, awaiting the 
time when the consumer needs them. These storehouses 
of distribution between the producer and the consumer 
are nothing more than our jobbers and retailers. They 
are simply two necessary steps in a chain of service and 
their success depends upon their ability as distributors 
of merchandise. 
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In nature, we see exactly the same system of distribut- 
ing moisture where it is needed, by oceans, lakes and 
rivers. In turning to nature, a tree itself is one of the 
lest examples of the system of distributing goods from 
the manufacturer to the jobber to the, retailer to the 
consumer. In making this comparison, let us take the 
leaves of the tree as the millions of consumers; the 
branches of the tree as the retailers who nourish the 
leaves ; the trunk of the tree as the jobbers who nourish 
the branches and the roots of the tree, as the manufac- 
turers who draw the raw materials from the earth and 
pass them up through the trunk to the branches to the 
leaves. Nature, the greatest of all engineers, has not 
attempted to produce a tree with nothing between the 
roots and the leaves, thus eliminating the trunk of the 
tree and all of its branches! 

Theoretically, we might imagine a certain kind of 
American who would keep in his home, carefully syste- 
matized and arranged, a full set of catalogs and price 
lists of everything he might need. Then this American, 
when he needed anything, would turn to the proper 
catalog, order the goods and, in due course of time, 
would have them delivered to him by the Government 
through the Post Office Department. Such a system 
would, of course, eliminate both the jobber and the re- 
tailer. Unfortunately for this theory, however, the av- 
erage American could hardly be induced to keep this set 
of catalogs and price lists. Even if he could be educated 
to do this, it would be uneconomical for the simple reason 
that keeping these buying records would consume a great 
deal of his time and it would be much cheaper for him 
to buy his goods at retail, paying the retail profit on each 
item, and saving his time to put in extra hours on his 
regular job. 

Now, of course theoretically, even if we admit that 
there must be a retailer as a reservoir of goods in the 
various communities where.the consumer can obtain 
them quickly, why should there be a jobber? Why 
shouldn’t the retailer make it his business to keep this 
set of catalogs and price lists and, buy direct from the 
manufacturer? The answer is that this has been found 
to be uneconomical for the simple reason that it would 
take a great deal of the retailer’s time to buy all of his 
items in moderate quantities from hundreds of different 
manufacturers. It is now, and will be for many years 
to come, more economical for the retailer to buy the 
majority of his goods froma jobber conveniently located 
to serve a certain district, who carries a reservoir of 
goods for the sole purpose of supplying these retailers. 

In the hardware line today, notwithstanding all the talk 
about mail order houses and chain stores. Seventy per 
cent of all the hardware is distributed through jobbers 
and retailers. The percentage of this distribution is in- 
creasing instead of decreasing. In the past few years 
there has been a wave of hand-to-mouth buying. Mer- 
chants have discovered the value of turn-over. They 
have taken an immense amount of capital out of dead 
and unnecessary stocks. With the improvement in our 
railroad service and with the addition of trucks for 
deliveries, goods are passing much more quickly from 
jobbers to retailers than ever before in the history of 
business. With this condition I do not believe we will 
ever go back to the old system of future buying on the 
scale where it once existed. Retailers will continue to 
buy from hand-to-mouth and this very system, notwith- 
standing the protests of the jobber, has increased his 
importance and his necessity as a factor in the distribu- 
tion of goods. 

Now, let us be broad-minded. There is a place in busi- 
ness for the mail-order house. There is a place for those 
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who sell direct. These houses deserve our admiration 
for the excellence of their management and for their 
enterprise. However, the large majority of our citizens 
for a long, long time to come will prefer to buy their 
goods over the counter in the retail stores to ordering 
them from a catalog. There are many, many reasons 
for this; not only the one great reason of human nature 
of its being easier but also the reason that people, on 
many lines like to see the goods. They have to be 
fitted. Of course, there is also the reason of credit and 
charge accounts. 

Therefore, taking a view of distribution in this coun- 
try, we do not entertain any fears in regard to the elimi- 
nation of the jobber nor, later, of the elimination of the 
retail merchant. This system of distribution has stood 
the test of time and we believe it will continue for marty 
generations to come. The reason it exists is simply 
hecause it serves the people the best. ne 


SERVICE 


Now, allow me to talk to you just a little while on this 
subject of service. Probably I will take a somewhat dif- 
ferent angle. All of us have heard a great deal about 


good service, but that is not the point that I intend to ° 


stress. There has been a great tendency in this country in 
the past twenty-five years toward specialization in work. 
Instead of being a Jack-of-all-trades and master-of-none, 
the American citizen has become a specialist in one trade 
and in one kind of work. He has found he can make 
more money attending strictly to his own business than 
he can trying to be a Jack-of-all-trades. 


Today the householder does not bring in a pail of ' 


water from the pump, heat it on the kitchen stove and 
pour it into a washtub when he desires to take a bath. 
He has a bathtub in his home and he has hot and cold 
water connections. He takes a satisfactory bath at very 
little physical exertion in a comparatively few minutes. 
However, in saving this time he must pay for the ser- 
vice. Therefore he pays his monthly bill to the water 
company. 

In the old days, the family of the American citizen 
trimmed their oil lamps. ‘Today they save time by flash- 
ing on the electric light, but they must pay for this ser- 
vice in their monthly bills to the electric light company. 

In the old“days, the American family made engage- 
ments by mail or sent oné of their children as a mes- 
senger. They now have the improved service of the 
telephone, but they must pay for this service in a monthly 
telephone bill. 

So I might go down the entire list., We are receiving 
special service in these days from the cradle to the grave. 
We are born in hospitals. We are charted in these hos- 
pitals. We are recorded in the health departments. We 
go through life being recorded in our schools and then 
by the Government in the Income Tax Department. 
Everywhere we are followed by records. There is no 
escape. We eat standardized food—just heat and serve! 
We receive a standardized education. We marry stan- 
dardized girls! Then the circle completes itself by their 
having standardized babies in standardized hospitals! 
When life approaches its close, standardized doctors 
again send us to standardized hospitals. We pass out 
under proper conditions of respiration and temperature. 
Then many of us are buried from standardized funeral 
churches with standardized Victrola music and we are 
carried in a standardized hearse out to a standardized 
cemetery that has issued its preferred and common 
stock! Possibly we leave behind us a standardized will 
to distribute our assets among our standardized children, 

(Continued on page 86) 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 


Change 


W: are planning and inventing a hundred times 


faster than it is possible for us to execute. New 
facts are being disclosed far more rapidly than 
people can assimilate them. The result of this is a lack 
‘of balance in our business and industrial life, and here 
lies the greatest danger that threatens society today. 
The front of our advance is deeply dented. A few 
industries have com- 
pletely outstripped 
others. Workmen in 
some fields are paid 
twice as much as those 
in other lines, al- 
though the same skill 
and intelligence is ex- 


ae 


ercised. The fellow 
who makes us laugh 
gets $30,000, while 


the man who educates 
us gets a fifth as 
much. The college 
professor who _ in- 
structs our young 
people in the rudi- 
ments of science and 
business receives a 
third of what the 
coach is paid to de- 
velop our youth into 
great athletes. 

In our hurry to get 
along we have left be- 
hind a lot of unfinished business. The element of change 
has become the vital factor in all planning. People say 
we are riding to a fall—going the way of ancient Rome. 
But that is not true. The Romans did not recognize 
the importance of change. Their one thought was to 
build for permanency. Our viewpoint is different. We 
never forget that what we are constructing today will 
likely be obsolete in style and usefulness tomorrow. The 
Roman spirit was static; ours is dynamic. We are the 
animators of a new era in civilization, and all nations 
will have no choice but to follow the road we are blaz- 
ing. 

Less than a century ago Michael Faraday was preach- 
ing to his congregation on Sundays and spending the 
test of the week putting together bits of wire and steel 
in order to solve the problem of conveying electric cur- 
rent through a metal conductor over a short distance. 
Faraday did not even have any electricity to work with 
except that which he obtained from batteries similar 
to the ones we use for doorbells. 

Now our newest and biggest electrical plant will soon 
be sending out a stream of electrons to do work equiva- 
lent to the combined efforts of ten million men. In 
fact if we were to attempt to substitute human hands for 
the work being done with electricity, we would soon find 





New York Harbor of Yesterday 


that all of the adults on earth could take care of only 
1 per cent of the tasks now being performed by this 
marvelous mechanical agent. Furthermore, the most 
modern of our present electrical installations will prob- 
ably seem as crude to the engineers of tomorrow as the 
generating units of Faraday appear to us at present. 

In 1850 our American cities were cesspools where 

cholera and other dis- 
eases of filth took a 
Set —sheavy toll of human 
omeme life. Urban atmos- 
ee pheres were saturated 
with steaming abom- 
inations from noisome 
liquids that filled gut- 
ters and pools. Now 
these same cities are 
spending hundreds of 
millions of dollars to 
complete water and 
sanitation construction 
programs that will 
make city life even 
more safe, from the 
standpoint of hygiene, 
than life in the coun- 
try. 

In 1876 two men 
talked for the first 
time over a long-dis- 
ance telephone. Today 
we can talk to a friend 
in Europe in less time than was then required to put 
through a local call. We now have in operation seven 
million miles of telephone wires devoted exclusively 
to carrying upward of three million long-distance mes- 
sages every day. Recently a fire in a western town put 
the local telephone service out of commission for thirty- 
one days. Immediately the authorities were forced to 
install a flashlight system to provide communication with 
the police and fire departments. One victim of an auto 
accident bled to death before they could get a doctor. 
surglaries increased and business profits were curtailed. 


. Time had turned back fifty years. 


Amazing stories of change are on every hand. Re- 
frigeration has revolutionized food distribution. Radio 
has eliminated distance. The motion picture permits 
us to see the world without leaving home. And the 
end is not yet, for no day passes without some new and 
startling discovery, the consequences of which no one 
can visualize. 

A man sat by his fireside and noted that the slag 
of the fuel had become transparent. This started an 
investigation that led to the discovery of glass which 
has renewed our worn-out eyes, made it possible to heat 
our houses and at the same time let light into them, 

(Continued on page 88) 
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Salesmen Guests at Dinner of 
North Jersey Association 


Salesmen who call on the members of 
the North Jersey Hardware Association 
were guests of the association at a dinner 
and entertainment held in the Down Town 
Club, Newark, N. J., on the evening of 
Nov. 15. 

Secretary Al. G. Birkenmeier, Jr., New- 
ark, was master of ceremonies in the ab- 
sence of President Louis A. Schelling. 
Mr. Birkenmeier asked over 90 men to 
be seated at 7.30 p. m., and from that 
time on there was not a dull moment. 
Billy Cusack led the singing and rendered 
several selections. 

Al. Cornell, formerly of Brooklyn, N. Y., 
but now associated with Ludlow & Squier, 
Newark, N. J., was introduced, and in a 
few well-chosen words welcomed the 
guests of the evening, but devoted part of 
his short talk to a warning of returning 
cash for returned merchandise, particu- 
larly tools. “Maurice,” a master magician, 
stirred up a good deal of enthusiasm with 
his card tricks and sleight-of-hand mys- 
teries. Fred Hinchman, John Russell Cut- 
lery Co., chief booster of The Hardware 
Boosters, New York City, thanked the 
association on behalf of the 14 Boosters 
present for the invitation to be present and 
assured the members that the Boosters ap- 
preciated the honor of the _ invitation. 
Junior Booster George H. Fisher, Milwau- 
kee Stamping Co., was also present. 

Past N.R.H.A. president, Matt. Ludlow, 
head of Ludlow & Squier, Newark, N. J., 
welcomed the guests on behalf of the asso- 
ciation. 

More entertainment was offered by Bert 
Campbell with several songs, and Ed. 
Mulkay with a varied line of jokes and 
stories. Both entertainers received a good 
hand for their efforts. Mr. Cornell was 
again called upon for some of his famous 
stories and he obliged in his usual splendid 
manner. Mr. Birkenmeier then announced 
that at th@ next association outing there 
would be no prizes donated by manufac- 
turers or jobbers. He thanked these or- 
ganizations for the spirit behind their 
gifts, but stated that there was enough 
money in the associations’ treasury to pro- 
vide prizes for the various events. He also 
announced that a golf tournament would 
be staged at the 1928 outing. 

At the speakers table were Al. Cornell, 
Matt. Ludlow, William F. Littell, Jr., sec- 
retary of the Metropolitan Association; 
Al. Birkenmeier, Chief Booster Fred 
Hinchman, John A. Winters, East Orange, 
N. J., delegate to Pasha, and Morris Mil- 
ler, chairman of the dinner committee, to 
whom much credit should be given for the 
success of the affair. 





Flood Entered H. C. White Co. 
Plant But Did Little Damage 


H. C. White Co., North Bennington, 
Vt., has reported that the recent New Eng- 
land flood did not interrupt its business 
nor hinder its deliveries to any apprecia- 
ble extent. In a letter sent to its trade 
the company stated, “The flood waters got 
into two basements and put us out of busi- 
ness for three days, Friday, Saturday and 
Sunday, but by quick work on’ Monday 





morning we were running normally. We 
lost some raw materials but no finished 
goods were damaged.” 

The company found it necessary to truck 
its products 40 miles to Albany to handle 
the urgent calls but sent some orders out 
on a special freight train, soon after the 
flood subsided. Regular freight service 
was started on the 15th of this month from 
North Bennington into New York State, 
which is the most direct route out of that 
area. 





Australian Visitor to U. S. 





HOWARD F. HUDSON 


Howard F. Hudson of 352 Kent Street, 
Sydney, Australia, is in the United States 
visiting manufacturers. Mr. Hudson is a 
manufacturers’ agent and before returning 
to the Antipodes, will establish several 
contacts for the handling of hardware 
products in that country. 





Complete Hardware Show Plans 
for Western 1928 Convention 


Plans have been completed for the West- 
ern Hardware Show, which will be held 
in the Convention Hall, in conjunction with 
the convention of the Western Retail Im- 
plement and Hardware Association in 
Kansas City, Mo., on Jan. 17, 18 and 19, 
1928. The local jobbers are all cooperat- 
ing to make this year’s show a greater 
success, and will not have exhibits and 
luncheons at their places of business. This 
will do much to increase the attendance 
in the Convention Hall. 

Recent developments have made it ad- 
visable to change the headquarters of the 
association during the convention, and the 
executive board has chosen the Hotel 
President as headquarters for the 1928 
convention. 

Convention sessions will be held as usual 
during the mornings in the Missouri Thea- 
tre. The registration booth will be in the 
rooms in the north end of the Convention 
Hall, the entrance on Central Street, near 
Twelfth Street, diagonally across the 
street from the Missouri Theatre. 

H. J. Hodge, secretary-treasurer of the 
association, has announced that the con- 
vention hall will open at 12 noon each day, 
the afternoons being reserved for dealers 
and the evenings for the general public. 
Mr. Hodge makes his headquarters at 
Abilene, Kan. 





Window Display Idea Demon- 
strated at Manhattan-Bronx 
Meeting 


The regular monthly meeting of the 
Manhattan and Bronx Hardware Associa- 
tion was held in the new meeting room at 
the Prince George Hotel, with a good at- 
tendance. The business meeting was pre- 
ceded by au excellent supper served in the 
meeting room. 

After the routine business was disposed 
of, J. A. Warren, associate editor of 
HarpwareE AGk, gave a short talk and a 
demonstration of a simple method by which 
any hardware display man can make use 
of clippings from the newspapers and 
magazines, as window backgrounds and as 
illustrations for his show cards. The 
method, which has been explained in Harp- 
WARE AGE recently, permits the accurate 
enlargement of small pictures by the map- 
ping method. 

Mr. Warren quickly finished up several 
sample backgrounds and stimulated Rus- 
sell J. Atkinson, Jr., to try one himself. 
The speaker explained and demonstrated 
the use of colors in backgrounds made by 
this method and offered some advice on 
color harmony. Questioning from mem- 
bers followed and Mr. Warren answered 
queries regarding. enlargement, coloring 
and adaptation of suitable subjects. After 
the talk several members expressed their 
intentions of trying Mr. Warren’s plan 
for Thanksgiving and Christmas displays. 

R. J. Atkinson, N.R.H.A. president, 
fointed out the advantages of using this 
type of display help as a selling force. He 
cited specific cases where similar ideas had 
sold merchandise that had been considered 
dead stock. Mr. Atkinson continued with 
some helpful advice for the members. 

Edward Denecke, of James & Hawkins, 
Inc., Jamaica, L. I., addressed the meeting, 
giving some of his experiences that were 
of interest to many having similar prob- 
lems. 

It was decided to hold the next meeting 
in the same place, but supper will be served 
in theedining room and the members will 
afterward repair to the meeting room. 





Frances C. Stevenson Dies 


Miss Frances C. Stevenson of Kline & 
Co., 13 Market Square, Williamsport, Pa., 
died at her home in that city on Nov. 13, 
after an illness of about four weeks. Miss 
Stevenson had been in the employ of the 
company for about thirty years and had 
been a member of the Board of Directors 
for the past eight years. Following the 
death of G. C. Kline, four years ago, she 
was made secretary of the company. 





H. J. Birtch Advanced by 
Devoe & Raynolds Co., Inc. 


H. J. Birtch has been appointed district 
sales manager of the eastern division by 
Devoe & Raynolds Co., Inc., New York 
City. He will have his headquarters in 
the New York office. 

Mr. Birtch has been with the company 
for the last 14 years: seven in the Buffalo 
territory, five as manager of the Buffalo 
office and two years as central district 
sales manager. ait 
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Fred Miller Elected President November 15, 
of Hardware Club of Cincinnati 


With 65 members in attendance, and} E. J. Becker, secretary of the H. Belmer 


with a program of good features to keep | Co. 


activities at a high pitch every moment 
during the evening, the Hardware Club 
of Cincinnati held its annual dinner and 
meeting at the Hyde Park County Club 
on Nov. 15. ‘ 
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FRED MILLER 














who has been secretary of the club 
so many years that he and the secretary- 


ship are looked upon as one and the same, 


tried to dodge the responsibility, but’ the 
members were so insistent that he should 


| not be given a vacation from office that 
| he finally surrendered and was reelected. 


me 


Pfau, of the Huenefeld Co., was 


| selected again for treasurer. 


For the Entertainment Committee, Mr. | 
| Miller named Fred Wankelman, of Licht | 
Mr. Wankel- 


& Wankelman, as chairman. 


| man is the retiring president of the club 


and has established a reputation for pos- 
sessing unbounded energy and for serving 
the club to the best of his ability. His 


| assistants on the committee ‘will be Fred 


Guckenberger, of the Anchor Paper Co.; 
Oscar Small, of the Ira D. Washburn 
Paint Co., and Jack Isham. Incidentally, 
the last-named individual is very popular 
with the ladies and is generally found act- 


| ing in the capacity of chairman of the 


Ladies’ Entertainment Committee when- 


| ever the ladies are invited to meetings or 


Pres. Cincinnati Hardware 
Club 
Fred Miller, secretary of the Kruse | 


Hardware Co., was elected president for 
the 1927-1928 fiscal year. 
been a stanch supporter of the club for 
many years and has been one of the hard- 
est workers. His elevation to the presi- 
dency was a fitting recognition of the ser- 
vice he has given so cheerfully and so 
faithfully in the past. 








E. J. BECKER 
Secretary 











Jack Isham, local representative of the | 
National Lead Co., was named first vice- | 
president, while Joseph Kohlstall, retail | 
dealer of Elmwood, a suburb of Cincin- | 


nati, was elected second vice-president. | 


| 
| 


Mr. Miller has | 


to social events. 








FRED. WANKELMAN 
Chairman Entertainment 
Committee 











William Licht, of Licht & Wankelman, 


gave everyone present something worth 
while to think about in a heart-to-heart 
talk to the members. Henry Jansen, 


| Covington, Ky., retail dealer, recited some 
| of his experiences on his recent trip to 


EEurope. The club had as its guest James 
B. Carson, secretary of the Ohio Hardware 
Association, who made a talk in his own 
inimitable manner. 

That the Ohio Hardware 


A reso- 


the State organization for their considera- 
tion. 

Following the dinner and the formal 
program, the members enjoyed an evening 
of bowling. 


| partment. 
Smith. 


Association | 
| should hold its 1929 convention in, Cincin- 
| nati was the sense of the meeting. 
| lution to that effect was passed and is to | 
be conveyed to the board of directors of | 
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|Independent Lock Co. Appoints 
| A. E. Heustis Dist. Sales Mgr. 


The Independent Lock Co., Fitchburg, 
| Mass., has announced the appointment of 
| Albert E. Heustis as district sales man- 
ager of its Detroit branch, located at 2109 
Cass Ave., Detroit, Mich. 

Mr. Heustis was formerly a direct fac- 
tory representative. He will cooperate 
| with Michael Falk, branch manager, in 
| satisfactorily serving the customers of the 
| company. 


Yale & Towne Official Gave 
Pastor $102,000 in Bonds 


Ten years ago the late Warren S. Abel, 
for twenty-nine years purchasing agent 
for Yale & Towne Mfg. Co., Stamford, 
Conn., heard the Rev. Dr. Alfred G. Wal- 
ton preach a sermon based upon the recent 
| war. Mr. Abel was greatly impressed with 
| Doctor Walton and desired to make him 
| financially, independent. On May 14, 1927, 
Mr. Abel died and appraisers have found 
out that he had given Doctor Walton 
bonds valued at $102,000. Doctor Walton 
|is a native of Kalamazoo, Mich., and a 
| graduate of Oberlin College and Union 
Theological Seminary. 


Wrench Thrown at Hold-Up Man 
Saves Store from Robbery 


Four bandits last week endeavored to 
hold up the retail hardware store of A. J. 
leines, Maple Avenue, Cheshire, Conn. 
Two of the bandits entered the store and 
the remaining two stayed outside on watch. 
When Raymond Heines, son of the owner 
| of the store, was commanded to throw up 
| his hands, he grabbed a Stillson wrench 
| and threw it at the bandits, who beat a 
| hasty retreat. Matthew Haller, a clerk, 
was in the store at the time® of the at- 
| tempted holdup. 


C. L. Wedow Advanced 


C. L. Wedow, who has been in the sales 
organization of the Superior Screw & 


| Bolt Co., Cleveland, Ohio, has been ap- 
| pointed sales manager of the company, 


succeeding the late William Bates. 


Bruekel Succeeds H. C. Smith 


L. D. Bruekel, assistant general manager 


of the sales strip department, Weirton 


| Steel Co., Weirton, W. Va., has been ap- 


pointed general sales manager of that de- 
He ‘succeeds the late H. C. 


Wainwright Joins Consolidated 
Machine Tools Co. of America 


Joseph Wainwright, for many years as- 
sociated with Manning, Maxwell & Moore, 
Inc., New York City, has joined the Con- 
solidated Machine Tool Corp. of America. 

He will be in the sales organization and 
' have headquarters in Rochester, N. Y. 

















Kelly Axe Executive Heads the 
American Barge Line 


Thé Inlaid Waterways Co., Louisville, 
Ky., and the W. C. Kelly Barge Line, 
Charleston, W. Va., have been consoli- 
dated into the American Barge Line. The 
new company will have a fleet of five tow- 
boats and 50 steel barges, and will provide 
a complete river transportation service on 
the Ohio and Mississippi Rivers, making 
it possible for manufacturers located on 
or near the inland waterways who do not 
want to invest in towboats and barges to 
take advantage of the lower rates on water- 
borne shipments than are charged on rail- 
road shipments, and to effect a saving on 
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shipments where some rail haul is neces- 
sary. The new company represents the 
most ambitious attempt yet made to estab- 
lish commercial river transportation, and is 


the largest company of this sort on the | 
rivers of the United States with the ex- | 
ception of Inland Waterways Corporation | 


( Mississippi- Warrior River service), which 
is owned by the United States Government 
and operated under the direction of the 
Secretary of War. 


The W. C. Kelly Barge Line, organized | 


by W. C. Kelly, chairman of Kelly Axe & 
Tool Co., Charleston, W. Va., and his 
associates, has three 720-hp. Diesel engine 
propelled towboats and 16 covered and 12 
open barges, while the equipment of the 
Inland Waterways Co. comprises two steam 
engine driven towboats, eight oil tank and 
16 cargo-carrying barges. The latter com- 
pany has been’ operating on the Ohio and 
Mississippi Rivers as a contract carrier in 
trade between ports and also under joint 
freight rates with the Louisville & Nash- 
ville, Illinois Central and Southern Rail- 
roads, using Louisville as the transfer point 
from river to rail. 

The new company proposes to have a 
sailing from Pittsburgh every 10 days and 
to reduce the limit of individual consign- 
ments from bargeload to carload lots. The 
company also is planning to extend the 
use of the rivers to the Youngstown dis- 
trict and other centers somewhat remote 
from the rivers by asking the railroads to 
establish proportional rates to Pittsburgh 
to replace the local rates on shipments to 
go to destination by water. 

General offices of the company will be 
in Louisville, with branch offices at Pitts- 
burgh, Cincinnati, Memphis and New Or- 
leans. W. C. Kelly is president of the 
new company ; Patrick Calhoun, Jr., Louis- 
ville, first vice-president; Andrew P. Cal- 
houn, Pittsburgh, second vice-president, 
and Gerrard E. Kelly, Charleston, W. Va., 
secretary-treasurer. 





L. H. Vaughan Tells Seedsmen 





to Change Seed Sales Appeal 


The seedsmen of America must follow 
the example of Henry Ford and change 
their sales appeal, Leonard H. Vaughan, 
president of Vaughan’s Seed Store, Chi- 
cago, Ill., told a recent gathering of coun- 
ter trade seed dealers in Chicago. Mr. 
Vaughan told the assemblage that the 
thrift appeal in both cases had lost its ef- 
fectiveness. He said that the seedsmen 
must try to show their customers that a | 


garden is in. fashion, is lots of fun and 
will make people proud of their homes. 
Mr. Vaughan concluded his talk by stat- 
ing that there are other kinds of gardens 
besides thrift gardens—recreational gar- 
dens, ornamental gardens, the kind that 
wealthy home owners have on their estates 
and the small owners are beginning to 
build in their back yards. 





New Junior Chief Booster 





Milwaukee 
Wis., newly 


of 
Milwaukee, 
elected Junior Chief Booster. 


George H. Fisher, the 


Stamping Co., 





A. C. Higgins Made Director of 
Boston & Maine Railroad 


A. C. Higgins, treasurer of Norton Co., 
Worcester, Mass., has been made a di- 
rector of the Boston & Maine Railroad. 


J. H. DeArment Dies, President 
Champion DeArment Tool Co. 


J. H. DeArment, president of the Cham- 
pion DeArment Tool Co., Meadville, Pa., 
passed away recently, his death coming 
very suddenly. 

Mr. DeArment was born in Oil City, 
Pa., in 1882. His father, the late George 
Lb. DeArment was at that time engaged in 
the horseshoeing and wagonmaking  busi- 
ness. In 1884 he moved to Conneaut Lake, 
Pa., and made a few special tools for the 
horseshoer and wagonmaker. This marked 
the beginning of the present Champion 
DeArment Tool Co. 

After completing his education in the 
grammar school Mr. DeArment joined his 
father in the business, continuing with him 
until his father’s death in 1917 when he 
and his brother took over the entire man- 
agement of the company. 

He is survived by his widow, two sons, 
mother, sister and brother, A. W. DeAr- 
ment who succeeds him as president of 
the company. 


Damon Raike Appoints W. Levin 
Damon Raike & Co., 1401 West Jackson 
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John ‘A: ‘Gregg, Well Known 
Representative Passes Away 


John A. Gregg, well known manufac- 
turers representative, passed away recently 
ac his home in Burlington, Iowa. While 
Mr. Gregg had not been in the best of 
health for quite some time, his death came 
as a shock to his many friends in the mid- 
dle western states. 


Mr. Gregg was born in Burlington, 
Iowa, in 1857, and attended the local 
schools. His first position was with a 


| wholesale house, Donahue & McCosh, but 


he later entered the employ of of the John 
W. Gates Co. in the St. Louis, Mo., office. 
Still later on he joined the Oliver Wire 
Co., Pittsburgh, Pa., as a traveling repre- 
sentative with headquarters in Burlington. 

Thirty-three years ago he organized a 
manufacturers representative organization, 
representing several leading manufacturers 
in Iowa, Illinois, Wisconsin, Minnesota, 
North and South Dakota, Nebraska, Kan- 
sas, Missouri, and Oklahoma. John A. 
Gregg company is located at 412 Tama 
Building, Burlington, Iowa. Mr. Gregg 
of the oldest and best known 


was one 


| travelers in the middle west. 


| 
| 


| 


| 
| 
| 
| 
| 





| 


Manhattan Dealers Plan for 
Dinner, Dance and Entertainment 


The Manhattan & Bronx Hardware As- 
sociation, New York City, is planning to 
hold a dinner, dance and entertainment at 
the Cornish Arms Hotel, 311 W. Twenty- 
third Street, New York City, on Feb. 7, 
1928. Definite plans for the music and 
entertainment have not yet been announced. 
G. Duncan C. MacLeod, 143 E. Thirteenth 
Street, New York City, has charge of the 
souvenir program which will be issued in 
connection with this event and mailed to 
hardware dealers throughout the entire 
city. 


Lantz Paint Co. Organized in 
* Springfield, Mass. 


The Lantz Paint Co., Inc., has recently 
been organized at 30 Harrison Avenue, 
Springfield, Mass., and will be ready to 
conduct its business on or about Dec. 1. 
Fred D. Lantz is president of the company 
and his son, Arthur H. Lantz, is treasurer. 

Both men have had long experience in 
the paint business. The father was for 
nearly 30 years with Wadsworth, How- 
land & Co., and for a long time was su- 
perintendent of that company’s branches. 
The son was manager of the Springfield 
branch of the company for some years 
but since 1924 has been connected with 
T. M. Walker Co. 

The new company will occupy the entire 
building at 30 Harrison Avenue, occupied 
by Wadsworth, Howland for many years. 
It consists of three floors and basement. 
The building is to be completely remodeled, 
a new front will be built and other im- 


Boulevard, Chicago, Ill, has appointed | provements made to bring the building up 


William Levin, 
representative to travel in the Middle West 


3rooklyn, N. Y., as its | to date in every particular. 


| 
| 


The company 
will represent the Martin-Senour Co. and 


and Atlantic Coast States with the com-j| the Martin Varnish Co. of Chicago, III. 


pany’s line of Daraike Brand of Tools, 
3right Steel Strap and T Hinges, ete. 


| A full line of painters supplies of highest 


| 


| quality will be carried, 
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Segal Lock Plans Expansion— 
Increases Capital Stock 


The Segal Lock & Hardware Co., 155 
Leonard Street, New York City, recently 
sold through the banking firm of Braham 
& Co., New York City, $250,000 of stock 
to finance expansion of its lock manufac- 
turing business. 

The entire authorized capital is 20,000 
shares of $50.00 par preferred and 56,000 
shares of no par common stock. There is 
no funded debt. Five thousand shares of 
common and five thousand shares of pre- 
ferred stock constituted the sale which 
was placed privately. The original capital 
of the company was about $1,000, and it is 
said that the company has refused $1,000,- 
000 in cash for its fifty separate lock 
patents. 

The Segal Lock & Hardware Co. was 
organized by Samuel Segal, a former po- 
liceman. Mr. Segal got his idea of a 
burglar proof lock when he was a police- 
man as he noticed that burglars always 
picked locks, but never hinges. He devised 
a lock to work on the hinge principle and 
eliminated the horizontal bolt. A few of 
his fellow policemen helped him start the 
manufacture of this lock, patterned on the 
hinge principle, which was the secret of 
his success. 


Edward L. Leeds Will Devote 
Time to Personal Interests 


Edward L. Leeds has resigned as vice- 
president and director of the Nelis-Be- 
ment-Pond Co., New York City, and vice- 
president of the Pratt & Whitney Co., 
Hartford, Conn., to devote his time to 
personal interests. He has been identified 
with the machinery industry for a number 
of years, having begun his engineering 
career with the Yale & Towne Mfg. Co., 
Stamford, Conn. Later he became asso- 
ciated with the Brown Hoisting Machinery 
Co., Cleveland, where he was assistant 
general manager, and later European man- 
ager, with headquarters in London. He 
has been associated with the Niles-Bement- 
Pond and Pratt & Whitney companies 
since 1906 as manager railroad department, 
general sales manager and vice-president. 





John P. Cotchett Passes On— 
American Chain Representative 


John P. Cotchett, for many years a sales 
representative of the American Chain Co., 
Pittsburgh, Pa., passed away recently at 
Saranac Lake, N. Y. He had been in ill 
health for the past year, but steadfastly 
refused to take a rest. He was finally 
persuaded to go away for a short while 
and recuperate. It was while he was at 
Saranac that he passed away. 

Mr. Cotchett was born in 1875 and 
started his business career with John B. 
Graham, 113 Chambers St. New York 
City. In 1912 he joined Peck, Stow & 


Wilcox, Southington, Conn., and traveled 
for them in the South and Southwest. In 
1918 he became associated with the Amer- 
ican Chain Co. and covered the States of 
Mississippi, Louisiana, Texas, Oklahoma 
and Arkansas. 





Mr. Cotchett was a conscientious worker, 
quiet, unassuming and highly esteemed by 
his company and his trade. He was a 
member of the Old Guard; Knoxville, 
Tenn., and is survived by his widow, a 
son and a daughter. 





Simplified Practice Division 
Reports on Hardware Items 


The Division of Simplified Practice of 
the United States Chamber of Commerce, 
Washington, D. C., has held several con- 
ferences recently and reports on products 
of interest to the hardware trade, as fol- 
lows: 

Eaves Trough and Conductor Pipe.— 
This recommendation was reaffirmed by 
the industry for the third year, becoming 
effective Jan. 1, 1928, for a period of one 
year. The industry reports an average 
adherence to this recommendation of 92 
per cent. The original recommendation 
simplified the varieties from 21 to 16, a 
reduction of 24 per cent. 


Files and Rasps.—This recommendation 
was reaffirmed for the third term by in- 
dustry. This action, which covers a period 
of one year, became effective Nov. 1, 1927. 
The original recommendation reduced the 
stock varieties from 1351 to 496, an elimin- 
ation of 65 per cent. The revision con- 
ference reported that, following a survey 
of the industry it was found that the aver- 
age adherence to the recommendation was 
93 per cent. 

Hack-Saw Blades—Manufacturers have 
had several preliminary conferences. A 
survey has been made of current demand 
and a simplified list is being prepared. 


Jack Chains—The survey of the jack 
chain industry which is being conducted 
by a committee of manufacturers, through 
the Division of Simplified Practice, has 
been completed and it is expected that a 
second preliminary conference of manu- 
facturers will be held in the near future 
to consider the information obtained, with 
a view to drawing up a simplified practice 
recommendation. ' 

Magnet Wire.—A prominent association 
has stated that magnet wire is being manu- 
factured in a needless variety of sizes. 
The Division is now circularizing all man- 
ufacturers of this commodity with a view 
to obtaining their reaction to the advis- 
ability of applying the principles of sim- 
plification. 

Sidewalk Doors—One manufacturer is 
collecting data on current practice as to 
size, shape, etc. Plans are being made for 
preliminary conference. ; 

Tinware, Galvanized and Japanned 
Ware——This recommendation was reaf- 
firmed for a period of one year, effective 
Jan. 1, 1928. The report stated that the 
average adherence for this recommerda- 
tion was 92 per cent. The original recom- 
mendation simplified the varieties from 
1154 to 873, a reduction of 24 per cent. 

Turnbuckles—A general conference of 
manufacturers, distributors and users of 
turnbuckles was held under the auspices 
of the Division, in Atlantic City, Oct. 19. 
The varieties of sizes were reduced from 
248 to 115. 





J. & C. Ernst Move Back to 
Canal St. in New York City 


J. & C. Ernst, wholesale and retail hard- 
ware dealers, have recently moved from 
6 Howard Street to 267 Canal Street, New 
York City. This firm was established on 
Canal Street twelve: years ago, but when 
their lease expired in 1924 were forced 
to go to the Howard Street address. 

The new store is 25 by 100 ft., and with 
the basement they have a total floor space 
of 5000 sq. ft. New fixtures have been 
added and the old ones reconditioned. This 
firm acts as a distributor for many well- 
known brands of hardware and also con- 
ducts a good-sized retail trade. 





Ausman Hardware Co. Opens 
New Store in Syracuse, N. Y. 


Ausman Hardware Co., Inc., of Syra- 
cuse, N. Y., formally opened to the public 
on Nov. 8, its beautiful new building at 
2315 James Street. 

More than 3000 visitors called durin 
the evening to inspect the building which 
is two stories high and located on the 
corner of two busy streets, There are 
fourteen large show windows on each 
floor. Modern display fixtures, open top 
display tables and modern lighting fixtures 
have been installed. The show windows 
are all enclosed, each section being dis- 
tinct from the next window. 





Carlisle Hardware Co. Buys 
Homer Foot Hardware Co. 


The Homer Foot Hardware Co., Spring- 
field, Mass., one of the oldest retail stores 
in that city, has been sold to the Carlisle 
Hardware Co., making a chain of eight 
stores in the Carlisle organization. The 
Homer Foot Hardware Co. was under the 
management of Charles Cashman, presi- 
dent, and J. P. Freedman, treasurer. F. E. 
Carlisle, who announces the purchase, is 
particularly interested in his new purchase 
because it was in that store that he was 
employed as a boy. 





Mrs. John A. Conover Dies 


Mrs. John A. Conover, widow of Colonel 
Conover, who helped Gol. John F. Richards 
found the Richards & Conover Hardware 
Co., of Kansas City, originally started at 
Leavenworth, Kansas, died in Washing- 
ton, D. C., Nov. 7, at the home of her 
daughter, Mrs. Hugh Carnes Smith, with 
whom she had been making her home. 
Mrs. Conover who was eighty years of 
age at the time of her death, was well 
known in both Kansas City and Leaven- 
worth, where her family was active in 
social and business life for many years. 





Blanchard Elected President of 
Hart & Cooley Mfg. Co. 


R. W. Blanchard, manager of the Chi- 
cago, Ill., office for Hart & Cooley Mfg. 
Co., New Britain, Conn., has been elected 
to the presidency of the company. He 
succeeds J. H. Robinson who “ becotties 
chairman'of the board’ of: directors!" 
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Rubber Doughnut and Hot Dog 


Two rubber novelties are now being 
manufactured by The Miller Rubber Co., 
Akron, Ohio. The Hot Dog and the 
Doughnut are made of sponge rubber and 
are very realistic. The Hot Dog is of the 





same shade red as the real product, and 
the Doughnut is brown with a light coat 
of powder upon it, resembling powdered 





sugar. These products will provide fun 
and enjoyment during the coming holiday 
season. 

No. 19031 Doughnut is packed 12 to a 
box, one gross to a case, and the No. 19030 
Hot Dog is packed 12 to a box and two 
gross to a case. 


Donley Screen Door Silencer 


The Donley Mfg. Co., 10585 Quincy 
Avenue, Cleveland, Ohio, has_ recently 
placed on the market a novel device, de- 
signed to stop screen doors from slam- 
ming. The Donley Screen Door Silencer 
consists of a small black enameled screw 


plate, which is fastened to the door casing | 


with one screw and also a rubber bell. 
This bell acts as a bumper and absorbs the 
blow of the closing door. It is free to 
rotate on a straight extension of a flexible 
coiled compression spring, the upper end 
attached to the screw plate. This spring 

















puts the rubber bell into position after the 
door is closed. The action of this device 
is simple and; positive. | The silencer is 





attached near the edge of the door casing, 
with about one-third of the bell projecting 
over the edge of the door. As the door 
closes, it hits the rubber bell, which ab- 
sorbs the blow and causes. the door to re- 
bound two or three times before it slows 
down sufficiently to revolve the rubber bell 
bumper. As the bell revolves, the door 
slides silently past the bell into a shut 
position. 

Each Donley Screen Door Silencer is 
wrapped separately and packed 12 to a box 
and 12 boxes to a carton. 





Compact Head Tree Trimmer 


The No. 1 Bartlett 
Tree Trimmer has re- 
cently been placed on 
the market by the 
Bartlett Mfg. Co., 451 
East Lafayette Ave- 
nue, Detroit, Mich. 
This tool has been de- 
signed for the line- 
man who desires the 
pull lever at the top 
of the pole. This lever 
extends above the 
head only a_ few 
inches, so that it does 
not interfere with the 
branches near the cut- 
ting head. The wood 
handle serves as a 
protection to the op- 
erator in case of con- 
tact with high voltage 
lines. The blade is of 
drop - forged crucible 
tool steel. The pole is 
of Sitka spruce and 
is furnished in 6-ft. 
sections, joined  to- 
gether with an alu- 
minum quick change 
sleeve. Any length 
section up to 16 ft. 
can be furnished on 
special order. 








“Red Breast” Auger Plate 


The Leetonia Tool Co., Leetonia, Ohio, 
has placed on the market the “Red 
Breast,” a new auger breast plate. The 
feature of this product is a hardened steel 
ball which eliminates the friction between 





the crank and plate. Dirt will not clog 
the ball. The “Red Breast” can be used 
with any crank. 





Crosley Icyball Ice Box Unit 


A new refrigerating device, based upon 
an old principle used in physics labora- 
tories, has recently been perfected and is 
now being manufactured by The Crosley 
Radio Corp., Cincinnati, Ohio. The Cros- 
ley Icyball consists of two major parts, 
the cabinet and the cooling unit. At the 
present time only the 5 cu. ft. capacity 
cabinet is being produced, and the cooling 
unit is made in only one size. 

The illustration shows the cabinet open, 
with the cooling unit being placed in posi- 
tion, the Hot Ball outside and the Cold 
Ball within. Operation of the Icyball is 
simple. The unit is lifted from the cabinet 
and stood on the floor with the Hot Ball 
downward. In this position the non-poison- 
ous liquid is drained into the Hot Ball. The 
Hot Ball is then placed on a small gas or 
oil stove with the Cold Ball in a pail of 
water. The heat causes the liquid ammonia 
within the ball to become a gas, which is 
forced through the connecting tube into the 








submerged ball. Phe Hot Ball is submerged 
in cold water for a few minutes and then 


placed in the cabinet. The freezing liquid 
in the Cold Ball begins to evaporate and 
passes back into the Hot Ball. The evapo- 
ration chills the Cold Ball to a temperature 
very near zero. 

This process requires from about five to 
eight minutes’ attention every 24 hours. The 
weight of the unit is about 35 lb. After 
replacing the unit in the cabinet a small 
tray may be placed in the Cold Ball, in 
which water or desserts can be frozen. 

There are no moving parts and nothing 
to get out of order. The cabinet is fin- 
ished in white enamel, carefully insulated, 
and has two wire shelves for food. 

Icyball is said to eliminate the buying 
of natural or artificial ice; noise, odor, 
and the need of electricity or: gas for 
refrigeration. 
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(Washington Bureau of HARDWARE AGE) 
WasHINGTON, Nov. 29.—Considerable 
interest and concern were manifested 


that the lowest bidder on a huge order 


1 


in 
the hardware trade over a published report | 


for tools for the Navy was a German firm. | 
Investigation develops the fact that the | 


“huge” order involved 1000 hand drills. 
Moreover, it transpires, the order while 
going to an importer, who was given the 
award and delivered the hand drills, which 
were made in Germany, was rejected. Re- 
jection was made on the ground that the 
bidder was not qualified because the bid 
failed to carry the necessary comment 
showing where the tools were made and 
other details. A controversy ensued, but 
it is reported that the order has been 
placed with a domestic interest. The con- 
cern shown over the original order was 
based on the growing competition the do- 
mestic hardware industry is having with 
foreign producers. While the Navy as 
well as other government departments is 
at liberty to make awards to importers 
or directly with foreign producers, it is 
its policy, all things being equal, to give 
the business to domestic interests. Taken 
as a whole, but little government business 
is given for foreign material where it is 
produced in the United States. 


The’ new Cuban tariff effects a sweep- 
ing revision of both the text and rates of 
duty assessed under the former tariff, 
which dated from the Spanish régime. 
The new law became effective Oct. 26. 
Hardware and iron and steel items are 
affected, some of them but little, while 
others are considerably changed, but un- 
der the treaty with Cuba the United States 
is given preferential treatment, getting 
lower rates than are accorded under the 
general tariff. The principle prevailing 
through the iron and steel schedule is the 
reduction of duty on raw materials and 
increase on finished products to encourage 
domestic industry. 

The duty on iron or steel rails is con- 
siderably decreased; galvanized sheets are 
slightly increased; the duty on structural 
shapes remains practically the same, but 
in the case of plain material, the duty 
is lowered to one-fifth of that previously 
in effect. 

Duties of some of the hardware lines, 
stated in dollars per 100 kilos, except 
where otherwise specified, follow: 





| nual 


Conference. 
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Washington News Letter 


Light on the “Huge” Order for Tools for the Navy—The New Cuban 
Tariff—Government Statistics Used by Many—The Trade Practice 


By L. W. Moffett 


General Rate to U.S. 
Small arms and parts: 
Small arms such as pistols and revolvers, net weight, each...... $10.00 $7.50 
Soare parts for the same, per gross kilo... 0... cccccsevccesesee 5.00 3.75 
oe ae ee er Pon eee Oo eo 60% 45% 
Note 1: Arms of war of all kinds and their stores and muni- 
tions. Only the legally constituted government is authorized to 
import the said articles intended for the army or navy or police. 
Note 2: Long arms, the caliber of which is greater than 22 
lines, or 5.5 mm., ordinary revolvers and pistols the caliber of 
which is greater than .38 and automatic pistols of any caliber 
or kind. g 
Wire, galvanized or not: - 
Of more than 2 mm. to 8 mm. in diameter........... 0.0... 644% .50 .375 
ge ee NS ae ae es ee reir ys fi ee ” 1.00 ef 
Of % mm. or less in diameter and that covered by fabric...... 1.60 1.20 
ee er eee 1.50 1.125 
In springs for furniture, gross weight...............-00.--ee00- 2.00 1.50 
in ornamental fences and trellis. work, .........2ccccsesssccceee 2.50 1.50 
In fencing and netting, not ornamental, for farmyards and pastures, 
ee rer co Pree Seer te TURES eee Tee 1.00 Pe i’ 
Barb wire for fences and hooks or staples for fences............ free free 
Can openers, scissors for pruning and shearing, triangular hammers, 
common pliers and similar implements, with or without nickel 
plate or coating of other common metal, and fish hooks........ 3.20 2.40 
Se ee PES SEEET TEPER LTE CTU eT Or 3.00 2.25 
Screws, nuts, bolts, washers and rivets; nails, spikes, tacks, brads and 
other objects not otherwise specified.............c.sceecececes 2.50 1.875 
Buts, stirrups, rivets, rings, collars, ‘“‘passadores’’ and other acces- 
cee eee EP Ee EET ORT CE ER CEE Te 3.00 2.25 
Per Kilo. 
ET i eS en cea cs cs Wes vee e'eb ad a) dies Sale eienle soem .20 ae 
25 to 1.20 -175 to .840 


Cutlery 





The number of American business men, | persons engaged, salaries and wages paid, 


bankers, economists and students who 
make use of the statistical information 
collected by the Government is increasing 
steadily each year, according to Director 
of the Census W. M. Steuart in his an- 
report to Secretary of Commerce 
Hoover. The United States, the report 
shows, ranks first as a compiler of sta- 
tistics, these data covering practically every 
important phase of the economic, business 
and social existence of the country. Dur- 
ing the last fiscal year the Bureau of the 
Census published more than 3,500,000 items 
besides furnishing facts and figures in re- 
sponse to 48,000 letters of inquiry. More 
than 5,000,000 reports were received from 


individuals and enterprises, and in addition | 


the Bureau did more or less tabulation 
work on an additional 11,000,000, making 
a total of reports handled during the year 
in excess of 16,000,000. 

During the past fiscal year the first 
census on distribution was taken, ques- 
tionnaires being sent to 17 cities selected 
for this preliminary canvass. This census 
included wholesalers, retailers, commission 
merchants, manufacturers’ agents, brokers 
and other classes engaged in the distribu- 
tion of commodities. Statistics on this 
census are now being tabulated and made 
public as rapidly as possible. They show 
the number of different classes of stores, 
kinds of business, number and classes of 





stocks on hand, and net and gross sales. 
That the Census Bureau’s files constitute 
a mine of valuable statistical information 
is indicated by the fact that more than 
2000 research workers consulted them dur- 
ing the past fiscal year. Substantial prog- 
ress has been made in perfecting machinery 
and electrical devices necessary for tabu- 
lating the increasing detailed data required 
for different enumerations. The equip- 
ment now consists of 2283 machines of 
various kinds, most of which are in use 
all of the time. During the past fiscal 
year approximately 123,000,000 cards were 
punched on the Bureau’s machines, 83,- 
000,000 of which were for the Census Bu- 
reau and the remainder for other govern- 
ment, State and private organizations. 


The “trade practice conference” as de- 
veloped by the Federal Trade Commission 
in the past six years is believed by many 
industrial and business leaders to be the 
most effective method yet devised for set- 
tling disputes that arise from unfair meth- 
ods in business competition. Just what has 
taken place in the 25 conferences held for 
that many industries under the auspices 
of the Commission prior to Sept. 15, 1927, 
is related in a new pamphlet published by 
the Commission, entitled “Trade Practice 
Conferences.” 
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General Market News 








Holiday and Winter Lines Active— 
Collections Show Improvement 


NEW YoRK, Nov. 30.—General conditions in the hardware trade 
throughout the country will compare favorably with those of the 


corresponding period of last year. 


the wholesale market. 


Current sales are reported in 


Retailers are reporting a considerable in- 


terest among consumers for holiday and winter lines. 


Keen competition among manufacturers on a few special items is | : 
| among the favorable developments of the 


noted in some quarters, but this is by no means general. 
Collections are a trifle better than last year. 


Favorable Outlook for 1928 Seen | 


by Credit Association 


Speaking before the thirty-third annual 
fall dinner of the New York Credit Men’s 
Association at the Hotel Commodore, Nov. 
14, Stephen I. Miller, newly appointed ex- 
ecutive manager of the National Associa- 
tion of Credit Men, said that the industrial 
United States will pass into the year 1928 
with many encouraging elements which will 
help to keep business sound ‘and whole- 
some. Mr. Miller succeeded J. Harry Tre- 
goe, who, after many years of service, has 
retired as executive manager, but has been 
retained in a consulting capacity. 

The other speakers were Mayor James J. 
Walker and George J. Gruen, president of 
the National Association of Credit Men, 
and Capt. Irving O’Hay, humorist. The 
Mayor delivered one of his usual felicitous 
snappy speeches and congratulated the asso- 
ciation for the good work it does as a busi- 
ness organization devoted to sustaining high 
standards of credit and sound business 
finance. 

Among the favorable business factors 
which the coming year will inherit, accord- 
ing to Mr. Miller, are the following: 

A transportation system that has made 
possible minimum inventories on the part 
of producers and distributers. 

Abundant capital and credit facilities 
which have been conservatively adminis- 
tered to avoid general plant inflation. 

A program of tax reduction. 

Better agricultural conditions and the 
outlook for an enlarged foreign market. 

Economy in business, particularly through 
consolidation, and economy on the part of 


consumers by virtue of more careful buy- | 


ing. 

Alluding to a recent magazine article in 
which the writer said that “the elephants 
are coming,” meaning that inflation is on 


its way to terminate our present period of | 


prosperity, Mr. Miller said: 
“There is no reason to expect the ‘heavy 
tread of elephants’ as long as business men 





avoid undue expansion of plant, cut-throat 
competition and heavy accumulation of 
commodities.” 

More than 1000 members and friends of 
the association attended the dinner. 


Bank Debits Decline 18.6 P. C. 
Says Federal Reserve Board 


Debits to individual accounts, as report- 
ed Nov. 13. to the Federal Reserve Board 
by banks in leading cities for the week 
ended Nov. 9, 1927, aggregated $12,567,- 
00,000, or 18.5 per cent below the total 
of $15,434,000,000 reported for the previ- 
ous week, The current week included: but 
five business days for many of the report- 
ing centers. 

Debits for the week under review are 
$465,000,000, or 3.8 per cent above those 
for the week ended Nov. 10, 1926, which 
also included but five business days for 
many of the reporting centers. New York 
City reported an increase of $456,000,000, 
3oston $49,000,000, San Francisco $38,000,- 
000, Chicago $35,000,000, and New Orleans 
$21,000,000, while Philadelphia, Pittsburgh 
and Detroit reported reductions of $65,- 
000,000, $33,000,000 and $20,000,000 respec- 
tively. 

Aggregate debits for 141 centers for 
which figures have been published week- 
ly since January, 1919, amounted to about 
$11,857,000,000, compared with $14,656,- 
154,000 for the preceding week and $11.,- 
345,195,000 for the week ended Nov. 10, 
1926. 


Fisher’s Price Average 145.7 P. C. | 


Week Ended Nov. 12 


Prof. Irving Fisher of Yale University 
announced that last week’s prices, based 


Retail Buying Shows Increase 


for Week Ending Nov. 12 


Trade and industrial reports this week 


| were rather less one-sided than for a month 


or more past. Materially lower tempera- 
tures in most of the northern sections of 
the country were responsible for a spurt 
in retail buying, which in turn made for 


: Es : | a degree of activity in wholesale and manu- 
good volume, and demand is largely for Christmas merchandise in | 





on Dun’s quotations, averaged 145.7 per | 


cent of the pre-war level. The purchas- 


ing power of the dollar was 68.7. pre-war | 
cents, says the Journal of Commerce on | 


Nov. 14. 


facturing circles. The tendency continues 
to hold output closely in line with the de- 
Railroad 
were 


mand for actual consumption. 
equipment, rail and pipe buying 
week. On the other hand, 561 department 
stores reporting to the Federal Reserve 
Board showed a decrease of 3.3 per cent 
in October sales for the same month a 
year ago. These are among the factors 
constituting reports received by R. G. Dunn 
& Co. and Bradstreet’s. 

In commenting upon the state of trade 
for the past week, Bradstreet’s says: 

“A perceptibly stimulating influence was 
exercised by the change to lower tempera- 
tures upon retail buying of heavy apparel, 
and wholesalers and jobbers likewise felt 
the influence, either in more assured buy- 
ing of this class of material or in re- 
orders to fill broken stocks. In addition 
to better buying of clothing and men’s and 
women’s furnishings, there was a better 
call for shoes, rubbers and other foot- 
wear.” 

Although the volume of business, gener- 
ally considered, is under the best previous 
records, basic conditions, according to R. G. 
Dun & Co., do not seem to have been 
seriously impaired, and it is significant that 
the principal crops, upon which so much 
depends, are proving to be larger than 
earlier estimates indicated. 


Recent Farm Income Survey 
Indicates Even Distribution 


Contrary to popular impression that the 
farmer’s income is concentrated at harvest 
time comes a report of a survey showing 
a fairly even distribution over the twelve 
months of the year. Conducted by The 
Farmer’s Wife, this survey offers this table 
on the subject: 


Da eer ee 8.5 per cent 
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oT ee ree yi Sie ate 
Nt Sas ccasa Wass hig a 5, aa 
RAT So a d's iteds wis 3a 2-4 6k = 
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PRG s's, 6 Bola See dace 08 Cae > Se. 
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Colder Weather Stimulates Sales—Price War 
Develops Among Roofing Manufacturers 


(Chicago office of HARDWARE AGE) 


CHICAGO, Nov. 22.—While there is an especially good volume of 
orders for Christmas merchandise being received, seasonable items 
have been a little sluggish on account of the continued mild weather. 
However, the past few days of freezing temperatures have done 
much to stimulate business among the retailers and this, of course, 


will be immediately felt by the wholesalers. 


Taken as a whole the 


orders now being received are reaching a satisfactory total which 
compares favorably with this same period last year. 

Competition among manufacturers is keen and this fact is evi- 
denced by two substantial price cuts this week due to price wars. 
All grades of prepared roofing have been cut 15 per cent or more 
by the makers and new discounts for both Stillson and Trimo 
wrenches have been announced which are in effect a decline of ap- 


proximately 10 per cent. 


Conditions in the local steel industry show a very slight im- 
provement during the past few days and makers of plates, shapes 
and bars are making a determined effort to stiffen up prices. Heavy 
specifications by the railroads for next year’s delivery, while hav- 
ing no immediate effect on actual production, are causing a much 
more optimistic feeling as to the future. 

Collections are running a trifle better than a year ago. 





AUTOMOBILE ACCESSORIES.— 
Sales are showing a little more activity 
as the weather turns cooler. 
We quote from jobbers’ 
f.o.b. Chicago 
Spark Plees. —Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
ion X, 45c. each; Champion Blue 
x line, 58c, each; A. C., 58c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 
Spot Light.— Appleton, No. 3280, 
$6.50 each. 
Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 
Jacks.—National Standard, No. 21, 


stocks 


$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% ‘ over- 
size cord tires, $8.75 each; regular 


cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


AXES.—Axe prices have been steady 
for several seasons, and no early 
changes expected. Local sales are run- 
ning largely to the high grade of axe 
of one-piece construction, and less to 
the older type of welded or two-piece 


axe. 

We quote from jobbers’ stocks, 
f.0.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz.; han- 
dled at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled at $24.50 per doz. 


BOLTS AND NUTS. — Sales have 
shown some betterment of late. Prices 


are unchanged. 

We quote from jobbers’ 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE. — Some 


stocks, 





manufacturers have advanced the price 


of mortised lock sets 50 cents per 
dozen and others are éxpected to fol- 


low. Sales continue very good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz. pair, case lots, less quanti- 
ties, 9c. per doz pair higher; 4 x 4 
paca butts, old copper and dull brass 
finish, $2. 90 per doz. pair, case lots, 
less quantities, 19c. per dozen pair 
higher; heavy steel bevel inside sets, 
$5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1. 45 per 
set; wrought brass, ‘bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—The demand is very good for 
this season of the year. Prices are 


firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago %-in: proof cow 
chains, $8.50 per 100 lb. Tenso Bull 
Dog and Brown coil chains, 50-10 per 
egnt discount, No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
There is a fair demand and the present 


low prices are unchanged. 
We quote from jobbers’ stocks 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


ELECTRICAL MERCHANDISE.—The 
demand for appliances has doubled 
during the past week. There are no 


price changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Electricat merchan- 
dise, No. 14 rubber covered wire, $6.50 
per 1000 ft.; in 1000 ft. lots, 
$6; No. 18 lamp cords, $12.50 per 1000 
ft.; in 1000 ft. lots, $12; %-in. brush 
brass key sockets, 15%c. each; two- 
way plugs, 45c. each, in lots of 10, 
40c. each; two-piece attachment 
plugs, 744c. each; dry cells, boxes of 
50, 3244c. each; less than case lots, 
36c. each. 

Electrical Appliances.—I ron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5; lots of six, $4.72. Per- 
colator, Universal 9169, $16.65. 





Radio yay —Radio B batteries, 
No. 766, $1.40 each; No. 766, pack- 
ages of 10, Po 30; No. 767, $2.62 each; 
ng te packages of 5, at be 


packages ’ of 65, gota: 
each; No. 486, sechihion of 5, $3.3 

Battery Chargers.—Apco line, ‘ots 
of less than 10, $9.90 each. 

FILES.—There is a steady and normal 
demand and prices are firm. 

We quote from jobbers’ stocks 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 

50 per cent off list. 


GALVANIZED WARE.—Corn husking 
is causing an active demand for gal- 
vanized baskets. Milder weather is 
holding up the call for oil cans to be 
used in connection with oil heaters. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6; No. 2 
$6.85; No. 3, $8; 10 -— gaivanized 
after made pails, $2.12; 12 qt., $2.33; 


14 qt., $2.60; 1 gal. all galvanized oil 
cans, special, $2 doz.; 2 gal., $4 a 
doz.; 3 gal., $5.75 doz.: 5 gal., $7 doz.; 


1 bu. galvanized baskets, $6.20 doz.; 
No. 26. bailed % bu. galvanized 
measures, $4.50. 


GLASS AND PUTTY.—Sales are sea- 
sonably heavy and prices are un- 
changed. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Single strength A, all 
brackets, 89 per cent discount ; single 
strength B, all brackets, 90-5 per 
cent discount; double strength A, all 
brackets, 89 per cent discount; double 
strength 8B, all brackets, 90-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 Ib.; commercial, $3.50 
per 100 Ib. 


GLASS SUBSTITUTES.—There is a 
heavy seasonal demand. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass- Cloth, 
150 x 3 ft., full rolls, $12 each 


GOLF GOODS.—A good volume : of 
orders for the holiday trade are being 
received. 


We quote from jobbers’ stocks 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 5 each; Crawford- 
McGregor steel shaft wood clubs 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each: Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.50  doz.; St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND 
HATCHETS.—Continued open weather 
greatly helps the sales of tools for 
building. Specially boxed and highly 
finished tools are in increasing demand 
for Christmas. 


HAMMERS— 


We quote from jobbers’ stocks 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
etitive grade, 16 oz., nail hammers, 
6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
uality hatchets, No. 2 broad, $16.40 
0z.; medium quality hatchets, No. 2 
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shingling, $8 doz.; medium quality 
hatchets, No, 2 broad, $12.50 doz. 


HANDLES, TOOL.—Axe handle sales 
are particularly good. Prices are un- 
changed. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices remain very firm and 
sales are holding up well. 


We quote from jobbers’ stocks 
f.o.b. C “ee Heavy strap hinges 
in © in., 88c.; 5 in., $1.16; 6 
in., $1.28; 8 in., $2.05; 10 » $3.45 per 
doz. pair; extra heavy T 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 
$1.53; 8 in., $2.49: 16 in., $3.71 AF. doz. 


stocks 


HOCKEY STICKS.—Slightly cooler 
weather is helping the demand. 
We quote from jobbers’ stocks 


f.o.b. Chicago: Boys’ Hockey stick, 
$2.00 doz.; Youths’ Hockey stick, $4.00 
doz.; College Hockey stick, $8. 25 doz. ; 

Professional Hockey stick, $20 doz.; 

practice pucks, $2.25 doz.; official 
pucks, $3.50 doz. 


HUNTING CLOTHES.—The demand 
is seasonably good. 


ICE SKATES.—While sales are satis- 
factory, colder weather would greatly 
stimulate them. 


We quote from jobbers’ 
f.o.b. Chicago: Key Clamp, Rocker, 
men’s and boys’, bright finish, $75c. 
pair. Half Key ‘Clamps, Rocker, wo- 
men’s and girls’, $1 pair. Key Clamp, 
hockey, men’s and boys’, $1.20 pair. 
Half Key Clamp, hockey, women’s 
and girls’, $1.40 pair. Tubular skates, 
men’s a women s, racer or hockey, 
$5.50 pair. 


LANTERNS.—Sales are dropping off 
somewhat as it gets later i in the sea- 
son. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz. net. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are being ham- 
pered by the unusual warm weather. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Enterprise No. 25, 4 
qt., $8 each; No, 31, 6 qt., $8.65 each; 
No. 35, 8 qt., $9.50 each. 


NAILS.—Fall orders have been helped 
by the open weather. No recent price 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: l.c.l. quantities com- 


mon wire and cement coated nails, 
current orders, $2.95 per keg base. 


PAINTS AND OILS.—Sales are nor- 
mal and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 89c. 
per gal.; 5 barrel lots, 86c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
— per gal.; 5 barrel lots, 89c. per 
gal. 


stocks, 





Alcohol.—Barrel lots, 
om a drums, extra 


Denatured 
5814c. per gal.; 
$6, returnable. 


Turpentine.—Drum. lots, 66c. per 
gal. net. 

White Lead.—100-lb. lots, $13.75; 
50-lb. lots, $7;  25-lb. lots, $3.50; 
12%4-lb. lots, $1.80. 


Shellac. —(4%4~ lb. cuts), white, $2.60 
we gal.;.orange, $2.30 per gal. 
Eng lish Venetian Red.—In barrels, 
$3.50 So $6.75 per 100 lb. 
PP Paste.—Barrel lots, 744c. per 


PREPARED ROOFING.—A manufac- 
turer’s price war brings temporarily 
very low figures. Sales are unusually 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best grade talc surfaced, 
$2.05 per square; medium talc, sur- 
faced $1.05 per square; light talc, 
surfaced, 85c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—A good volume of 
business is being received. Prices are 
unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. r 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Fe No. 642, $12 doz.; 
No. 643, $14 d 

Pie Plates. ba 208, $6 per dozen; 


No. 209, $7.20 per dozen. 
Tea Pots.—2 cup, $21 doz.; 4 cup, 


stocks, 


$24 doz.; 6 cup, $28 doz 
Utility — 231, ‘$8 doz.; No. 
232, $14 


Iced Tes "sets. —$4 per set. 


ROPE.—Sales are seasonally quiet, 
with no recent price changes. 

We quote from jobbers’ stocks 
f.o.b. Chicago: No. 1 Manila standard 
brand 23%c. to 26c. per lb.; No. 2 
Manila, 22%%c. per Ib.; No. ‘1 sisal, 
14%c. to l6c. per Ib.: No. 2 sisal, 
13%c. to 15c, per Ib. 

SAWS.—Sales are rather light and 
prices are without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Circular cord wood, 


20 in., $2.20 to $3; 22 in., $2.64 to 3: 
24 in., $3 to $4.50; 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4. 75 to $6.50. 


SASH CORDS.—A good volume of or- 
ders is being received at the recently 
lowered prices. 


We quote from jobbers’ stocks 
f.o.b. Chicago: No. 7 standard brands, 
$8.15 per doz. hanks; No. 8, $9.15 per 
doz. hanks. 


SASH PULLEYS.—Sales are only 
fair and prices are firm. 
We quote from jobbers’ stocks 


f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 


Common sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No, 110, 50c. doz.; 
barrels, 45c. doz. 


SCREWS.—A good volume of orders 
is being received. Prices remain low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 





screws, 75-20-35 per cent; round head, 
brass, 721%4-20-35. per cent; flat head, 
brass, 72%4-20-35' per cent; round 
head, brass, 70-20-35 per cents * 
SKIS.—Sales are picking up some as 
the season advances. 


We quote from jobbers’ stocks 
f.o.b. Chicago: 5 ft. Norway Pine skis, 
$1.05 per pair; 5 ft. Mahogany finish 
Magnolia skis, $1.60 per pair; 5 ft. 
Northern White Ash, $1.85 per pair. 

SLEDGES AND WEDGES.—Sales are 
lagging. No price changes in early 
prospect. 

We quote from _ jobbers’ 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5 lb. and heavier, 
10c. per lb.; common wood choppers 
wedges, 7c. per Ib. 


SOLDER AND BABBITT.—The de- 
mand is rather quiet and prices are un- 


stocks 


changed. 
We quote from jobbers’ stocks 
f.o.b,. Chicago: Warranted 50-50 
solder, $37.93 per 100 Ilb.; medium 


45-55 solder, $35.15 per 100 lb.; tin- 
ners, 40-60 solder, $32.55 per 100 Ib.; 
high speed babbitt metal, $20 per 
100 lb.; standard No. 4 babbitt metal, 
$13 per 100 Ib. 
STEEL SHEETS.—Prices are still un- 
changed in this market and sales are 
in good volume. 

We quote from jobbers’ stocks 
f.o.b. Chicago: 28 gage galvanized. 
sheets, $5.30 per 100 Ib. ; 28 gage black 
sheets, $4.20 per 100 Ib 

STOVE PIPE, FURNACE PIPE AND 
ELBOWS.—The demand is seasonably 
active. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage, 6 in. Blued 
Stovepipe, 13c. per ft.; 28 gage, 
Corrugated Elbows, $1.45 per 
17 in. Galvanized Coal Hods, 

per doz.; 17 in. Competition 
ods, $4. 35 per doz. 

TOYS.—The demand is big with many 
manufacturers getting behind on their 
deliveries. 

TRAPS.—The seasonal rush is on and 


sales are very good. 


We quote from jobbers’ stocks, 
om Chicago: No. 0, $1.10 per doz.; 
No $1.38 per doz.; No. , $2.44 
per dean No. 2, $3.36 ‘per Bring 


WRENCHES.—Competition has car- 
ried a decline of approximately 10 per 
cent on Stillson and Trimo wrenches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per. cent discount. 


Snap-on Wrenches.—Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 


No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket Set, 
$3.70; No. 1817 Giant ‘‘Snap-on”’ wit, 

extra heavy duty ratchet, $27.35. AIv 
Snap-on Wrenches less 33% per cent. 
discount. 





General Garden Barrow 


General Wheelbarrow Co., Cleveland, 
Ohio, has created a new garden barrow 
with many unusual features in wheelbar- 
row construction. One of these features 
is the use of a separate sleeve bushing in 
the front axle which allows the axle bolt 
to pe drawn tight without binding the 

wheel. This keéps the wheel-:free and 





straight running at all times. This wheel 
is 19 in. in diameter and has a broad tire 








to carry a heavy load over rough ground. 
Two cleats on each side of the garden 
barrow give protection against warping. 
The bottom boards run lengthwise, seated 
flush in a grooved cross brace at the rear. 
Steel leg braces pass under and protect 
the ends of the legs and other steel braces 
hold the legs and the entire barrow against 
swaying or becoming lopsided. The bar- 
row is bolted throughout: 
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Warm Weather Knocks Props from Under 
~ New England Market for 


(Boston office of HARDWARE AGE) 


BosTON, Nov. 29.—During the latter part of the past week New En- 
gland weather conditions were more seasonable, but before that tem- 


perature averaged exceptionally high, and thoughts of straw hats and 
cooling drinks superceded thoughts of sleds, ice skates, skis, snowshoes 


and other holiday items. 


The demand for such goods as well as for 


radio goods, toys and electrical appliances ‘has gone flat, leaving, of 
course, a big hole in the usually large general turnover by jobbers at 


this time of the year. 


Conditions naturally are temporary. 


It is cer- 


tain that just as soon as the weather becomes more seasonable and | 
stays so there will be a grand rush on the part of the retail trade to 


cover its requirements. 


Vermont is still struggling to maintain itself, following the recent 
flood. That State is making big demands on Boston jobbers for picks, 
shovels, rubber hose, which is needed in connection with pumps, and 


similar lines of merchandise. 


Local 


stocks in many instances were 


cleaned out, but jobbers have placed emergency orders with manufac- 
turers and expect to make prompt shipments during the current week. 
Decatur & Hopkins Co., Boston, is credited with being the first jobber 


to get goods into the flood area. 


chandise from White River Junction, 
The following morning at 5.45 o’clock the goods, 
shovels, wheelbarrows, nails, spikes, were delivered to the retail 


Nov. 9. 
picks, s 


It received an emergency call for mer- 


late Wednesday morning, 


Vt., 
including 


dealer and that day Dartmouth College students began the task of clean- 


ing up the town. 


The railroads are beginning to operate in certain 


parts of Vermont, consequently the movement of merchandise is more 


regular today. 
are normal in that State, however. 





BROOMS. is a very good call 
for brooms from retail dealers all over 
New England. Prices are steady and 
unchanged. 

BATTERIES.—The market for 
teries has gone suddenly stale. 
dealers apparently are well 
while public buying is small. 
sales for the year to date, however, are 
well ahead of those in 1926. 


* We quote from Boston 
stocks: 
Batteries._-Columbia 
lots of 50, 32%4c. each net, freight al- 
lowed. Hot shot, in barrel lots, No 
1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34 In oe. than 
barrel lots, No. 1461M, 7 No. 
1562M, $2.07; No. 1662M, 
Radio.—Dry cell, in lots of ‘50, No. 
35c. each net; in smaller lots, 
each net. B batteries, in units 
of 10, No. 764, $1.14 each net; No. 760, 
$1.30: No. 771, 39c. Storage batteries, 
6 to 9, $9.75 each net; 6 to 11, $11.10; 
6 to 13, $13.05. Radio, No. 486, $5 list. 
Bare, A’s, 6-9, $8.50 each net; 6-11, 
$9.50; 6-13, $11.50. 
BOLTS AND NUTS.—There has been 
and still is an urgent demand for bolts 
and nuts from the Vermont retail trade. 
Buying from dealers located in other 
New England States is only normal. 
We Boston jobbers’ 
stocks: 
Bolts.—In full packages, 
50 and 5 per cent discount; 
carriage, 50 and 5 per cent; 
screws, 50 and 5 per cent: 


bat- 
Retail 
stocked, 





jobbers’ 


dry cell, in 


quote from 
machine, 
common 
coach 


Eagle car- 


riage, 50 per cent: counter-sunk 
Eagle, 40 per cent; counter-sunk ma- 
chine, 25 per cent. In less than full 


packages, add 25 per cent. 

Nuts.—In full 
ished, 
discount; 
cent. 


packages, semi-fin- 
U.S,S. and S.A.E., 25 per cent 
ecastellated, S.A.E., 25 per 
In less than full packages. 


Jobbing | 
| Britain, Conn., have placed on the mar- 


It will be three or four months before trade conditions 


HOUSE TRIMS.—Many new homes are | 
being rushed to completion by owners | 


who want to get in them before cold 
weather strikes us. Naturally there 
is a very good demand for all kinds of 
house trimmings. Prices 
heretofore. 

IRONS.—Landers, Frary & Clark, New 


ket a new automatic cutoff iron, known 
as the super-automatic safety iron. It 
is numbered E9092, costs the retail 
dealer who buys six or more $5 each 
net, $5.16 for lots of less than six, and 
retails at $7.75. Quite a number have 
been sold by the Boston jobbing trade. 
LAWN MOWERS.—Jobbers are begin- 
ning to book orders for lawn mowers to 
be delivered next spring. The volume 


{ . . j 
| of buying so far, however, is compara- | 
| tively small. 


Jobbers are of the opinion 


remain as 


Holiday Goods 


12 in., $5.40;'14 in., $5.80; 16 in., $6.20; 
18 in., $6.60. 
ROP AND TWINE.—It is evident 


that retail stocks of rope in the flood 
areas were either destroved by water 
and mud or exhausted through sales to 
the public. Boston jobbers are secur- 
ing orders for quite a large amount of 
rope, particularly %-in. stock. 
We from Boston jobbers’ 
stocks 
Rope.— Manila, 
sisal rope, 18%c.; 
ton rope, 50c. 
Lath Yarn.—Sisal, 
19¢c. per Ib. 
Twine.—Hemp, in \%-lb. 
12, 47c. a Ib.; No. 18, 42c.; No. 24, 
40c.; No. 36, 38c.; No. 48, 37¢.; Yazoo, 
24, 10 oz. balls, 80c. a box. Bison, 12 
2 oz. balls, 80c. a box. Cotton cones, 
44c, Jute, 2-ply, 30c. Marlin, 2-ply, 
in 1 lb. balls, No. 4%, 27c.; No. 6, 
24c.; in 2 lb. balls, No. 8, 22c. 
Yacht Marlin.—Tarred, 48c. 


SLEDS.—Sleds are moving out of job- 
bers’ stocks freely, but on orders placed 
many weeks ago. Current buying is ex- 
tremely small, and jobbers are of the 
opinion it will remain so until New Eng- 
land has experienced a prctracted spell 
of low temperatures. 

We from 
stocks: 

Sleds.—Speedaway, No. 99, $10.80 
per doz. net; No. 100, $12; No. 150, 
$14.40; No. 200, $18; No. 250, $20.40; 
No. 300, $25.20. Flexible Fliers, No. 

. $2.50 each net; No. 2, $3.17; No. 3, 
$4; No. 4, $4.34; No. 5, $5.84. Racer, 
$4.34 each net. Racer, Jr., $3.50. 
Framed sleds, No. 52, $11.40; No. 54, 
$17.40; Clipper, No. 2, $10.80; No. 4, 
$14.40; No. 6, $18. Baby sleighs, No. 0, 
$10.80 each net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz. net. 

VENTILATORS. — Ventilators are 
among the few items carried by the re- 
tail trade that are selling well. The 
average retail dealer has a well rounded 
out stock. 

We 
stocks: 

Ventilators. 


quote 


base; 
cot- 


25c. per Ib., 
hay rope, 19c.; 
D200, 


C130, 18c.; 


balls, No. 


per Ib. 


quote 3oston jobbers’ 


quote from 3oston jobbers’ 


sliding 
$4.60 


— Window, 
screen, Continental, No. V937, 
per doz. net; No. V1537, $6.12. Dia- 
mond EK, No. , $4.40 per doz. net; 
02, $4.80; No. 03, $5.60: No. 1, 
No. 2, $5.60: No. 3, $6.40; No. 
4, $7.60: No. 5, $8.40. Wurldsbest, 
No, 3, $2 each net; No. 4, $2.34; No. 
5A, $2.67. 


WEATHER STRIP. — Although the 
weather has been unseasonably warm, 


that retail dealers carried over small | the average retail dealer has sold a lot 
| of weather strip, and in turn is placing 
| good orders with jobbers here. 


stocks this year. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Plain line, Her- 
cules, roller bearing, 16 in., $18.25 
each net; 18 in., $19.50; 20 in., $20.75 
Pilgrim, roller bearing, 16 in., $16.25 
18 in., $17.50; 20 in., $18.75. Auto- 
matic, style 11-5, 16 in., $12; 18 in., 
$13: 20 in., $14. Style 10-4, 14 in.. 
$9.75: 16 in., $10.50; 18 in., $11.25; 20 
in., $12. Style 9-4, 14 in., $9: 16 in., 
$9.50; 18 in., $10; 20 in., $10.50. Uni- 
versal, ball bearing, Grand, 16 in., 
$14.25; 18 in., $15.50; 20 in., $16.75. 
Giant, 14 in., = 75; 16 in., $10.50; 18 
in., $11.25; 20 in., 2 High wheel 
14 in. $9: "16 in., $9.50; 18 in., $10; 20 
in.. $10.50. Special, style 8-4, 14 in., 
$8.50: 16 in., $8.90; 18 in., $9.30. Spe- 


cial Yankee, style 8-3, plain bearing, 


We quote from Boston jobbers’ 
stocks: 

Weather Strip.—Bosley, wood and 
felt, Nos. 60 to 65, in full bale lots, 60 
and 10 per cent discount; Clincher, 
double contact, Nos. 7 to 75, 50, 
and 5 per cent discount. Economy, 
metal, 24 cartons to the case, for 
windows 36 x 36 x 36 in., $27.36 per 
case net; 42 x 42 x 42 in., $31.68. For 


$28.80 per case; 42 
Home Comfort, 500 
ft. reels, maroon, $4.20 per 100 ft., 
white, $5. Victor. flexible felt, 20 per 
cent off the list. Serie bottom strips, 
32 in., $5 per doz. , $5; 42 in., 
$5.65. Axtell, all B.A "368° in., $6 
per doz.; extra fixtures, $4 per dozen. 


door, 36 x 84 in., 
x 84 in., $30.96. 
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The Remington Weekly Letter 


A Thought or Two on Cutlery 


The President of a leading Western jobbing house 
called last week. He is 100% on the Remington 
lines of erms, ammunition and cutlery. 


The Remington President has on his desk a little 
loose-leaf book, arranged by states and cities, and 
then by customers, in which the sales of arms, am- 
munition and cutlery are entered for the past five 
years. 


This jobbing house showed a steady increase on 
arms and an unusually large increase on ammuni- 
tion, but their record wes just a little weak on cut- 
lery.. “What is the matter with cutlery?” was the 
natural inquiry. “Well, you see, almost all our 
salesmen are traveling by automobile. They travel 
fast. They don’t like to teke the trouble to show 
a line of cutlery. It takes too much time.” 


“Sure! Certainly!” our President answered. 
“I have heard that story before. Let me ask just 
one simple direct question. Have you ever made 
it your personal and particular business to interest 
your salesmen in the sale of cutlery? Have you 
studied the line of cutlery yourself? Do you love 
cutlery?” 


“No,” he answered. -He must admit that he had 
never given cutlery eny particular attention, nor 
had he made any personal request of his salesmen 
to sell cutlery. 


“Then, my dear sir,”’ our President said, “‘is it 


surprising that your salesmen have neglected the 
line? You are just allowing cutlery manufec- 
turers, who sell direct to the retail trade, to mop up 
the business in your territory. Now, let me make 
this suggestion: When you return home have one 
roll made up with about twenty-five patterns of 
Remington pocket knives, and, in the same roll, 
samples of our new butcher knives. Then, zs each 
salesman comes to your desk, hand him this roll, 
and ask him, as a personal favor to you, just to 
show these goods to every dea'er on whom he calls. 


In other words, expose the Remington line of cut- 
lery to sales. 


“Now,” our President said, “if you will do this, 
I am sure your salesmen will surprise you with 
their results. But your salesmen must feel that 
you are interested in the line. You must follow up 
the sales of each salesman. You must praise those 
who do well, and you must criticize those who do 
not. The salesman neturally thinks if the head of 
the house is not interested in cutlery sales, why 
should he be? Cutlery usually is not bought—it 
is sold. It is a troublesome line to sell. Where 
salesmen are working along the lines of least re- 
sistance they do not sell cutlery.” The President of 
this jobbing house said he would try out this plan, 
that he would hzve the special rolls of cutlery pre- 
pered just as soon as he returned home. We will 
watch this account on cutlery, and we are sure sales 
will increase. 


Now, just a word to our friend, the retail mer- 
chant: Possibly you heve heard of the Remington 
line of cutlery, but have never had an opportunity 
to see it. Possibly your friend, the jobber’s sales- 
man, is in too much of a hurry to open and show 
the Remington line of cutlery, even if he happens to 
have the samples with him. 


We feel that we would not be doing our duty if 
we did not at lezest give you an opportunity to see 
this line and learn our prices. You should at least 
see our new line of butcher knives, with our new 
idea in handles. Most butcher knives, you know, 
are just a hardware sandwich—a piece of steel 
riveted between two pieces of wood. Our butcher 
knives ere differents They get away from the 
sandwich idea. 


We will be glad to have any retail merchant, who 
wishes to see our line of cutlery, write us, and we 
will see that he is called upon. promptly either by 
one of our jobber’s salesmen or by one of our sales- 
men, with a full and complete line of samples of 
Remington cutlery. 


President 


REMINGTON ARMS COMPANY, Ince. 


25 Broadway, New York 


Telephone, Bowling Green 3392 


We have had a number of requests for reprints of these Weekly Letters, to be distributed 


tes salesmen and others. 
upon request. 


We shall be glad to supply any of our customers with copies 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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Pittsburgh Dealers Make Favorable Showing 


in Years Business Despite Lower Prices 


(Pittsburgh Office of HARDWARE AGE) 

PITTSBURGH, Nov. 22.—Dealers are beginning to check up on the year’s 
results and taking into account the fact that prices have averaged from 
5 to 7142 per cent lower than in 1926, the business of the year makes a 
favorable showing. 

The approach of the big game season has brought some increase in 
the demand for high-powered rifles. There continues to be a good call 
for heaters and heating accessories, but there has been a loss in the 
sales of winter automobile supplies. New prices on screen wire cloth 
have been announced and reflect only slight variations from what the 
jobbers quoted last season. The changes in galvanized hardware cloth 
and in poultry netting as they apply to retailers likewise are trifling. 
Roofing paper has had a substantial drop, said to be due largely to a 
struggle among manufacturers fer orders. Not much strength is noted 
in prices of painting materials. 





in tires and manufacturers did not 
make any change in their second grade 
line of tires. Tires and tubes sold 


AUTOMOBILE TIRES AND TUBES. 
—The recent 5 per cent cut in tire 
prices does not appear to have been 
effective in stimulating increased sales. | through the hardware trade now are 
Tube prices were not affected by the cut | quoted. ‘ 


HIGH PRESSURE 











Cord Casings Tubes 
Heavy , 

Si Truck Tan Gray: 
|) er | ee eC $1.50 $1.25 
RCC Sa sstsesesee ecb edectss eke "  “seeddsocsecs 1.60 1.45 
OO mS5e CL. FERtre Bise ccciccccee BBD  covcccvcccee 1.60 1.45 
Me MU diksecbhicceseceics ee’. B¢sasssdaess 1.60 1.45 

eT. Cooter Ee ee ee ee oe 1.90 1.75 
Lg. Cae IRE. Ore ae 2.40 1.95 
DEE wince ss conscaccaxcaph OOO Ee «5 Ob Cubs essesmans 2.50 2.05 
Se cps chkiedeessesaeGeaeneeier Ee - aeasbeaswres 2.60 2.15 
ES ey eer ears eS lL 2.75 2.25 
32x $23.50 8 ply 2.90 wee 
33 x 24.3 8 ply 3.00 
34x 25.20 8sply 3.10 
CEE? Dibowese dd coseecdeddicdts Ee ~~ *"Spdevebansss 3.30 
OUR Sens’ spagetedssayectates. MED. | demeesveduses 3.40 
30 x 28.30 8ply 3.45 

~ 83x 31.30 8 ply 3.75 
34x 33.70 8ply 3.85 
“35x 34.45 8ply 4.00 
(37x 30.30 Tply 4.40 
32x 37.00 S8ply 6.20 
‘32x 45.90 10 ply 6.20 
36 x 6 50.40 10 ply 6.65 - 
34x7 65.05 10 ply 8.70 
38 x7 70.65 10ply 9.40 
36x 8 92.25 12 ply 11.05 
De Gsshsankachavascapasteaceen re 99.00 12.ply 11.95 
BALLOON 
Size Casings Tubes 
Regulgr Heavy Duty Single 
Four Ply Six Ply Price 
27 x 4.40 $1.80 
29 x 4.40 1.85 
28 x 4.75-1 4 2,10 
29 x 4.75-2 . 2.15 
30 x 4.75-2 ' 2.20 
29 x 4.95-20 in { Marked 30 x 5.00 to } 
30 x 5.00-20 in replace 29x4.95§ ........ 13.00 2.25 
30 x 4.95-21 in. { Marked 31 x 5.00 to } 
31 x 5.00-21 in replace 30x 4.95§ ........ 13.55 os 2.30 
81 x 4.95- ‘ 7 eats 2.35 
29 x 5.00-19 in. 6a5 2.20 
28 x §.25-18 in. Bs 2.45 
29 x 5.25-19 in wos 2.50 
30 x 5.25-20 In $17.70 2.55 
31 x 5.25-21 in 18.30 2.65 
29 x 6.50-19 in ene 2.95 
80 x 5.77- 20.85 3.10 
32 x 5.77- 22.75 3.25 
33 x 5.77- 23.70 3.50 
80 x 6.00- 20.40 2.90 
$1 x 6.00-19 in 20.75 3.00 
32 x 6.00- 21.10 3.10 
33 x 6.00-21 in 21.80 3.35 
Se ROE RS. 606.0 ccna ether sconrsossaccoeseceses 23.90 3.30 
EE ee ee eee es 24.85 3.50 
Pee 2 ee err et ee ee 25.60 3.70 
TEE, cc shes vis haba anda waseaeassoerwee> 25.90 3.80 
= x Be =. EE ee eee Pere Ey om 
a 2 errrrrrrrererrtt rere??? tier r 4; . 
84x 73-20 pS Pe EEE oS PET eae 32.95 4.65 


AUTOMOBILE ACCESSORIES.—Un- 
favorable weather has hurt sales of 
these items that are seasonal. Jobbers 


quote: 
Alcohol.—In barrel lots, 49c. to 57c. 
per gal. 
Ilvo.—In 55-gal. drums, $2.25 per 
gal 30-gal. drums, $2.30; 3-gal. cans, 
+20. 
Prestone.—Eveready, $3.60 per gal. 
Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 
Freezmeters.—Best, 60c. each; good, 


Hi ydrometers.—Standard makes, 65c. 
each. 

BATTERIES.—There continues to be a 
steady demand for dry cell batteries, 
which jobbers quote: 


Broken Unit 
Packages Packages 

;. BED 5 ebescknaee $1.05 $0.97 

No. 486 3.85 

No. 764 

No. 768 

ee. FOB. oss 

No. 767. 

mO.. Ze « 

No. .77e . 

No. 771. 

No. 7111 

No. 6 d 





package, 32%%c. each. 
Flashlights. — No. 935, 9%c. each; 
No. 950, 9%4c.; No. 790, 18%4c.; No. 
705, 28c.; No. 750, 181%4c. No. 761, 25c. 
so'ss Shot.—No. 1461, $1.67; No. 1661, 
BOLTS, NUTS AND RIVETS.—Busi- 
ness is slow in these products, but 
makers still are taking a strong price 
stand, especially with regard to the ex- 
tra for broken case lots, and jobbers 
are not able to take a less firm price 
position. They quote: 
Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 75 and 10 


per cent off list. 
Nuts.—All styles, 60 to 62%4 per 


cent off list. 
Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and tinners’ 


rivets, 60 per cent off list. 
BUILDERS’ HARDWARE.—Business 
is fairly good in this area, with prices 
firm at recent levels. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 


336 in. x 3% in., $19; 4 in. x 4 in., 
Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 


extra heavy, T, 6 in.. $2.30 per doz.: 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 


box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 
pair; 4 in., $1 


Hasps.—Hinge, without screws, sin- 
gle dozen lots, 3 in., 65c. per doz.; 4% 
in., 79c.; 6 in., $1.05; safety, 3 in., 
oi se per doz.; 4% in., $1.14; 6 in., 
Garage Sets.—Swinging hinges, 10 
in., $3.10 per set. 
GAME TRAPS.—Sales of this line are 
still good. Jobbers quote: 

Victor, No. 0, $1.10 per doz.; No. 4, 
$1.38; No. 1%, $2.44; No. 2, 36; 
jump, No. 0, $1.59; No. 1, $1.83; coil 
spring, No. 1, $1.28; Gibbs, 2-trigger, 
$5 per doz.; single grip No. 1, $1.88; 
No. 2, $3.35; No. 3, $5.50; No. 4, $6.70. 


GUNS, SHELLS AND RIFLES.—The 
season for taking bears opened in, thi 
"State Nov. 15, . = for 30 a2 a 





Reading matter continued on page 70 
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have never given 
the sh¢htest trouble 


After a decade of service, R-W Doorway 
equipment is still good for many more years 





ese doors 


O. H. Roth, President of the O. H. Roth Com- 
pany, Cincinnati, says: 

“Our new building—probably one of the most 
modern and complete automobile and truck paint- 
ing shops in the United States — has more than 
16,000 square feet of floor space, and is flooded 
with daylight through skylights. To maintain a 
constant temperature and keep out dust, the four 
large doors are equipped with Richards-Wilcox 
hardware, which we consider the best made. 


“A good paint job requires that the temperature 
be held close to 72° and that dirt and dust be kept 
out cf the wet paint. This is impossible with doors 
that do not fit, or are hard to open and close. Still, 
the doors must be opened frequently to let cars and 
trucks in and out. Three of our doors are sliding 
doors, 12x13! feet; one is a 4-fold door, 16x13 














fect, to the washing rack; all three are heavy. But 
being hung on R-W ball-bearing trolleys, they are 
easily operated by one man; and they open to full 
width and close tight. 

“Our selection of R-W equipment is based on 
10 years’ experience in our other building, where 
we have three sets of R-W hardware. These doors 
have never given the slightest trouble. We have 
never even had to tighten a bolt. They are still 
good for many more years. 

“We are planning to partition off spray rooms, 
and R-W hardware is specified for the bi-parting 
doors. 

“The expense of one spoiled paint job, in- 
cluding the labor of removing the finish and doing 
the job over, would pay for several sets of door 
hardware.” 


Let R-W Engineers make an analysis of your requirements in the matter of 
industrial doorways and conveying problems. This service places you under 
no obligation. You can obtain it by writing our nearest service branch. 





New York - 


Minneapolis Kansas City Los Angeles 


Montreal 


AURORA, ILLINOIS, U.S.A. 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 


San Francisco 
* RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. - 


Chicago 


Seattle Detroit 
Winnipeg 


Omaha 
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the deer season. of two weeks opens | 
This has meant a demand for 
Shotgun business 
but shells still are moving 


Dec. 1. 
high-powered rifles. 
is lighter, 
out fairly well. Jobbers quote: 

Shells.—Repeater or Nitro Club 12 
gage, 3 in. x 1% in., $32.22 per 1000; 
chilled, 7 per 1000, with other 
loads in proportion. 

Guns.—Winchester shotgun, Model 
1912, $37.50 each; Savage, Model 1921, 
$37.50 each: temington, Model 17, 
$37.54. 

Rifles.—Winchester, No. 
ing, $16.35 each; No. 57, target, 
No. 1894, solid frame, $25.90; 
down frame, $35.40; Savage. No. 
Km. $20.60: No. 18-99-F, $33.85; 
1899-G, $37.50. 


HEATERS.—Some stimuius_ to 


56, sport- 
$19.10; 
take 
1899- 

No. 


bers quote: 
“Oil Heaters.—According to size and 
st¥le. $3.75 to $6 each. 


. Gas Heaters.—Radiant type. $9 to 
Sib- each; reflector type, $2.25 to 
$13.50. 

HEATING ACCESSORIES. 


movement of 
to be desired. Jobbers quote: 


Stove Board.—Square, wood lined, 
24 in... $12.60 per doz.: 28 in., $18 per 
doz.: 30 in., $20 per doz.: 36 in., $29 
per doz.: paper lined, 24 in., $7.50 per 
doz.: 28 in.. $9.50 per doz.; 30 in., 
$10.80 per doz.; 35 in., $16.20 per doz. 

Stove Pipe and Elbows.—First qual- 
ity nested stove pipe, 3 in.. $2.75 per 
erate; 4 in., $2.90; 5 in., $3.11; 6 in., 
3.57; 8 in., $4.17; elbows, corrugated, 
3 in., $1.01 per doz.; 4 in., $1.13; 5 in., 
$1. 30: 6 in., $1.42:.7 in., $1.95. 

Dampers and Flue Rings.—Damp- 


O08; 


ers, 3 in., $1 per doz.; 4 in., $1.10: 5 
in., $1. 20: 6 in., $1.35: 7 in. $2: flue 
rings, 3 -4n., Si per doz.: 4 in. $1. 25; 
5 in.. $1.90: 6 in., $2.20: 7 in., $2.7 


Coal Hods. —Galvanize d, 16 in.. $4. 30 
per doz.; 17 in., $4.75 18 in., $5.2 25 

Coal Chutes. — Black. 8 ft., $6 éath: 
10 ft., $7.50; 12 ft., $9. 

Fire Shovels. —Stamped sheet steel 
japanned, flat handle. 50c. per doz.: 
round handled japanned, 60c. to $1.10; 
galvanized, $1.10 Never Break No. 
10, $4.25; No. 16. $4.60; No. 20, $4.80. 

Furnace Scoops.—No. 
per doz.; No. 80, $4.80; 1 2 
Gas Connections.—Lead, 12 in., 24c. 
each; 18 in., 28c.: 24 in., i 
38e.; 36 in.. 45¢ Fle xible steel tubing, 
3-ft. lengths, 12¢.: 4 ft.. 15e.: 5 re... 
18¢c.: 6 ft., 22c. Cloth inserted tubing, 
5e. per foot. 

. Register Shields. 

per (0z.; 


Register shields, 


and Radiator 
floor, $12 


sales 
has been offered by the fact that lately 
it has been too warm to keep the main 
house heating plants in operation. Job- 


The | 
these items leaves little 


| wall, $6 per doz,; radiator, sheet steel 
odtestobes: No. 1, $4 each; No. 2, 
\~ $4.50; NO. 3,. $5; No. "4. No. 5, 


$5. 50; No. 6, $6, list, wubject to deal- 
ers’ discount of 3314 per cent. 
LANTERNS.—Business still is good 
| lanterns, which jobbers quote: 
Monarch lanterns with white globes, 
H $8 per doz.; with ruby globes, $10 per 
| doz.; Little Giant lanterns with white 
| globes, $112 per doz.; with ruby globes, 
| $13 per doz.; I’Lite, $13 per doz.; 
| 


mr 


n 


junior wagon, $17.25 per doz.: Cole- 
man .gasgoline, No. 327, $5.25 each; 


No. 427% $6. 

PAINTING SUPPLIES.—Linseed oil 
has stiffened. slightly in price, but there 
has been a further easing in the price 
of turpentine. head and ready mixed 
paints arg -holding at, recent prices. 
Busintesgi.18 ° -tapering. off, as usual at 
this time of .year. 


Prices ‘to retailers: .Ready mixed 
paints,.best grades, $2:60,per TPN 
lowex grades, $2: white Téa, 13%c. 
perdb. in 100-lb. lots; 10 pemeéent less 
in lots of 500 Ib. or more, an@ extra 4 
per cent less in lots of a.ton-or more: 
turpentine, 64c. per gallon in barrel 

lots; raw linseed oil, 11.6c. per Ib. in 
| barrel lots. 


POULTRY NETTING. Next 
prices are practically the same as in 
the last season, with galvanized netting 
at 50 and 10 per cent off list after 
weaving. 





season’s 


SCREEN WIRE GOODS —New _job- 
| bers’ prices for screen wire cloth are | 


| $1.80 per 100 sq. ft. for 12 mesh black, 
$2.10 for 12 mesh galvanized and $5.50 
for 12 mesh bronze’cloth. Galvanized 
| hardware cloth, No. 2, 24 in. x 48 in., 
is priced at $4 per 100 sq. ft., with the 
usual advances for smaller sizes. 

SKATES.—Current <emands in both 
ice and roller skates are light, but holi- 
day buying of roller skates is likely to 
start soon and cold weather will bring 
a demand for ice skates. Jobbers quote: 

Roller Skates.—l nion Hardware Co. 


line, No. 2, 70c. per pair; No. 3, T5e.: 
No. 10, $1.05: No. 6. $1.55; Winslow 
line, No. 381%, $1.50; No.’ 38, $1.60; 
No. 38, rubber-tired, $2.50 per pair. 

Ice Skates.—Winslow line. No. 2110, 
fhe. per pair; same, L. S., $1.12; No. 
2120, $1.20; same L. S.. $1.50; No. 2140, 








$2.20; same L. S. $2.50. 


WEATHER STRIPPING. 


-Interest re- | 





Oe 





| mains high in stripping, particularly in 
metal goods, and sales are eminently 
satisfactory. Jobbers quote: . 
Méta-Felt, 4% in., $19.50 per 1000 
ft.3.°% in., $26 per, 1000 ft.; cushion, 
all’ felt, No. 18, $3.40 :per 100 ft.; No. 
19, $2.85 per 100 ft.; No. 20, $3.25 per 
100 ft. ; 
Burfo, 
Jengths,. 5e. 
5l%4c. per ft. 


WINDOW 


| 


“3 and 4. ft. 


hard 
Numetal, 


per ft. 


bronze, 
net. 


| steel window ventilator sales; 


| through ventilator installations. 
| bérs gpote: 


| Noe ‘Of? $4.40 per doz.; ‘No. 02, $4.80; 
| No. 4 $5. 


20; No. 2, $5.60; No. 3, $6. 40. 


| WIRE PRODUCTS.—Nails are doing 
fairly well, but other common wire prod- 


ucts show little life. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire , fe 
(per 100 Ib.) Annealed Galvanized 
Nos. 6 to 9 gage...... $3.00 $3.45 
| To Ee ee ee 3.05 3.50 
Pe BEE Ge os 0: belle Paae 3.10 3.55 
es | GER er eons” 3.15 3.65 
PES Ghetavsweuwesue’ 3.25 3.80 
TG BA Marc pcieae eee one 3.35 4.00 
oe Oe er 3.55 4.25 
BiG. 136 3.4 do a om 3.75 4.45 
Barbed wire (per 80-rod spool): 
a are Poe ey ee 2.90 
PC NE | 64 nc MAW bape ened waclen 3.10 
SoMINIE DG: . 6... 0s.0 ap0.63 06006000466 
Se eee ee ee 3.10 
2-point cattle (special) .......... 2.20 
Field Woven Wire Fence (per 100 
rods): 
SEER i ccuguie sOawh checkers none $39.00 
DEED sive Macs ss Baek cohen aeee 54.75 
Es oa xs deg teeweuab’es acne se See 
Ee eee ee eee eee eee ee ee 36.15 
a beter cere eer ree 
PIPL os ds Seino eb o een wwe’ 48.25 
Poultry: 
NAD. SMO rs kao Saas Cea oes $35.60 
ae PRR ero Per rers 43.00 
ING, BEM id nae Oks when be URS vas We 48.50 
Steel Fence Posts: 
Galvanized, Painted, 
Tubular Formed 
LO Se ere 50c. each .....>..++ 
AR eer 5de. each 38c. each 
W Mhetlauva by wba dba 65e. each 40c. each 
A I oe 5 Oe Rone ES 45c. each 
Bright nails, base, per keg, $2.85 


to $2.90. 


Northwest Trade Suddenly Turns 
To Winter Lines——Prices Remain Steady 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Nov. 29.—Demand in the territory tributary to the 
Twin Cities has taken a sudden turn toward fall and winter goods 


and supplies. 


weather which was experienced recently. 


This is due to the equally sudden turn toward wintry 


Winter goods, including 


both work and sports supplies, are selling well, and with Christmas 
only a month away, dealers are shaping their stocks and their ad- 
vertising to augment the demand and make a fitting finish for a 


good year. 


Prices seem still to be very steady, with only a slight change on 


the price of solder. 


AUTOMOBILE TIRES.—Sales are de- 
creasing rapidly, as far as the general 


Collections are slightly 
gradual marketing of the crops. 


improved with the 


| public is concerned, although holding 
up much better than a few years ago. 
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Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3%4 Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy oversize, $14.50; 
halloon size, $9.65; 30 x 
5.25, $15.95 : heavy duty, 32 x 6.20, 
$26.75; tan tubes, 30 x 3%, $1.70; 32 
x 4, $2.60; 34 x 4%, $3.25; balloon 
tire tubes, gray, 27 x 4.40, $1.90; 29 
x 4.40, $2.95: 30 x 5.25, $2.70: 32 x 
6, $3.20; 32 x 6.20, $3.70 each net. 


AXES —Sales 


duty 
29 x 4.40, 


are very good, 
Prices have not changed. 
stocks, 


mand. 
We 
f.o.b, 
weight 
weight, 
single 
double 
$19.25; 


jobbers’ 
Single bit base 
double bit base 
$21.50: Piumb Dreadnaught, 
bit, unhandled axes, $14.50; 
bit, $19.50; handled single bit, 
double bit, $24.25 per doz. net. 


quote from 
Twin Cities: 
axes, $16; 





VENTILATORS. — The 
weather lately has been just right for 
the 
| houses have been hot and stuffy with 
| the smallest of furnace fires and avoid- 
| anee of drafts has been possible only 
Job- 


with 
stocks ready for the heavier winter de- 
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CORKSTEEL is the answer to the question “How to get 
better profits.” Here is more than just a line of tools to be 
handed out on demand. Here is an opportunity to make 
better profits by selling something different. 


The CORKSTEEL line of forks, hooks, rakes and hoes is 
chock full of live talking points and sales features. It is a 
business-making line that brings more trade, satisfies the 
most exacting customers and holds them to your store. 


The first garden tool handle improvement in a generation— 
that’s CORKSTEEL—does not depend on chance quality of 
wood. It is not dependent on the almost exhausted and ex- 
pensive supply of first quality, second growth white ash 
because CORKSTEEL handles are made of steel—tough, 
unyielding and flawless—and covered with our new cork 
that is tough and durable, furnishing a glove-grip that is 
comfortable and easy on the hand under all working 
conditions. 


Every CORKSTEEL Tool Is 
First Quality 


Your customer can buy the first one he picks up with the 
assurance that it is the best because they are all first quality 
—no grading or slightly er handles to be sold later at 
a loss. 





The tools are the finest steel forgings that ex- 
pert workmen can make—and welded or riv- 
eted to the handles so they never work loose or 
come off. 


You can make your fork and hoe business a 
profitable business with these perfect tools and 
distinctively better handles—that cost no more 
than the best grades of wood handles. 


THE CONNORS HOE 
TOOL CO. 


Columbus, Ohio 
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BOILER LIQUID, TILE CLEANER 
AND RADIATOR STOP LEAK.—Sales 


are steady, with good volume. Prices 
have not changed. 
We quote from jobbers’ stocks, 


Hercules tile and 
porcelain cleaner, $2 doz. less than 
gross lots and $1.90 doz. in gross 
lots; Hercules Radiator Stop Leak, 
8 oz, cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
— compound, quart cans, $2.00 
each, 


BOLTS.—Call is fair, with stocks am- 
ple. Prices are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
ome, 60 per cent from standard 
sts. 


BUILDERS’ HARDWARE.—Construc- 
tion work is still progressing, with 
many of the structures ready for the 
more severe weather. Finishing hard- 
ware is selling well, and many orders 
taken earlier are being completed. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 4 x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18¢. pair in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 

ish, 36c. pair in less than case lots, 
25c. pair in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 

6.75 doz sets; steel bit- -keyed front 


f.0.b. Twin Cities : 


oor sets, $1.60 per set; wrought 
brass outside trim, bit-keyed front 
door sets, per set; cylinder 


front door sets, $6.50 per set. 

Light plain strap hinges, 3-in., 56c. 
doz. pair; 4-in., 75c. doz. pair; heavy 
plain strap hinges, 4-in., 93c. doz. 
pair ; 5-in., $1.22 doz. pair; 6-in., $1.56 
doz. ‘pair; ‘light plain tee hinges, 3-in., 
62c. doz. pair; 4-in., 78c. doz. ir: 
heavy plain tee hinges, 4-in., $1.06 
doz. pair; 5-in., $1.20 doz. pair, 6-in., 
$1.40 doz. pair; 8-in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4-in., 
$1.28 doz. pair; 5-in., $1.58 doz. pair: 
6-in., $1.89 doz. pair; 8-in., $2.83 doz. 
pair; 10-in., $4.53 doz. pair net. 


CHAIN.—Demand is good, with stocks 
well assorted. There is no change in 


quotations. 


We quote from jobbers’ stocks, 
ey b. Twin Cities: Log chain, 4 x 14, 
85; % x 14, $10.90; iy x 14, 


10. ‘15: Proof coil chain, % in., $12 
in., $8.90; % in. $8.30, and 56 
n., $9.85 cwt., net. 


COAL HODS.—Demand is good, with 
stocks ready for the call. Prices show 


no changes. od 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.35; 18 in., $3.85; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.90; galvanized open, 17 in., $4.65; 
18 in., $5.40; galvanized funnel, 17 in., 
$6; 18 in., $6.80 per doz. net. 


DAMPERS.—Sales are fair, with stocks 
well assorted. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, 6 in., 
wood handle dampers, $1.40, and cast 
iron, coil handle 6 in., $1.20 doz., 
net. 


DRAIN PIPE CLEANERS. — Sales 
show a very good volume, with stocks 
well filled. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Economy Plumber, 
drain pipe cleaner, 1 lb. cans, $2 per 
doz.; 2 lb. cans, $3.90. The 1 Ib. size 
is packed 1, 2 and 3 dozen to the car- 
ton and the 2 Ib. size is packed 1 
and 2 dozen to the carton. 


EAVES BROUGH, CONDUCTOR 
PIPE A ELBOWS.—Call is still 





fair, with ample stocks from which to 
draw. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 
28-ga., 5 in., S. B., slip joint, in 
crates, $5.50 per 100 ft.; conductor 
pipe, 28-ga., 3 in., in ‘crates, not 
nested, $6 10 per 100 ft.; 3 in., $1.73 
doz., net. 


OIL HEATERS.—Call for oil heaters is 
steady, with stocks kept in good condi- 
tion. Prices are unchanged from last 
quotation. 


We quote from _ jobbers’ stocks. 
f.o.b. Twin Ci ee; Nesco Perfect Oil 
ate No. 12, 


No. 505, Giant. $11.25: No. 605, $12.78 
each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent, 
PAINTS AND WHITE LEAD.—Inte- 
rior finish is meeting with the greatest 
demand at present. Dealers are pre- 
pared for a certain amount of holiday 


business in decorative colors. Prices 
show no changes. 
quote from jobbers’ stocks, 


We 
f.o.b. Twin Cities: First grade house 
paint at $2.55 per gal. in 1-gallon 
cans; second grade house paint at $2 
per gal., in 1-gallon cans, and white 
lead in 100-lb. containers at $12.48 
cwt. 


PUMPS.—Water supplies are selling 
well, with stocks ample. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No, 440 
plain spout windmill force pumps, 
6-in. stroke, $6.85: adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65: No. 103, hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift. 6-in. stroke, 6-ft. set length, 
$5.25 each, net. 


PYREX OVENWARE.—With the ap- 
proach of the holidays dealers are fill- 
ing in their assortments of this class of 
ware. Prices are steady. 


REGISTERS.—Sales are showing good 
volume, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Demand is very good, with 
stocks ample. Prices afe firm as 
quoted.» my 
“wet quote from jobbers’ stocks, 
fio.b. Twin Cities: " Floor register 
shields, $12 doz.; wall, $6 doz., and 


sheet steel adjustable radiator 
shields, $2.67 to $4.37 each, net. 


ROPE.—Sales are steady, with no par- 


ticular high spots in any field. Prices 
are steady and firm. 
We . quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade manila 
rope at 25%c. Ib., base, and best 
grade sisal rope at 17c. Ib., base. 


SCREWS.—Sales are good, with stocks 
ample for the call. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: at head bright 
wood screws at 85 per cent; flat head 

panned, 70-20 per cent; round head 

lued, 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


SKATES.—Demand is steadily growing 
as the colder weather approaches. The 


= $1.70; 124n., 1 PU 





tube skate is far and away the most 
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popular type for those even with slight 
experience. Stocks are filled, and mer- 
chants are ready for the holiday rush. 
Prices are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys, 
$1.35 pair; girls $1.40 pair; ice 
skates, Nestor Johineon, North Star, 
aluminum finish, $7 i — 
finish, $8 pair; Union, 
pair; No. 07, $1.07 pair ; No. B4%L, 
$1. 93 pair; No. 524%, $1.27 pair; No. 
524%L, $1. 55 pair; ony 1624, 84c. 
pair; No. 5624, $1.12 pair; No. 562%, 
$1.44 pair, net. 


SNOW SHOVELS.—Dealers are get- 
ting their supplies in this line ready for 
the trade. Prices are firm as quoted. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Bonanza: wood 
snow shovels, $17.40; steel blade 
straight handle, si. 15; 9 ogee ty 
steel blade, 15%’ x 17, D hand le, $10, 
and same, 16 x ai, $10. 65 doz., net. 


SOLDER.—Demand is fair, with ample 
stocks from which to draw. Prices are 
slightly lower. 

We quote from jobbers’ stocks 
f.o.b. Twin Cities: — —_ and 
half solder at 37c. and war- 
ranted half and half sailor 38c. Ib., 
net, in 100-lb. lots. 

STEEL SHEETS.—Call for sheets 
seems to be steady, with no outstanding 
source of orders. Prices are firm as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 


and black steel sheets at $3.95 cwt., 
base (24 ga.). 
STEEL GAME TRAPS.—Demand is 
very much better since the opening of 
the trapping season. Stocks are in good 
condition and prices are unchanged. 
We quote from _ jobbers’ stocks, 
f.o.b. Twin es Mae? ce traps, 


No. 0, $1.10; 
$2.44; NS, 3; * Oneida. Rar 
No. 0, $1.54; No. 1,’ $1.83; ih, 
$2.81 doz., net, 
TIN.—Sales are fairly good, with prices 
unchanged. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and 7 
tin, IC, 20 x 28, 8-lb. coating, $15.5 
box, net. 

WINDOW VENTILATORS.—tThis is 
the season to sell window ventilators, 
and sales are proving it. Dealers are 
finding a ready market for them. 
Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities, No. 02 steel frame 
window ventilators, $4.80; No. 2, $5.60; 
No. 3, $6.40; and No. 4, $7. 60 doz., net. 


WIRE.—Fence wire is moving well, 
with large stocks available to supply 
dealers. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool, Mae stage black iron 
wire, No. 9, .10 cwt., and smooth 
galvanized wire, 33. 55 for No. 9 net. 


WRENCHES.—Sales still show a fair 
demand, with stocks well assorted. 
scl have not changed. ° 


, me om jobbers’ stocks 
f.o. _ win Cities: ricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 


wrenches, 50-10 per cent, and Trimo 
pine wrenches, 65 per cent .from. list. 

Bemis & Ca sleeve nut, 16 i 
16 im:, $2: 75: ea 
net, 
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LAMINATED 
~ PADLOCKS ~ 


The Biggest selling Quality padlock 
in the Field today « Barring none/ 


There’s a Reason—Ask Your Jobber 
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Cincinnati Reports Active Market— 
Staple Lines Moving at Normal Rate 


(Cincinnati office of HARDWARE AGE) 


hardware jobbers report that total bookings this month will equal those 
in the same month of 1926. That business for the entire year of 1927 


will show an increase averaging about 5 


per cent over last year is an 


CINCINNATI, Nov. 22.—Sales in November have been fairly good and | 
| 
| 

| 


assured fact, unless orders should slump far. below expectations in the 
next thirty days, a possibility which is decidedly remote. 


An encouraging sign is the evenness with which both the jobbing 
and retail trades are being conducted. Staple merchandise is moving at 
a normal rate, and season items, despite the handicap of mild weather, 
are holding their own from the standpoint of sales. 
weather undoubtedly will give impetus to such commodities as radio 
batteries, anti-freeze solutions, winter radiator fronts and window ven- 


tilators. 


On Nov. 15 the hunting season officially opened in this district. Those 
retailers who have been aggressive in the use of window displays show- 
ing guns and ammunition and who have catered to this trade now are 


reaping the harvest. 


Retailers: also are giving their attention to stocking Christmas goods, 
and predictions are that this year will be one of the biggest on record 


in the sale of “gifts of utility.” 


With the exception of a downward trend in screws, prices remain 


firm and unchanged. 


AUTO ACCESSORIES.—In this branch 
of the trade business has been fairly | 
good. The continued period of mild | 
weather has given winter goods a set- | 
back, but the tire and tube orders have | 
been liberal in volume. Prices are firm. 
We quote from Cincinnati jobbers’ 


stocks: 

Tires: 30x3% 29x4.40 
ee RO icc se ccacs $5.00 $6.30 
Medium grade ........ 6.10 7.55 | 
ee ee ee 8.75 9.65 | 

Tubes: 

See MD on ccccccee 1.00 1.25 
Medium grade ........ 1.25 seis 
aera 45 1.85 


Heaters.—Arvin Ford heater, $115 
each; Ford hot spot, $4 each; Ford 
super heater, $6; Ford zipper heater, 
$2.34 each. 

Chains.—35 per cent off for less 
than 12 pairs; 40 per cent off for 12 
pairs or more. 

Anti-Freeze Preparation.—Eveready 
Prestone in half gallon or gallon 
cans, $3.60 per gal. 


BOILER LIQUID.—There has been no 
change of consequence. Business is of 
fair proportions and quotations are 


steady. 

We quote from Cincinnati jobbers’ 
stocks: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. | 

Hercules Radiator Stop Leak, 8 oz. | 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BOLTS AND NUTS.—Retail dealers 
are ordering in small lots for quick de- 


livery. 

We quote from Cincinnati jobbers’ 
stocks: 

Cut-thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove 
bolts, 80 per cent off list; square 
— and tap nuts, 60 per cent off 
ist. 


BUILDERS’ HARDWARE.—In the first 
half of November sales were ahead of 


The advent of cold 


| those in the corresponding period of | 


1926. Activities are beginning to taper | 
off somewhat, but prices have not been 
affected. 
We quote 
stocks: 
Sash Weights.—Sash weights, $1.75. 
Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 


from Cincinnati jobbers’ 


| DENATURED ALCOHOL. — Dealers 


are well supplied with their needs for | 


| the early winter season. 


We from Cincinnati jobbers’ 
stocks 

Denatured alcohol in 52-gal. drums, 
in lots of three drums, 


quote 


h3e. per gal.; 

§2c. per gal.; in 10 one-gallon lots, 
74c. per gal.; in gallon cans, 75c. per 
gal. A charge of $6 for éach drum 
is made, but this amount will be re- 
bated when the empty drum is re- 
turned. 

Ivo radiator glycerine, 2.25 per 
gal. for 55-gal. drums; $2.30 per gal. 
for 30-gal. drums; $2.45 per gal. for 
$-gal. cans. 


DRAIN PIPE CLEANER.—This com- 
modity continues to move about in nor- 
mal volume. 


We quote 

stocks: 
Economy plumber, drain pipe clean- 
er, $2 per doz. 1-lb. cans. Same in 
2-lb. cans, $3.90 per dozen. The 1-lb. | 
| 


from Cincinnati jobbers’ 


size is packed one, two and three 
dozen to a carton. The 2-lb. sizs is 
packed in one and two dozen cartons. 


FILES.—Small quantities of this item | 
are being taken by the retail trade. | 


We quote from Cincinnati jobbers’ | 
stocks: Black Diamond files, 50 off | 
list; Keystone files, 70, 10 and 5 off | 
list. | 


ELECTRICAL GOODS.—Many dealers | 


| are finding it advantageous to stock | 


Christmas electrical goods, especially | 
tree accessories and lighting outfits. 
Many of these orders are being deliv- 
ered at the present time. 


FIRE SHOVELS.—Trade in this prod- | 
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uct has been normal. Prices are steady 


and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

No, 80, 56c. each; No. 56, galvan- 
ized, 95c. each; No. 9, $1.50 each; No. 


11, $1.65 each. 
GAME TRAPS.—The hunting season is 
in full swing, and many retailers are 


| selling large quantities of traps. 


We quote from manufacturers 


stocks, f.o.b. factory: 

Two-Trigger game trap, $5 per 
doz., 15 doz. per barrel; Single Grip 
No. 1, $1.88 per doz., 35 doz. per bar- 
rel; Single Grip, No. 2, $3.35 per doz., 
18 doz. per barrel; Single Grip No. 3, 
$5.50 per doz., 15 doz. per barrel; 
Single Grip, No. 4, $6.70 per doz. 10 
doz. per barrel. 


GUNS AND AMMUNITION.—These 
lines are moving at a good rate, the 
hunting season having started on Nov. 
15. The merchants who are using win- 
dow displays to sell their goods are 
producing excellent results. 
JUVENILE VEHICLES.—tThis line is 
getting increased attention as the holi- 
day season draws near. Dealers are ac- 
quiring well rounded stocks in anticipa- 
tion of a big business. 
We quote from Cincinnati jobbers’ 
stocks: 
Scooters.—No. $2.90 each; No. 
11, $11.50 
each; No. 12, $12.75 each. 


110, $3 each. 
Sidewalk Cycles.—No. 
Velocipedes.—_ No. 6E, $2.90 each; 

No. 7K, $3.30 each; No. 46, $7.40 each. 


109, 


| LAMPS.—In this line sales have held 


up well in the past two weeks. 


We quote from Cincinnati jobbers’ 
stocks: 

Quick Lite ee lamps, C317, 
$7.40 each; C329, $6.25 each; C318, $7 
each; C 32 “4, $7 each; Quick Lite lan- 
terns, L327, $5.25 each; L427, $6 each. 


NAILS.—The demand from the retail 
trade is fairly steady, but sales are in 
small quantities for prompt delivery. 


We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per keg. 


RADIO BATTERIES. — The warm 
weather has had a deterring effect upon 
radio sales, but a pickup is expected in 
the next few weeks. 

We a from Cincinnati jobbers’ 


stocks 
Less than 
Unit In Unit 
Packages Packages 
ree Each Each 
I Bisesscesce $0.40 $0.35%4 
“7, » No. LO Fee 1.05 0.97 
— ia ee Ue 1.22 1.14 
up No. 2156......% 1.40 1.30 
— a | ee 1.40 1.30 
x Se ee 2.27 2.11 
im 2 a 2.62 2.44 
a LE EO cense 3.40 3.17 
o — se 3.58 3.33 
“C, ~ Bo. CROs. 3%. .28 0.26 
a ge Se 0.42 0.39 
“C, SS < sees 0.59 0.55 
oye Se Seer 1.22 1.14 
Note—Nos. 5156, 5308, 2308, 10308, 
21308, 5360, 5540 and 5156 are in unit 
packages of 5. Nos. 4156, 2156, 2158 
and 2370 are in unit packages of 10. 
No. 6 is in a unit package of 50. 


REGISTER SHIELDS.—With the home 


| owner starting his furnace, now that 


cold weather is near at hand, dealers 
expect a brisk demand for this item. 
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Stock up 
with every 
electrician’s 
necessity 











HOME cannot have a Telephone, Door Bells 
and Electric Light without wiring it—and a 
Home can’t be wired without Drills. 





For such electrical wiring, sell 


Bell Hanger’s and Electrician’s Bits No. 109B 


THEY ARE 
NOT INJURED BY 
Plaster, Metal Lath, Nails and Fire Proofing 





Thus, these BELL HANGER’S AND ELECTRICIAN’S 
BITS No. 109B make every electrician who uses them a perma- 
nent customer. 





For Short Holes lay in a Stock of 
Wood Boring Brace Drills No. 109A. 


THE STANDARD TOOL (0 


CLEVELAND 


New York: 94 Reade St. Chicago: 552 W. Washington Blvd. 


Fredk. Pollard & Co., Ltd., London and Leicester, England Paris, France—Burton Fils 
Copenhagen, Denmark—Nienstaed & Co. 
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We quote from Cincinnati jobbers’ 
stocks: 
Gem copper floor register, $12 per 


doz.; Gem copper wall register, $6 
er doz.; Star japanned floor register, 
10 per doz.; Star japanned wall 


register, $5.20 per doz. 
ROLLER SKATES.—Trade has been 
fully up to normal, and a continuation 
of good business is anticipated during 
the remainder of November. 


We quote from Cincinnati jobbers’ 
stocks: 
Nos. 4 and 5, $1.45; No. 6, $1.55. 


ROOFING MATERIAL.—Business has 
slumped considerably since Nov. 1. 
Prices, however, are firm. 


We quote from Cincinnati jobbers’ 
stocks 

Roofing Paper. — Light standard, 
$1.10; medium standard, $1.35; heavy 
standard, $1.60; light Holdfast, $1.35; 
medium ‘Holdfast, $1.60; heavy Hold- 
fast, $1.90; K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrel lots, 28c. per gal.; 
crude, in barrel lots, 24c. per gal.; 
half-barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 
Ib., 12c.; in 5-lb. cans, 944c. per Ib.; 
in 10-Ib. cans, 9c. per Ib.; in 25-Ib. 
cans, 8c. per Ib. Certain-teed ce- 
ment, 36 lb. to the case, $4.25 per 
case; in 5-lb. cans, 12 cans to the 
box, 8%c. per lb.; in 10-lb. cans, 6 
cans to the box, 714c. per Ib 


SCREWS.—Another downward revision 
of prices has been announced by local 


coal tar, 
in 


jobbers. The new schedule is given be- 


low. 


We quote from Cincinnati jobbers’ 
stocks: 
Flat head bright, 90 and 71% off list; 


round head blue, 85 and 30 off list; 
flat head brass, 85 and 30 off list; 
round head brass, 85, 20 and 5 off 


list; round head nickel- plated, 85 and 
10 off list 


SLEDS.—Jobbers are now selling this 
commodity, and prices for this year 
are printed below. 


We quote from Cincinnati jobbers’ 
stocks: 

gy LSiet, —No. 96, $11.25 each; 
No. No. 100, $14; No. 20 00, 
$16. 0. Oe Os, $24.60; Flexible Fly- 
er, 334% per cent off list. 


STOVE PIPE.—Sales have been good 
the past week. 


We quote from Cincinnati jobbers’ 
stocks: 

Stove Pipe.—29 gage, c. created 
pipe, 4 in., $9.75 per 100 joints; 29 
gage u. c. crated pipe, 6 in., $11.75 
per 100 joints; 29 gage u. c. crated 
pipe, 7 in., $14. 25 per 100 peters 28 
gage u. c. crated pipe, 6 in., $12.25 
per 100 joints; 28 gage u. c. crated 
pipe, 7 in., $14.75 per 100 joints. 

Elbows.—U. C. elbows, 4 in., $1.05 
per doz.; 6 in., $1.25 per doz.; 7 in., 
$1.65 per doz. 


STOVE BOARDS.—In this line also 
there has been an active demand for 


in 


u. 








material from retail dealers. 


We quote from Cincinnati jobbers’ 
stocks: 

Paper-Lined Stove Boards.—24 x 
24 in., $6. 75 pet eee: 30 x 30 in., $9.60 
per doz. ; ; 35 x 35 in., $14.25 per doz. 

Wood-Lined Stove Boards.—24 x 
24 in., $11.15 per doz.; 30 x 30 in., 
$18 per doz.; 36 x 36 in. +» $25 per doz. 


TURPENTINE. — Many retailers are 
bnying this commodity in considerable 
quantities. Therefore, we are quoting 
the price prevailing in this market. 


We quote from Cincinnati jobbers’ 
stocks: 
Turpentine, 48c. per gallon. 


WEATHER STRIPPING.—Business in 
the past month has been about normal, 
and prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Wood and rubber weather strip- 
ping, No. 1, $17.25 oe ae ft.; No. 
$24 per ¥ 00 ft.; $34. 50 per 
16 00 _ 7, $41 t. “000 ft. 
od felt weather. stripping, 
sea” 71, $19.50 per 1000 ft.; 71%, 
Tole — 1000 ft.; No. 75, $46. 50 per 


All rubber weather stripping, No. 
9, $2.10 per 100 ft.; No. 10, $2.85 per 
100 ft.; No. 11, $3.55 per 100 ft. 


WINDOW VENTILATORS.—This line 
is moving well at the moment. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 02, $4.80 per doz.; No. 2, $5.60 
per doz.; No.. 3, $6.40 per doz.; No. 

, $7.60 per doz. 








Christmas Lines Receiving Special Attention 


Among Metropolitan Hardware Dealers 


NEw YorK, Nov. 22.—Merchandise particularly suited for Christ- 


mas gift sale is receiving careful 


in the metropolitan territory. Each year the holiday trade becomes 
of more importance in this section and early predictions are very 
encouraging for the 1927 Christmas selling season. A large number 
of retailers plan to launch their campaigns the Friday following 
Thanksgiving Day which enables them to enjoy a full month of 


intensive selling on these lines. 


Staple goods are having a normal call with prices generally con- 
sidered firm. There is some shading reported on nails dnd screws, 


but this appears to be limited to 


manufacturers are said to have advanced copper and bronze from 

35 to 50 cents per 100 sq. ft., galvanized cloth from 25 to 35 cents 

per 100 sq. ft. and square mesh approximately 5 per cent higher. 
Collections appear to be showing some improvement. 


attention among hardware dealers 


large quantity orders. Wire cloth 





AXES.—Normal demand. Prices firm 
and stocks satisfactory. House axes 
selling more actively with the cooler 
weather. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Axes, Jersey pattern, 2% to 4% 
Ib., $1.82% each; 4 to Ib., $1.88 
each. Box lots extra 5 - cent. 

New England pattern, 3 to 
$1.77 each; 3% to 4% Ib., 
each. Dayton pattern, 3% to 4 
neh each; 4 to 5 Ib., $1.88 each. 
Box lots of Dayton > . eer cent. 

Rockaway gm 4 Ib., 
$1.8114%4 each; to i tp $1.87 
each, and 4 to Pig Ib., $1.9. each. Box 
lots extra 5 per cent 

Boy’s axe, $1.14 each; box lots ex- 
tra 5 per cent. Boy Scout axe, with 
sheath, $1.18% each; box lots extra 


5 per cent. Boy Scout axe, without 
sheath, $1 each; sheath only, 16% 
cents each. 


House axe, $1.11 each; box lotsa 5 

per cent extra. 

N. B.—There are six axes to a box. 
BATTERIES. — Active demand con- 
tinues and is expected to increase dur- 
ing the month of December when radio 
sets are sold in large quantities for 
gifts. Stocks are satisfactory and prices 
very firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 
Dry cells, No. 6, ignition re 
32%c.; No. 7111, same type, 35%c. 


each. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID, ETC.—Prices un- 
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changed. Normal demand continues. 
Stocks appear ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 

BOLTS AND NUTS.—Normal demand 
is reported. Stocks are ample. 
JOBBERS’ Te ae he RE- 
TAILERS, F.0O.B. NEW YOR 

Carriage bolts, 50 and 10 or list. 
Case lots, 60 per cent off list 

Stove bolts, $0 per cent of list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 50 
per cent off list; 1% to 1%, 30 off list. 

Coach screws, 50 and 10 off list. 
Case lots, 60 per cent off list. 

Step bolts, 50 per cent off list. 


CARPET SWEEPERS.—Steady de- 
mand at present time expected to in- 
crease heavily during the holiday sell- 
ing season. Prices in this market are 
uniform and stocks adequate. 


JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK 
Carpet sweepers, Standard, $3 each; 

Universal japanned, $3.50 each; Uni- 


versal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, 


each; Elite, $5 each; Princess, $4.17 
each, and American Queen, $4.50 
each. Sterling, $2.10 each. 


CLOCKS.—Very active at the present 
time. Increased demand expected for 
the holiday gift period. Prices are firm 
and stocks appear in good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Alarm clocks, Big Ben, broken. lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 




















HARDWARE AGE for NOVEMBER 24, 1927 77 















PLIERS FOR 
EVERY JOB! 
ELECTRICIAN’S 


PLIERS 
No. 512 


Bought His Bernard 
30 Years Ago and 
They're Still Going Good! 


Back in 1892, when the Chicago 
World’s Fair was just getting 
off to a good start, a man in 
California bought a pair of 
Bernard side-cutting pliers. 


Made of § special 
alloyed steel with 
a rivet construc- 
tion that will not 
“freeze.” 








Today we receive them back 
for a slight repair, which puts 
them back into commission for 
another long period. 


No, not all Bernards last as 
long as that under constant use, 
but many of them do. 


The Electrician’s Pliers shown 
here are not only up to the 
Bernard standard for quality 
but are made to retail at only 
$2.50 each. Priced right for 
both the lineman and _ house- 
hold plier trade. 


THE WM. SCHOLLHORN CO., Dept. H, NEW HAVEN, CONN. 


BERNARD TOOCGS 


TRADE MARK 
Made by the Makers of 


BERNARD SIDE-CUTTING PLIERS 
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2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06 and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 


lots, $1.70; and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 


doze n lots, $2.38, and 2 dozen lots, 


Blac k Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70 and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22; dozen lots, $1.19, and 2 
dozen lots, $1.15. Sleep Meter, 


broken lots, $1.40; dozen lots, $1.36; 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern luminous diaf, broken lots, $2.10; 
dozen lots, $2.04, and 2 dozen lots, 
$1.98. American, broken lots, $1.05; 
dozen lots, $1.02, and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, broken 
lots, $1.76; dozen lots, $1.70 and 2 
dozen lots, $1.65; same _ luminous, 
broken lots, $2.46; dozen lots, $2.38, 
and 2 dozen lots, 32.32. 


DRAIN PIPE CLEANER.—Steady de- 
mand, with prices firm and stocks ade- 


quate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Economy plumber, drain pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-lb. cans, $3.90 per dozen. The 


l-lb. size is packed one, two and 
three dozen to a carton. The 2-lb. 
size is packed in one and two dozen 
cartons. 


FOOD CHOPPERS 


are adequate. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Food choppers, Universal No. 00, 
$1.25; No. 1, $1.52; No. 2, $1.86, and 


No. 3, $2.37 each. Universal meat 
chopper, $2.20 each. 

Russwin food chopper, No. 1, $1.50 
each; No. 2, $1.83 each; No. 3, $2.33 


each. 
Di nterpris@ meat chopper, No. 5, 
No. 10, $3.82; No. 20, $8; No. 


No. 22, $6.36, and No. 32, 





ICE SK ATES. —Expected to be very ac- 
tive when outdoor skating season opens. 

retailers to 
requirements 


Jobbers continue to urge 
plan on their probable 
now, so that shortages will be avoided 
when skates are in greatest demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


hockey tubular outfits, 
aluminum, for men. or 
per pair; same nickeled, 
$6.75 per pair. Racing tubulars the 
sume prices. Men's, sizes 4 to 11; 
women’s, sizes 3 to 9. 

Club ‘ate outfits, 
men, sizes 4 to 11; for women, 
to %, $4.25 per pair. 

Men and boys, all champ club 
skates, 9 to 1114 in., cast steel pol- 
ished runners, S4c. per pair; same 
nickel plated, $1.19 per pair. Same 
hockey model, $1.31 and $1.69 per pair 
respectively. 

Women’s club skates, leather back 
strap, cast steel runners, $1.12 per 
pair; same nickeled, $1.44 per pair; 
same hockey model, $1.57 and $2 per 
pair respectively; 8 to 11 inches. 

Extension bob skates, 6 to 9 inches, 
45e. per pair. Skate key, 5c. each; 
skate holder, $5.25 each. Skate sharp- 
ener, 19¢c. each. 

lee creepers, No. 1, 13%c. per Pate; 
No. 3, 15%c. per pair, and No. 9, 32 
per pair. 

LANTERNS. — Very 
with prices unchanged. 
good condition. 


JOBBERS’ QUOTAT'ONS TO RE. 
TAILERS, F.O.B. NEW YORK: 


Ice skates, 
with shoes 
women, $5.7: 






with shoes, for 
sizes 3 






steady demand 
Stocks are in 


Lanterns, Hylo, 6244c. each; Vic- 
tor white globe, 66%gc.;. Victor, ruby 
globe, 8314c.: Blizzard, 'No 2, $1.08%%; 
Monarch, white sire 66%. : Mon- 
arch, ruby globe, 83 Little Wiz- 
ard, 75c.; -Lite, Pi 0834 D- Lite, 
with large fount, $1.19; Sport, 46c. 


Junior Wagon, $1.50; Buckeye Dash 
Iamp, $1.1633, and No. 39, Railroad, 


$1.5814, and No. 30, Beacon, $2.62% 
each. 
N 3.—On all except Hylo an al- 





.—Demand continues | 
very active with prices uniform. Stocks 


AGE for 


NOVEMBER 24, 


lowance of 25c. per dozen is made on 
orders of three dozen or more. 


LINSEED OIL.—Card prices of Nov. 9, 
in lots of less than 5 bbls., 11.0 cents 
per lb.; in lots of 5 bbls. or more, 10.6 
cents per lb., and Calcutta linseed oil in 





1927 - pecnhe 


bbls. 15.9 cents per lb. This is an ad- | 


vance of 0.3 cents over Nov. 2 prices. 


Boiled oil is 4/10 cents extra per lb., 
double boiled oil, 5/10 cents per lb. and 
oil in half bbls. 7/10 cents per lb. ad- 
ditional. 

NAILS.—Fair volume of business being | 
done. Price reported is $3.35 base per 
keg, on wire nails, but rumors of shad- 
ing are prevalent. 

ROLLER SKATES. — Various 


| 


roller | 


skate contests sponsored by New York | 


papers and school board has helped cre- 
ate some additional demand for this 
fairly active line. Jobbers are appar- 


ently pleased with roller skate sales to | 
Stocks 


date. Prices are unchanged. 
are satisfactory. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK 
Roller skates, extension model, 
steel foot plate, plain steel rolls, web 
heel and toe strap, 72c. per pair; same 
with steel toe clamps, 78c. per pair. 
30ys’ ball bearing, extension skates, 


$1.42 per pair; girls’ ball bearing 
skates, $1.52 per eo 

Accessories, key, 2) each; skate 
wheel with ball be arings, l0c. each; 


ball bearings, lic. per 100; axles, 3c. 
each; toe clamp, 12c. per pair; cotter- 
pin, 15c, per 100; axle nuts, $1 per 
100; axle nut washers, 60c. per 100; 
adjustment binding nuts, 64c. per 100, 
and adjustment binding bolts, 65c. 
per 100. 
SASH CORD.—Fair demand. At press 
time there was no word of any price 
change. Stocks are ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 31c., and Phoe- 
nix No. 8, 38c. to 39c. 
No. 7 is lc. higher and No. 6 is 3c. 
higher on all brands. 
SCREWS.—Sales normal 
fairly steady and stocks adequate. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 

Screws, flat head, bright iron, 75- 
20-50-5; round heads, blued, 7214-20- 
50; round head iron, nickel plated, 
65-20-50; flat head, galvanized, 60-20- 
50; flat head, brass, 7214-20-50; round 
head, brass, 70-20-50. These discounts 
apply to standard screw lists. In 
package 


lots an extra 10 is allowed. 
SPARKLET SYPHONS.—The holiday 


season is expected to bring a satisfac- 


tory volume, for which the trade is now 
preparing. Prices steady, with stocks 
in good condition. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4.00 
each. Sparklets, 9 7/12c. each packed 
in cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts, pin washer, 15c, each; 
piercing pin, l5c. each: tube and 
washer, 50c. each; tube washer, 1dc. 
each: head complete, $2.00 each, and 
Sparkler holder, 50c. each. 


$5.83; Jr. Racer, $3.50 and Racer, 
$4.33. These prices are each and are 
equivalent to a discount of 33% per 
cent off list prices. 

Fire-Fly sleds, No. 9, $1.14; No. 10, 
$1.37; No. 11, $1.71; No. i2, $1.94: 
Racer, $2. These prices are each and 
are equivalent to 40 and 5 per cent 
off list. 

Perfection baby guards for sleds, 
$1 each in case lots and extra 5 per 
cent. 


STOVE SUNDRIES.—The recent cool 
weather has brought an increase in the 
sale of these products. No change ip 
| prices. Normal demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Stove pipe, No. 28 gage, black iron, 
12 lengths in a bundle, 4 in., 13%c. 
each; 4% in., 15c. each; 5 in., 16%4c.; 
5% in., 18c. : 6 in., 2ic. each. 

Stove pipe elbows, omy ron No. 
28 gage, 12 in a bundle, 4 1344¢. ; 


4% in. 14c.; 5 in., 1Se.; ; 5 Ya in., 
16%c.; 6 in., 18c. each. 
Pipe dampers, cast iron, wooden 


handle, 4 in., 8%c.; 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., 104%c.; 7 in., 


13c. each. 
Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3/16 in. diam- 


eter, 12 in a box, 6%4c. each. 

Stove pipe rings, tin, lacquered, 
12 ina package, 4 in., 3%c. each; 
4% in., 3%c.; 5 in., 4%4c.; 5% in., 
434,¢.; 6 in., 5e.; 7 in., 6c. each, 

Stove lifter ond shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6%%c. each. Same with loop 
handle, 12 in a box, 7¥%c,. each. Stove 
pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, 7c. 
each; No, 8, 16c. each. Neverbreak, 
19c. each, Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 
ft., $1.00 and 6 ft., $1.16 each. 

Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Fire shovels, one piece steel, ja- 
panned, 3 in a pan No. 54, 5%%c.; ; 
No. 56, 514c.; No. 57, 9c. each. Gal- 
vanized KI og "No. 256, 7%c.; No. 
257, llc. each. Extra heavy, one 
piece japanned scoops, 6 x 9 in., 
capped end, 16%c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each; 18 x 
18 in., 58c.; 24 x 24 in., T1c.; 26 x 26 
in., 78c.; 28 x 28 in., 88c.; 30 x 30 
in., $1.03; 32 x 32 in., $1.22; 35 x 35 
in., $1.52 each. 


with prices §NOW GOODS.—Early orders on this 


| line, too, have been somewhat neglected. 
| It is suggested by local wholesalers 
_ that some attention be paid to require- 


ments on this line, as in the case of 
sleds and ice skates. Prices are not 


| expected to change. 


WATCHES.—Fairly active at present 
time. Trade expects a lively sale dur- 
ing the holiday selling season. Local 
stocks are considered satisfactory. 
Prices are firm and not expected to 
change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Watches, Pocket Ben, broken lots, 
$1.05; dozen lots, $1.02; 2 dozen lots, 
99c.; GloBen, luminous, broken lots, 
$1.58; dozen lots, $1.53 and 2 dozen 
lots, $1.49. 


WEATHERSTRIP. — With cooler 


| weather this line is expected to become 


| SLEDS.—As in the case of ice skates, | 
| jobbers suggest that sled requirements 
| be studied now with a view of prevent- 


ing shortages when this line will be 
needed most. Usually the first snowfall 
breaks up the local wholesale stock and 


very active. Prices are firm. Local 


wholesale stocks are good. 


| WIRE CLOTH.—Local jobbers report 


| the demand exceeds the supply. Prices | 


are not expected to change. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. ge YORK: 
Flexible Flyers, No. 1, $2.50; No. 2, 

$3.17; No. 3, $4; No. ‘ $4, 33; No. 5, 


that manufacturers have advanced the 
price on copper and bronze wire cloth 
from 35 cents to 50 cents per 100 square 
feet, on galvanized 25 to 35 cents per 
100 square feet and that square mesh 
has been advanced approximately 5 per 


| cent. Jobbers’ prices to dealers are be- 
| ing revised accordingly and new prices 
| should be available shortly. 


Reading matter continued on page 80 
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Suggested 
$7.50 
Assortment 


1 Peerless Tool Kit 
1 Hammer 

1 Chisel 

1 Square 

1 Plane 

1 Saw 

Marking Gage 
Rule 

Mallet 

Plyers 

Screw Driver 
Nail Set 
Oiler 
Gimlet Bit 
Carpenter's 
Coping Saw 
Brad Awl 
Level 
Claw Bar 
Box Asst’. Wood Screws 
1 Box Asst'd. Nails 

1 Package Sand Paper 





Pencil 


ask Pah De pa fh st jh fh fs J ph jh 


These «assortments 
Pickering Hardware Co., 


Contents can be changed to suit stock. 





Courtesy 
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"PEERLESS 





FILL WITH TOOLS and SELL 
for HOME USE or to MECHANICS 


Be a great idea... for you not only sell 
the Peerless Tool Kit, but you sell all the 
assortment of tools with it. Fix up an assort- 
ment and feature it as a special. Hundreds 
of dealers all over the country have been doing 
it for the past four vears. It’s a good money- 
maker. Order in these kits from your jobber 
at once. Don’t delay. 


ANOTHER SPECIAL 


Peerless tool boxes go on 
the running board of auto- 
mobiles—a handy place for 
tools and extra supplies. A 
good gift for the motorist. 
Keep some handy. 





Manufactured by the Makers of the 
Famous Peerless Products for Ford Cars 
4OMCHICIODN ©) 

THE 


Se CORCORAN 


sé MANUFACTURING CO. 
— CINCINNATI 


Cincinnati. 
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Suggested 
$11.50 


Assortment 


Peerless Tool Kit 
Half-Hatchet 
Claw-Hammer 
Brace 

Auger Bits 
Wood Level 
Panel Saw 

Try & Mitre Square 
Tinners’ Mallet 
Plane 

Plyers 


Chisels 

Claw Bar 

Screw Driver 
Coping Saw 

Nail Set 

Screw Driver Bit 
Package Sand Paper 
Carpenter’s Pencil 
Box Wood Screws 
Box Nails 
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Identity 


"Tuere is only one OPAL Wire 
Screen Cloth. 


OPAL is a trade name and trade mark 
registered in U. S. Patent Office and ap- 
plies only to the special high quality, 
zinc-coated-after-weaving product of the 
New York Wire Cloth Co. 


OPAL is supreme in durability, appear- 
ance and all details of merit and value. 
It is the nearest recorded approach to 
absolute perfection and is everywhere 
recognized as the standard of quality by 
which others are judged. 


See that the trade mark name OPAL is 
on the label and on the identity tag at- 
tached to end of each roll. 


Manufactured only by 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden and antique bronze. bright copper. 


zinc-coated and black enameled screen cloth- 


342 MADISON AVE. NEW YORK Works -York.Pa. 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928.-L. P. Biggs, secretary 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, ‘Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 

IpaAHo Retart HarpwareE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
be held at the Cadle Tabernacle. G. F. Sheely, secre- 
tary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa Retart HarpwWaRE ASSOCIATION CONVEN- 
TION AND ExHIBITION. Des Moines, Feb. 14, 15, 16, 17, 
1928. A. R. Sale, secretary-treasurer, Mason City. 

KENTUCKY HaArpwarRE & IMPLEMENT ASSOCIATION 
CONVENTION AND ExuHrBiTIoN, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 

LovIsIANA Retait HarpwareE IMPLEMENT AsSO- 
CIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuiBITION, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

MINNESOTA RetaiL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

MississipP1 RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

Missourr RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exursition, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MonTANA IMPLEMENT AND HarRDWARE ASSOCIATION 
ConvENTION, Butte, Feb. 6, 7, 8, 1928. A. C. Talmage, 
secretary-treasurer, Bozeman. 

MountTAIN STATES HARDWARE AND IMPLEMENT 
AssociaTIon ConventTION, Denver, Colo., Jan. 17, 18. 
19, 1928. rg eg Hotel. W. W. McAllister, sec- 
retary-treasurer, P. O. Box 513, Boulder, Colo. 

NATIONAL RETAIL HarpWaRE ASSOCIATION CoN- 
GREsS, Boston, Mass., June,:1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION. Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 

New EncLaAnD HarpwarE DEALERS ASSOCIATION 
CoNVENTION AND ExuisitTion, Mechanics Building, 


Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 


New York State Retart HarpwARE ASSOCIATION 
Convention, Rochester, Feb. 7, 8, 9, 10, 1928, Head- 
quarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, ' ‘secretary, 
City Bank Building, Syracuse. 

NortH Dakota. RetaiL Harpware ASSOCIATION 
CONVENTION AND ExuisiTIon, Minot, Feb. 14, 16, 
1928. Exhibition at the Parker Auditorium. C N. 
Barnes, secretary, Grand Forks. 


Onto HarpwArE ASSOCIATION CONVENTION AND 
ExusittIon, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles*L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. 

Orecon RetaiL HARDWARE & IMPLEMENT DEALERS 
AssociATION CoNvENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spokane, 
Wash. 

Paciric NortHWestT HarpwarRE & IMPLEMENT AsS- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

SoutH Dakota RetaiL HarDWARE ASSOCIATION 
CONVENTION AND ExuisiTion, Coliseum Building 
Sioux Falls, Feb. 27, 28, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
AssocIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga.. 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION ConvENTION, Los Angeles, Feb. 21, 22, 23; 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

TexAS HARDWARE AND IMPLEMENT. ASSOCIATION 
CONVENTION AND ExuisiTion, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary. College Station. 

VirRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExursitTion, Jefferson Hotel, Richmond, Feb. 
21, 22, 23,, 1928. Thos. B. Howell, secretary, 602 Broad 
Street, Richmond. 

West VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 

WeEsTERN Retrart HarpwareE & IMPLEMENT AsSSO- 
CIATION CONVENTION, Hotel President, Kansas City, 
Mo., Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, 
Abilene, Kan. Western Hardware Show in connection. 
All hardware exhibits concentrated in Convention Hall 
under management of L. W. Shouse, Kansas City, Mo. 

Wisconsin RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND ExHIBITION, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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Lightweight— 
plus strength 
plus compactness 
plus flexibility 
plus low price 


Light weight combined with strength is a talking 
point important to any hauling job. It makes for 
easier handling and more secure binding. ACCO 
Steel Loading Chain, per unit of weight, is far 
stronger than any other welded chain made by us 
for general uses. 


Close links give greater flexibility. Special Steel 
and improved methods of electric welding provide 
uniform strength and quality. 


The popularity of ACCO Electric Welded Steel 
Loading Chain has increased our production to a 
point where low price is assured. 


You can easily identify genuine ACCO Electric 
Welded Steel Loading Chain. It is furnished in 
bright finish, with an octagonal tag every fifty feet, 
and in addition, the links are stamped with the 
name ACCO every ten feet. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
District Sales Offices: Boston Chicago New York 
Philadelphia Pittsburgh San Francisco 
In Canada: Dominion Chain Company, Limited 
Niagara Falls, Ontario 


‘~~ ACCO 


Bettis ,, 
Cie Rd Courtesy of the 
~ International Harvester Co, 


Electric Welded Steel Loading Chain 
Compactness and Strength combined 
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Miscellaneous Chain 


Porch Swing Chains 
Hammock Chain 

Sash Chain 

Dog Leads 

Dog and Kennel Chains 
Wagon Chains 


Coil Chain, Welded and 
Weldless 


Plumber and Safety Chain 
Log or Binding Chain 
Well Chain 

Trace Chains 


Harness Chain 


Butt Chains 

Heel Chains 
Breast Chains 
Halter Chains, etc. 


Harness Hardware 


Rings, Squares 
Loops and Dees 
Bits 

Hame Clips 
Toggles, etc. 























Illustration of a piece of 9/32” ACCO Electric Welded 
Steel Loading Chain, before and after testing. 6,250 
pounds, 414 times the rated working load, was nec- 
essary to pull this chain stiff. 





Abproximate Sa 
Weight Per Pull “‘stiff’”’ Working 
Size 100 feet, lbs. under test Proof Test Load 


3/16” (7/32") 45 lbs. 3100 lbs. 1600 Ibs. 1000 Ibs. 
7/32" (8/32") 60lbs. 4000 Ibs. 2000 Ibs. 1300 Ibs. 
1/4” (9/32") 75lbs. 5200 lbs. 2500 Ibs. 1750 Ibs. 
9/32” (10/32”) 95lbs. 6250 lbs. 3000 Ibs. 2000 Ibs. 
5/16"(11/32") 110lbs. 7500 Ibs. 3500 Ibs. 2400 Ibs. 








3/8" (13/32") 160lbs. 10,250 Ibs. 5000 Ibs. 3500 Ibs. 
7/16” (15/32) 215 lbs. 15,000 Ibs. 7000 Ibs. 5000 Ibs. 
1/2” (17/32") 285lbs. 18,000 Ibs. 9000 Ibs. 6000 Ibs. 


5/8" (21/32") 430lbs. 27,500 Ibs. 13,500 Ibs. 9000 Ibs. 














WEED TIRE CHAINS 
Now is the time of the year 
to make WEED TIRE 
CHAIN profits. Have your 
jobber go over your stock— 
ask him for counter and 
window display material. 








i 
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Little yarns that others have e << 
a 


over culled from various sources. 


contemporary puts it: 
have been copied, the rest will be.” 


“Some of them 











gee 

“Shut the door,” yelled the rough man. 
“Where were you raised—in a barn?” 

The man addressed complied, but the 
speaker, looking at him a moment later ob- 
served that he was in tears. Going over to 
the victim, he apologized. 

“Oh, come,” he said soothingly, “you 
shouldn’t take it to heart because I asked 
if you were raised in a barn.” 

“That’s it, that’s it,’ sobbed the other 
man. “I was raised in a barn, and it makes 
me homesick every time I hear Fal ass 
bray.”—Selected. : j 


TRY AN OLD BOOK STORE 
A bald-headed man, who has heard that 
the hairs of our head are numbered, wants 
to know if there is not some place where 
he can get the back numbers. 


Departing Guest—“Enjoyed ourselves? 
Oh! yes! What I am upset about is leav- 
ing your hotel so soon after I’ve bought 
hg 

“Mother,” said Bobby, “why does dad 
always speak of his money as the cold 
cash?” 

Mother—“I don’t know, son, unless it 
makes him shiver to part with it.” 





A clothing dealer had to go down town 
to see about his insurance, and he left the 
shop in charge of his son, Joey. 

“You understand the price marks, Joe?” 
he said. “Five dots for $25, six dots for 
$30, and so forth.” 

“Sure, father, sure,” said Joey. 

When the man got back his son, Joey, 
said: 

“I had pretty good luck, father. I sold 
three pairs of $5 pants and six of them 
$55 suits.” 

“But look here, Joey, we ain’t got no 
$55 suits. Our $35 suits is the highest. 

“Then the marks is wrong, father.} 

The clothing dealer lifted his eyes and 
hands solemnly heavenward. 


“Joey,” he said, “God bless them flies.” 





Gruff father to son—“Why don’t you 
get out and find a job. When I was your 
age I was working for $3 a week in a 
store, and at the end of five years I owned 
the store.” 

Son—“You can’t do that nowadays. 
They have cash registers.” 





Church notice in the Manchester (Eng- 
land) Guardian: “Services at 10.30 a. m. 
Subject: ‘The Three Great Failures.’ 
Choir. Sermon. Pipe organ offertory.” 





The preacher had been exhorting long 
and loud on the evils of liquor and fin- 
ished by stating that agents had confis- 
cated a carload of whiskey, champagne, 
etc., which was to be destroyed by dump- 
ing same into a nearby stream. Continu- 
ing, he said, “We will now close by sing- 
ing hymn No. 213, “Shall We Gather at 
the River.” 


What we would like to see is a real 
cure for baldness that can’t get pushed 
over on one ear when you take your hat off. 


“How yo’ all getting dlong with yo’ 
‘rithmetic, Sam?” 

“Well, I don’ learned to add the aughts 
all right, but de figgers bother me a lot.” 


Teacher—“If coal sells for $10 a ton 
and you order $50 worth, how many tons 
will you get?” 

Tommy—“A little over four tons.” 

Teacher—“Why, Tommy, that’s not 
right.” 

Tommy—“I know it’s not right, but 
that’s what they will give you.” 





WE DON’T KNOW. DO YOU? 





Here lies the body of Samuel Crane, 
Who ran a race with a speeding train. 
He reached the track, got near across, 
But Sam and his car were a total loss. 
The sexton softly tolled the knell, 
Speeding Sam on his way to—well, 
If he’d only stopped to look and listen, 
He'd be livin’ now instead of missin’. 





“Before he married me;* he said he’d 
move Heaven and eartt#’for me.” 

“And then?” . 

“Oh, now he’s raising hell.” 





“I think Salome’s dance before Herod 
lacked originality.” 

“Why?” 

“It was just a take-off from start to 
finish.” 





Teacher—“William, how many bones 
have you in your body?” 
William—“Four hundred thousand.” 
“That’s a great many more than I have.” 
“But, teacher, I had sardines for lunch.” 





A man recently fainted three times at 
his own wedding, but it was no use. They 
waited until he came around, and he was 
married just the same. 





Two darkies were reading the inscrip- 
tions on tombstones in a cemetery. One 
of them let out a raucous “Haw! Haw!” 
and when the other came up he pointed to 
the inscription on the tombstone, which 
read: 

“Not Dead, But Sleeping.” 

“Haw! Haw!” laughed the darky. 
“He ain’t foolin’ nobody but hisself.” 





“And did you have a_ honeymoon, 
Mandy ?” asked the mistress of her colored 
laundress. 

“We-e-e-ll,” was the hestitating response, 
“Rastus done he’ped me with de washin’s 
de fust two weeks.” 





They say the English have no sense of 
humor, but a friend just back from Lon- 
don reports seeing a typical Englishman 
driving a dilapidated Ford which had a 
sign on the back reading: 

“For King, for Country, for SALE.” 
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In buying Tubular and Clinch Rivets these 
three points should be carefully considered: 


1. The metal form from which they are made. This 
is mighty important because of its direct bearing 
on the driving and setting qualities of the rivets. 


. How are they made —that is, are the details of 
manufacture such as to ensure the best results? 


. Who makes them? Tubular and Clinch Rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, that 
our prices are based on honest values. 


TATKT TTT 


TUBULAR RIVET & STUD 
cut ageresres, COMPANY 


J. T. McDEVITT 
Postal Telegraph Building 


San Francisco, California B O S TON 


S 
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CHALLENGE 


Refri gerators 








Hardware Stores 
Can Sell Refrigerators 


Many hardware merchants have for years sold 
Challenge refrigerators. Now with the increased 
public interest in refrigerators hardware stores 
can do more business than ever with this line. 
Ice refrigerators continue to form the big market. 
Few families can afford the mechanical kind. The 
Challenge line is broad, starting with a well made 
but low price double-walled kiln-dried hardwood 
icebox within the reach of the most modest in- 
come, and grading on up to the all porcelain Ice- 
berg with 18 walls of insulation. Write us or 
your jobber about the agency. 


CHALLENGE REFRIGERATOR COMPANY 
GRAND HAVEN, MICHIGAN 


One of the oldest and largest refrigerator manufacturers 








Our Sales Opportunity in the 
United States 
(Continued from page 55) 


who will remember us with a standardized memory!! 

The point I am trying to make in the above rough 
picture of modern conditions is that each American 
today demands far more service than he has ever de- 
manded before. This service is rendered to us in many 
forms and we are compelled to pay monthly for the ser- 
vice. Now, in turn, owing to the convenience of this 
service and to the time it has saved us, we, in our jobs, 
as individuals, as manufacturers, as jobbers and as re- 
tailers must render a greater service to the public in 
return. 

This, however, is just where the hitch comes. All of 
this address up to this time leads up to this point, i. e., 
if we receive enough compensation for our specialized 
service to pay all these bills for the service rendered us 
and have a surplus over to take care of our pleasures, old 
age, etc., everybody is happy and the goose hangs high. 
If, on the other hand, ‘after paying for all the service 
rendered us, we ourselves, by reason of our lack of 
ability or the conditions that surround our particular 
industry, are not able to earn enough from the service 
we render to pay for the service we receive, there is 
trouble and discontent, and this is where Communism 
starts. The Communist, or the Radical, is the man who, 
measured by our present-day standards, is a failure. 
His failure simply means that he is not able, by what he 
has to offer in the way of service to his fellow men, to 
pay for the things he wishes in the way of service. Such 
being the case, this individual believes that the present 
system is all out of gear and that the only proper thing 
to do is to destroy it and start some other system! That 
is all there is to Communism! 

All of the above may be called generalizing, but the 
principles laid down affect you individually and they 
affect your business. They affect your success, your 
family and your outlook on life. Let me get down to 
tacks in talking to this great gathering of automobile 
equipment manufacturers and jobbers. What is the bone 
of contention between you? If you will analyze it and 
boil,it down to its simplest form, it is merely a question 
of whether the manufacturer is deriving more for his 
service than he is willing to give to the jobber for his 
service. The bone of contention between the retailer and 
the jobber is exactly the same thing. This is true, not 
only of the automobile industry but also of every line 
and every industry in the United States. It is all a 
question of the “divide.” It is a question of whether 
we are getting our share for the service we render. 

Now, allow me to talk rather plainly. A man who has 
the ability to sell ten million dollars’ worth of goods per 
year, to pay a force of one thousand employees, to build 
up this business, to develop it or to handle it, is entitled 
to more for the service he renders than a man who sells 
one hundred fifty thousand dollars per year and manages 
only five clerks! The one man has greater ability and 
renders a greater service than the other. He necessarily 
should receive the reward for what he does. Therefore, 
following my theory, if the jobber who does a small 
business sees the manufacturer who does an enormous 
business receiving a greater income than he does and 
spending his income for luxuries that he cannot get, he 
should not be discontented. He should accept the situa- 
tion as a natural condition. On the other hand, the re- 
tailer doing a small business should not, in the nature of 
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the case, expect to earn the income of a jobber nor live 
like a jobber! 

One of the greatest troubles today in this country is 
what we call extravagance. Now, extravagance does not 
consist in the amount of money that you spend or that 
I spend. Extravagance consists in the amount of money 
that you spend or that I spend in proportion to the amount 
of money we have the ability to earn. One’ man can 
squander a thousand dollars on some whim without 
being extravagant while another man cannot squander a 
hundred dollars on a whim without being excessively ex- 
travagant. But let all this pass. 

It simply means that I recommend to the man who is 
conducting a peanut stand on the corner that he adjust his 
living expenses to the capacity of a peanut stand to pay 
them. If he does not, there is sure to be trouble. If a 
retailer conducting a little business attempts to live 
beyond his income, then follows not only discontent but 
heart-burnings and trouble generally. So I might carry 
the illustration on to jobbers and even to manufacturers. 

However, back of all this I see another thing, i. e., our 
real happiness does not come from the amount of our 
expenditures but from the state of our mind. I believe 
a man conducting a peanut stand if he has the right kind 
of mind, can be just as happy as the man at the head of 
the General Motors Corporation, and the chances are that 
he can be happier. 

Here in the United States, we have mixed up too 
much the idea of money and happiness. We have at- 
tached too much importance to money, and only those 
who have become possessed of a large amount of money 
and who have attained great power realize the futility of 
the whole thing when it comes to real happiness. I am 
told that James Stillman, one of our greatest bankers, a 
man who, by unceasing effort, built up the most powerful 
banking institution in this country and who acquired for 
himself one of our largest fortunes, died a discontented 
and unhappy man. He found, just as thousands of others 
have found, that happiness does not come from acquisi- 
tion. 


CONCLUSION 


Now, in conclusion, let me presume to give your great 
association a little advice. Will you allow me to preach 
to you just a little bit? First of all, remember that there 
is a new and more important element in business than 
has ever existed before. That element is not buying or 
selling. It is service. It may bea platitude. Neverthe- 
less it is true that those who succeed best in this day in 
business are those who serve best. 

Think not only of your own business in your buying 
and selling; in the apportionment of your funds, but 
think of the welfare of the industry in which you are 
engaged. There is a fierce battle on today, not only 
between merchants in the same industry. There is a 
greater battle between industries. Do your part to help 
your whole industry. Back of all successful business, 
and I may be old fashioned to.say it, are the principles 
of integrity and truth. ; 

Let me say to you manufacturers : In dealing with your 
jobbers be straight shooters. Do not straddle issues. 
Lay your cards on the table. You may lose a few ac- 
counts but by this policy you will gain hundreds. 

Allow me to say to you jobbers: Shoot straight with 
your manufacturers. Be willing, not only to see your 
side of a proposition, but also their side. 

In my own lifetime I have seen a tremendous change 
in the character of the great business leaders in this 
country. In my early days the typical captain of industry 
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Sure Pominder 
A man may tie a string on his finger and 
then forget what it was for, but the Cleve- 


land Metal Display Drill Cabinet will surely 
remind him of his drill needs. 


It’s doing it daily for hundreds of dealers 
and doubling their drill sales, not only to 
regular drill users, but to many home owners 
who own hand or breast drills and require 
different size drills from time to time. 


This attention compelling Olive-green 
Cabinet holds a complete stock of Cleveland 
Twist Drills in the sizes and styles most 
called for. You are not asked to buy Cleve- 
land Twist Drills to secure one. We sell 
it to you at less than quantity production 
cost to us— 


$20.00 f. o. b. Cleveland 


Made to order it would cost 
double the money. It is made by 
one of the leading American mak- 
ers of high grade steel office equip- 
ment. Send coupon for full details. 











11-24-27 
The Cleveland Twist Drill Co., Cleveland, Ohio 
Gentlemen: Please send complete information about your 


Cleveland Metal Display Drill Cabinet. 
Dealer’s Name 
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was a pirate and a buccaneer. He fought his competitor 
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with a blackjack. He trained his salesmen in all kinds of 
tricks and chicanery. I could name a long list of the 
great merchants of the past generatiofi who would come 
under this heading. They were pioneers in a pioneer 
country. They did their work in a pioneering way. 
With the evolution of the country another and a dif- 
ferent class of merchants has come to the front. This 
class of merchants I would call the conciliators. They 
may not have been any more unselfish at heart than our 
old buccaneers, but they knew that business had to be 
done on a different basis and therefore, instead of black- 
jacking their competitors they sat around the table with 
them. In this class of merchants, as an outstanding ex- 
ample, was the late Judge Gary of the U. S. Steel Cor- 
poration. The Judge was always conciliatory. He sailed 
the ship of the Steel Corporation by many rocks, politi- 
cally, commercially and otherwise. He brought it into a 
safe harbor with a surplus of six hundred million dollars. 
Now, gentlemen, if I may be permitted to say it, it 
seems to me that in the automobile business some of you 


are still in the buccaneering stage! From what I read in 
‘he papers and from what I hear, one great automobile 
concern is just about ready to blackjack its competitors. 
Yours is a new industry. You are just passing out of 
the buccaneering stage. After a while, I am led to be- 
lieve, the great men in your industry will become con- 
ciliators. It will be found that there is glory enough for 
all and profit enough for all. At any event, with the 
facilities today for competition, unless there is, back of 
the sales managing, a genuine and sincere feeling of 
conciliation toward competitors, the end must necessarily 
be chaos and bankruptcy. 

Now, the problem before the automobile industry in 
the future is going to be whether its leaders will lead 
sanely, moderately and with the conciliatory spirit or 
whether the industry itself, as it now exists, will have to 
go to smash as a result of a battle of giants, and then be 
rebuilt by another, more clear-headed, more humane 
and more civilized class of leaders. 





Encourage “ Comebacks ”’ 


F the hardware dealer employes the following formula 
and demands that his clerks adhere to this rule the 
store’s future is literally “made.” 

“Multiply the customer’s buying power by inducing 
the purchasing of merchandise which will leave so favor- 
able an impression that the customers will come back 
to you.” 

Filling an order or making a sale is comparatively 
simple; it is sending customers away with a desire to 


return to your store when making more purchases in 
your line, that really counts. A suggestion, a helpful 
hint or an inquiry to jog the customer’s mind all impress 
the latter with your thoughtfulness. The hardware 
dealer who shows a real interest in the customer’s needs, 
no matter how small the purchase, is building for future 
business, and when the woman requires some other article 
you carry, she is not going into Smith’s or Jones be- 
cause it is handier but to you because you have impressed 
her with your service and interest in her purchase. 





Everybody’s Business 


(Continued from page 56) 


given us containers for liquids and food, bulbs for in- 
candescent lights and magnifying devices to bring into 
our range of vision not only the most distant stars, but 
some of the smallest germs that prey on the vital tissues 
of human bodies. 

Mendel never dreamed what he was doing for human- 
ity when he started his study of heredity by experiment- 
ing with a few garden peas. The discoverer of metallic 
calcium had no idea that this seemingly useless metal 
would find service as a generator of hydrogen in deep- 
sea sound-detecting devices during the war. The people 
who converted gasoline from a smelly nuisance around 


oil refineries into a wonderful fuel, never realized how 
greatly their work would influence world transportation. 

Thousands of such developments in the span of a few 
years have brought us to. believe that there is no such 
thing as a product, a process, or even a faith that does not 
alter with time. Nor does the average thoughtful Amer- 
ican deceive himself into believing that our mad plunge 
ahead into an unexplored realm has been accomplished 
without surrounding our lives with a multitude of evils. 
We find comfort in knowing that folks live longer, do 
less back-breaking labor and lead fuller lives. But few 
are so foolish as to assume that life can be revolutionized 








SEND US PHOTOS OF YOUR CHRISTMAS DISPLAYS 


Each issue of HARDWARE AGE contains pictures and stories giving the experi- 
ences of other hardware men with window and store displays. 
dows and store displays are just as interesting to the other fellow as his 
are to you. Have a good photographer take pictures and send them to us 
with particulars and we will be glad to pay for the mechanical cost of them. 


Your win- 
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in such a startling manner without our having to pay in 
some way for the numberless benefits derived. 

We are not alarmed over the charges of our critics 
that the United States has become soft-headed in its 
humanitarian efforts and is building up an army of para- 
sites. Nor are we greatly disturbed by the assertions of 
a few psychologists that our newly-created conditions 
have so lessened the need for physical effort that many 
human senses have been dulled through non-use. Nature 
has devoted so many millions of years to developing the 
human body that while all else may have changed with 
lightning speed, our physical selves remain practically the 
same. In fact, recent exhaustive tests indicate we still 
retain the sight and hearing of the savage notwithstand- 
ing our artificial environments. 

‘Instead of worrying over the destiny of humankind, 
let us develop a sufficient sense of humor to carry us 
cheerfully along while we do our best to solve current 
problems. Let us get amusement out of our fads and 
half-baked theories without taking the whole thing too 
seriously. In spite of eugenics, we will go on breeding 
slow minds and quick ones, for Nature clearly recognizes 
the danger of having a world made up only of fast 
thinkers given to snap judgments. 

We will get along better and have fewer disappoint- 
ments if we open our eyes to several truths. First, there 
is the fact that our machine age to date is a failure when 
viewed from the standpoint of a higher culture. It is 
one thing to remodel a factory quickly, and quite another 
to speedily effect any marked change in human instincts. 
It is perfectly clear that a majority of our people at 
present do not want to be cultured. They prefer bodily 
to mental exercise and are not easily sold on the notion 
that as much pleasure can be derived from arduous in- 
tellectual occupations as from patronizing things that are 
stirring and sensational. 

Science, invention and competition forced us into a 
day of mass production, so it is only natural that in our 
inexperience we are trying to standardize art and litera- 
ture as we have shoes and shirts. Nor is it surprising 
that our less scrupulous leaders are also bent on securing 
control of mass opinion. The introduction of the radio, 
the moving picture, and the chain newspaper has sup- 
plied an opportunity for a few people to bring education 
under the direction of great trusts in much the same 
way as iron and oil are controlled. 

We are fooling with tools, the proper use of which 
we do not yet fully understand. Mechanical production 
has gone ahead so fast that advertising and selling 
methods have been unable to keep up. Th hat is why we 
are now witnessing the greatest effort the world has 
ever known to increase consumption. In order to sell 
still more goods, industry joined hands with science to 
force people to be continually discarding the old for the 
new. Every effort has been made to play on our vanity 
and make us acutely conscious of style. 

Recognizing the futility of a policy that makes the con- 
sumer buy more than he needs or wants, straws’ now 
indicate a turn in the wind of business opinion. Just as 
we cannot continue feeding the human body without 
giving it time to digest and assimilate the food that has 
already been eaten, so we cannot go on supplying and 
utilizing every new idea and invention without stopping 
occasionally to let the laggard sectors of our industrial 
front catch up. It is for this reason that the present 
efforts to effect greater centralization of industry and to 
create huge international trusts is rapidly becoming the 
major movement and the biggest problem of the day. 

In the era we are entering operations will be on such 
an immense scale that radical changes in methods, models 


89 








Stock the Line 
Carrying the Least 


Sales Resistance 





The Repair Man 


who tries out a 


MORSE > 


No. 728 Adjustable 


Reamer 


will come 
back for 
a Set. 









These 
Reamers 
have a wide 
range of ex- 
pansion (from 
1/16” in the small- 
est to 5/16” in the 
largest). 


With a set of 13 Reamers a hole of 
any desired size from 15/32” to 
2 3/32” 


can be reamed. 


These tools are especially adapted 
for Quick Service. Every Garage 


and Repair man should have a set. 
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W BEDFORD ,MASS.U.S.A. 


Everywhere Sell 
Cutters, 
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= Winter Tools 


Hay Knife 









An 
Ideal 
Tool 
for 
cleaning 
Barns 
and 
Poultry 
Houses 


IWAN 
Barn and 


Poultry House Scraper 





as well as 
Summer Tools 


IWAN Tools are easy to 
sell because they are 
widely known for their 
quality and performance. 
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And now come IWAN 
Winter Tools—the IWAN 
Icy Walk Cleaner and the 
IWAN Avalanche Snow 
Pusher. 


== SS 


= 


The IWAN Icy Walk 
Cleaner, besides being a 
most serviceable tool for 
icy walks, also affords a 
year ‘round market with 
garages, roofers and 
cement contractors. 
Strongly made in two 
sizes with blades of high- 
carbon steel securely 
riveted to the sockets. 
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The IWAN Avalanche 
Snow Pusher is just the 
tool for residence walks, 
stores and other places 
where large _ surfaces 
must be cleaned of snow 
and slush. Two sizes, with 


blades of high-carbon 
shovel steel. 
IWAN 
Please order 
from your Icy Walk 
Jobber. Cleaner 


IWAN BROS. 
South Bend, Ind. 


Mfrs. of post hole 
augers, diggers, hay 
knives, snow or barn 
scrapers, revolving 
chimney tops, wire 
conductor pipe hang- 
ers, ditching spades 
and drain cleaners. 





IWAN 
Avalanche Snow Pusher 
eee 








and materials will become far less frequent because of 
the heavy losses incurred in scrapping equipment. A 
new character will be given to our business advance. 
Management will be in the hands of fewer men, and 
new ideas and inventions will be substituted periodically 
in mass instead of one at a time. Many discoveries of 
great merit will be laid on the shelf until the time is 
opportune for their economical introduction. Quality 
will again rank with style, and while the tendency to hold 
back may make life less thrilling, there will not be so 
much confusion concerning the course and bearings of 
America’s industrial ship. 


Christmas Merchandising Ideas 


U arte gifts of all descriptions were featured in 
all the advertising done by F. B. Lomas in 
Cresco, Iowa. High grade aluminum ware, 
enameled ware, glass baking ware, cutlery, sporting 
goods, washing machines and vacuum cleaners also en- 
joyed a good sale. This company made a point in all 
its advertising to suggest an item of especial interest to 
each member of the family. 


ARRETT Hardware Co., Joliet, Ill, held a big 

Christmas opening last year. All the Christmas 

displays were in place and several manufacturers 
representatives were on hand to help with the demon- 
strations. Over two thousand people visited the store 
on the day of the opening and received carnations and 
other souvenirs which were given away. Each year this 
company has a spring opening, but the Christmas open- 
ing followed a special sales policy adopted several 
months before Christmas. 


N, or about Dec. 10, the Hokah Hardware Co., 

Hokah, Minn., takes out all the stock in the center 
, of the main sales room and puts in special tables 
with elevated shelves. A canopy was built over the 
table to give it a display booth effect at both sides and 
both ends. Christmas crepe paper trimming and elec- 
tric lights were liberally used. Breakable toys were put 
a little out of reach of the youngsters, but others were 
placed low enough to let the kiddies handle them. 


N ordinary ammunition box mounted on four legs - 
about three feet long and cut from 2 by 2 stock is 
used by J. J. Moreau & Sons, South Manchester, 

N. H., to display colored twine during the month of 
December. Small balls of red and green twine at five 
cents each and larger ones at ten cents each sell very 
rapidly by this method. The box holds about 50 balls 
and must be refilled two and three times a day the week 
immediately preceding Christmas. The other three weeks 
the stock is replaced daily. Moreau uses about 20 such 
display stands to show sponges, and other small items. 
These display boxes are covered with crepe paper or 
painted and make easily constructed, simple yet effective 
display stands. They are easily moved to any desired 
point. During the holiday season holly paper is used 
as a decorative covering. 
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Winters Solves Color Card Display 


Problem in Neatness Quest 
(Continued from page 47) 


as “Devoe Paint, Gloss, for Outside Use.” This divided 
the color cards into the various kinds of paint for the 
various uses. Over the color cards was placed a plate 
glass strip, cut into sections to avoid breakage. 

The front strip of the counter and the main part back 
of the glass were covered with thin oak flooring, dressed 
to thickness of the glass, then varnished to leave the 
natural oak finish. 

The result is extremely satisfactory. The counter 
looks better than it did, it serves a purpose as a display 
for color cards and is just as useful for serving the cus- 
tomer. The cost was small, people like the idea and it is 
so much easier to show the customer all of the colors 
that Mr. Winters believes it will mean added sales. He 
says: 

“If you think the idea is at all valuable, pass it along.” 
We do, and here it is. 


Color in the Hardware Store as a 


Sales Aid 


(Continued from page 46) 


plan helps our salespeople as much as it does shoppers, 
for it enables them to quickly lead a customer to the 
articles she asked to see. We expect this arrangement 
to prove very useful during the coming holidays, when 
fast selling is particularly desirable. It is also a plan 
that lends itself well to self-help selling. Shoppers find 
it agreeable to examine our display when the clerks are 
all busy. ; 

“Before the orange paint was applied to our fixtures, 
the crockery department was a colorless mass from 
which it was difficult to single out particular objects. 
Now, our color effect can be seen easily from the side- 
walk, and we are convinced it draws many customers 
into the store that, in our pre-orange days, passed right 
by. 
“This,” remarked Mr. Walker, “is the day of color. 
The people of today are keyed for it, and remain un- 
aware of a merchant and his goods if he does not keep 
pace with their taste. In the old days merchandise 
glamor may have been produced by soft lighting, toned 
down colors and refined effects, but now something else 
is required. 

“A merchant, to be thoroughly successful, must re- 
arrange his selling orchestra to meet the demands set 
by the color in the home idea.” 


Verified News of Retail Stores 


Rowe & Wilkinson, Cucamongy, Cal., have taken over the business of 
Samuel Rowe of that place. 

Wilshire Hdwe. Co., 1245 Wilshire Boulevard, Beverly Hills, Cal., has 
recently opened. 

Gordon Perault has succeeded V. A. Fenner in the hardware store at 
186 Washington Avenue, Richmond, Cal. 

Paonia Hdwe. Co., Paonia, Colo., has recently been incorporated and is 
open for business. 

W. C. Wilkins Co. has taken over the business of B. D. Harris in Web- 
ster, Fla. 

Mathis Hdwe. Store has been opened recently in Nashville, Ga. 

De Splinter Bros. have bought out Harry Wilson in Annawan, IIl. 

Smith & Crawford have succeeded A. L. Murfin in Vernon, III. 

John H. Hoover is now the sole owner of the Hoover Hdwe. Co. in 
Dunkirk, Ind. 

L M. Hodges of Cumberland, Iowa, has taken over the business of 
Arnold & Arnold. 

William H. Meier is continuing the business of the late H. L. Failing 
in Hartley, Iowa. 

L. H. Fuhring has succeeded Wilson-Beach in Garnett, Texas. 

West Monroe Hdwe. & Furniture Co. has recently been organized and 
incorporated in West Monroe, La. 








Sell Poultry Supplies 


LEADERS 
A KEP Need/ 


ADD to the profits of your business with a live 
line of poultry supplies such as Oakes. There’s 


a complete line of Oakes Quality Products—all 
will make money for YOU. 





No. 3 is the Oakes Furnace 
Brooder—rcapacity up to 1500 
chicks; keeps all of them 
warm all of the time; burns 
soft or hard coal. 


No. 4 is the Oakes Adjust- 
able Roof Saddle for coal 


No. 1 is the Oakes Best Yet 
Feeder—can’t be beat for feed- 
ing large flocks of any kind 
of mash; sold with or without 
stand as shown. 


No. 2 is the 
Oats Sprouter—the simplest, 
most economical device on the burning brooders—saves special 
market for providing fowls chimneys and fits any kind of 
with green food in winter time. _roof. 


“Sun-Lite” 


These are only four seasonable items 
from the complete Oakes line of nearly 100. 
You can sell all of them! 


Below is shown the hall-mark of quality on 
poultry supplies. The Oakes trademark means 
“the standard of the world.” For twenty years 
Oakes quality and prestige have been steadily 
increasing. Hardware dealers everywhere are 


finding this THE line to carry. 


Write today for complete illustrated Oakes 
catalog and special “new dealer’s proposition.” 


Oakes Manufacturing Co. 


347 Dearborn St. 


TIPTON INDIANA 


Quatity 
POULTRY SUPPLIES 
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Make 

SIGNS 
Sell 
Paint 











Now is the time to dis- 
play a neatly lettered sign 
reminding customers that 
it is time to paint. 


Anyone can make neat 
SIGNS with the STEN- 
CILOR, as no previous 
experience is required. 


Our Illustrated Folder 
and Samples of Signs 
will be sent on request. 


DISPLAY MATERIAL COMPANY 
774 Grand Ave., ST. PAUL, MINNESOTA 


Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 
New York, N. Y. 


Canadian Agents: DISPLAY CARD COMPANY, LTD., Brockville, Ont. 
































Metal Frame or Wood Frame 


Cloth Window Ventilators 


Some customers prefer wood ventilators 
and others prefer metal, but all are 
satisfied with Continental Quality. 

The standard for over 25 years. 


They ventilate perfectly, keeping out drafts, soot, 
rain, dirt or snow. Sizes adjustable for all 
windows. 


Continental Jobbers in all cities. Keep stocked. 


CONTINENTAL SCREEN CO. 
1323 Book Bldg. Detroit, Mich. 











Christmas Time Is Harvest Time 
(Continued from page 44) 


sides and the special Christmas folder to the entering 
workers. Finished at the first place, they proceeded to 
others which began operations later in the day and went 
through the same process. At night, when other places 
which they couldn’t cover in the morning dismissed, they 
were on hand, and thus succeeded in practically cover- 
ing industrial Findlay in one day. 

This was the last day of school before the holidays. 
Santa, accordingly, visited different school neighborhoods 
when these were letting out at noon, and in the after- 
noon and when sessions resumed in the afternoon. He 
was attired then as throughout the day, a rope of jingle- 
bells about his neck and a huge pack upon his back. 
The pack was light, though stuffed to overflowing, an 
empty electric cleaner carton, tied with ribbon and la- 
beled, “Mother’s from Dad,” at the top. He was 
instantly surrounded at every appearance by a mob of 
tugging children. To these he bent a listening ear, with 
them he jested, as he handed out folders, saying, “Take 
this home to Mother, she’ll be interested in reading it.” 

When not thus occupied, morning and afternoon and 
evening, he distributed literature in the office buildings 
and circled about town and into the nearby residential 
districts, returning to the store at frequent intervals with 
a mob of clamoring youngsters tagging his heels. 

The store was his reception hall, toys having been 
placed immediately within the door at one side and the 
electric cleaner and other appliances at the other. Chil- 
dren and elders came in droves and clustered about the 
various displays. 

Many letters were received from children in Findlay 
and in the nearby rural sections, most of them requesting 
toys, of course. The letters were answered on store 
stationery by the wife of the man in charge of cleaner 
sales,’ the replies being addressed to the children, and 
enumerating the things asked for and requesting that the 
parents call at the Buckeye Hardware Company to talk 
with Santa’s assistants. 

“Santa was worth his wages,” says W. S. Lenox. 
“He stimulated the toy business, which was an entirely 
extra benefit, and we feel that this novel manner of 
distributing electric cleaner literature at the factories 
and on the street accounted for several sales. Least- 
ways, 40 per cent of the December volume on cleaners 
was the result of leads developed right here in the store 
(which ordinarily is not the case—our electric cleaner 
sales being mostly dug-up on the outside) and 10 sales 
were made to people who had never before had a dem- 
onstration, according to our salesman’s records. 

“Credit for increasing our volume goes, of course, to 
the salesman who was on the job throughout the year, 
earning his December sales by making unclosed demon- 
strations during the summer and fall. But our active 
and properly directed Santa Claus does get a share of 
the credit for the 10 sales, and that establishes him as 
a pretty good harvest hand.” 
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Holiday Advertising 
(Continued from page 43) 


babies in cribs; in Storyland they could buy books for 
children of all ages; in the electric train department 
they could see every detail of railroading reproduced in 
miniature. Many other features to delight the kiddies 
also were described. 

Again on Sunday, November 28, newspaper adver- 
tising was used effectively to announce the opening of 
Hall’s Gift and Housewares Department for the Christ- 
mas shopping season. Gift suggestions for men and 
boys and gift suggestions from the electrical depart- 
ment were named. 

Four days later another large advertisement appeared 
in the daily newspapers. Among the novelties offered 
were 1000 surprise packages at fifty cents. Each of 
these contained from three to five toys, the retail value 
of which was in excess of one dollar. Every depart- 
ment in Toy Town contributed to the packages. Games, 
dolls, painting sets and mechanical toys were included 
among the many pleasing pastimes to be found in the 
mystery bundles. Packages wrapped in green paper 
were for boys; those in red paper were for the girls. 
A limitation of two packages to a customer was made. 

The long awaited announcement of Santa’s visit to 
Toy Town was published on Sunday, December 5. He 
was scheduled to pay a personal call on the kiddies 
gathered in Toy Town between three and four-thirty 
o'clock on the following day. The boys and girls were 
told to bring their letters to him, because there was a 
convenient mail box located in Toy Town. At that 
early date, 20 days preceding Christmas, publicity was 
given to the sale of artificial trees, tree ornaments and 
decorations. Many gifts suitable for Christmas were 
advertised. 

“It’s Christmas Time at Hall’s” proclaimed an ad- 
vertisement on the following Thursday, and 15 specials 
in Toy Town and a similar number at one dollar were 
listed. Clocks, Boy Scout knives, scout compasses and 
a 42-piece dinner service were featured. 

Monday, December 13, was “Gift Choosing Day,” and 
fifty appropriate gifts were described in detail in a full 
page newspaper advertisement. Then, only 10 days 
before Christmas, began an intensive selling campaign 
on dolls. Five thousand beautiful dolls were offered 
in Doll Land, a suburb of Toy Town, to be sold in the 
eight remaining shopping days. Much of the adver- 
tising was devoted to toys and useful gifts for the 
kiddies. On Thursday, December 16, Santa Claus re- 
turned to Toy Town for an hour’s stay, and entertained 
the boys and girls from his big throne chair. 

As a climax to the extensive advertising campaign 
conducted by the Hall Co., there appeared on Sunday, 
December 19, a full-page advertisement in the daily 
newspapers setting forth the merits of 29 articles es- 
pecially suitable for Christmas gifts or for the Christ- 
mas season. As the “leader” on this occasion two thou- 
sand tree lighting outfits were put on sale at $1.79 each. 

Results achieved by means of the campaign were 
manifold. The company was able to reach out with 
its publicity appeal into all parts of Columbus. Its sales 
were the largest for the Christmas season of any year 
in the company’s history and furthermore, its profits 
were the greatest. Moreover, thousands of dollars 
worth of merchandise reached the consumers through 
legitimate natural channels of the hardware trade rather 
than by means of other stores which are serious com- 
petitors of the independent hardware dealer. The suc- 





Or snaP of this chalked line and the line 
is made—5 feet or 50 feet: straight, 
true, clean. The nickle- plated, convenient, 
refillable case holds a year’s supply of chalk. 


Every carpenter, mason, 
bricklayer, paper hanger, 
and millwright needs one. 

Ask your jobber or write us 
The Seymour Products Co. 


Seymour, Conn. 
New York Office: 342 Madison Ave. 


EASTMAN 


CHALK 
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POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving? 
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roe for the tag, carrying our name, at the end of every roll! 


ga; The Gilbert & Bennett Mfg. Co. ; 


Established 1818—America's Oldest Woven Wire Factory 









Manufacturers of 


WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges [Ht 


New York City Chicage Kansas City, * id 
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Georgetown, Conan. 
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VAUGHAN’sS COMBINATION 


POTATO MASHER 
and WHIPPER 







ONE of the biggest selling 
items you can carry. The 
most practical kitchen tool 
known. Mashes, whips and 
mixes with remarkable ease. 
Also makes an ideal sugar and 
butter mixer. “It whips while 
you mash.” The delight of 
housewives for it eliminates 
lumpy potatoes. A wonderful 


utensil—strong and durable. Ask for 
Send for free Samples and Catalog 
Prices. No. 20-H 


VAUGHAN NOVELTY MBG. CO. 
3211-25 Carroll Ave. Chicago, U. S. A. 








Buying, Selling, Collecting ... | 
The telephone on your desk will reach distant 
cities and states just as surely as it connects you 


with the other side of town, and you'll be sur- 
prised how little it will cost . . . Number, please? 


BELL LONG 
DISTANCE SERVICE 














® 





It pays to feature 


EVEREADy 


COLUMBIA 
Dry Batteries 


- they sell faster 


Manufactured and guaranteed by 
NaTionaL Carson Company, Inc., New York, San Francisco 





Atlanta Chicago Kansas City 


l Canadian National Carbon Co., Limited, Toronto, Ontario 
We are in position to make 


IMMEDIATE DELIVERIES 


on Stove Pipe 
Stove Pipe Elbows 


Sheet Iron Heaters 
(Incl. all types of Gas Heaters) 


and Other Specialties 


JACKES-EVANS MFG. CO. 
1944 N. MAIN ST. ST. LOUIS, MO. 














cess won by the Frank P. Hall Co. confirms the belief 
that many hardware retailers are allowing profitable 
business to be diverted to other stores because they have 
not been sufficiently aggressive to sell the merchandise 
themselves. Intelligent advertising, plus an attractive 
store, good display windows and efficient courteous ser- 
vice to customers will do more than anything else to 
swell the volume of sales during the _pre-Christmas 
shopping season. 





The Man Behind the Counter 


This by a writer on retail selling: “A clerk bought a 
box of candy from his firm and took it to a card party 
where there was a bunch of young people that knew 
good candy. ‘Now, girls,’ said he, ‘you know I don’t 
talk shop when I’m with you, but I’m going to give you 
a little surprise. Here is a box of candy and we’re going 
to run this candy all winter for thirty-nine cents a 
pound and it’s going to be just as fresh and nice as this 
box I’ve brought you.’ Of course they all said, ‘Hurrah 
for Harry!” 

Can you imagine that actually happening? And if any 
clerk took a box of 39 cent candy anywhere, would there 
be three cheers for him? It is the writing and printing 
of that kind of slush that disgusts the retail salesman 
with the efforts of some trade paper writers to put 
across ideas that won’t hold water. 


x * * 


A millionaire once said to John Bright, “Do you know, 
sir, that I am worth a million pounds ?” 

“Yes,” responded Bright, “and that is all you are 
worth.” 

It’s a fine thing to accumulate wealth, and every hard- 
ware salesman ought to save his money, but there is 
more to successful living than merely becoming wealthy. 
Every hardware salesman ought to do what he can to 
accumulate real knowledge of his business and ability 
to handle it, and he ought to accumulate a reputation 
for being a good man to do business with. Unless a 
man can accumulate business friends and personal friends 
his money will not make life worth anything to him. 


: * * * 


“Bill is a good salesman,” said a hardware dealer of 
one of his men, “but he falls down on a lot of good sales 
just because he hasn’t any understanding of mechanics. 
He doesn’t know any more about what makes a lawn 
mower cut grass than he knows what makes a washing 
machine wash. He can tell a woman what a washing 
machine will do, and maybe that’s enough. He can 
tell a man what a lawn mower will do, and that may 
be enough. But some customers, men or even bright 
boys, want to know what makes the wheels go around, 
and why this machine does it better than that machine. 
That is where Bill has to admit he doesn’t know. And 
when you admit to a customer that there is one thing 
you don’t know, you slip back, because he knows you 


are weak.” 
x * x 


Some salesmen cannot realize why the boss does not 
pay them more money. They know they are selling a 
good volume of merchandise and they figure that they are 
due for an increase. It is a good thing for such a 
salesman to get a line on what the boss may be making 
on his sales. If the store’s cost of doing business is 


25 per cent, the salesman’s salary may represent up to 
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10 per cent out of that 25 per cent, leaving 15 per cent 
for other selling and carrying expenses. 

Suppose the salesman is drawing $30 per week. 
That means that on sales by him, aggregating $300, 
at 10 per cent for selling there is no profit for the boss. 
The store is just breaking even. An advance in his 
wages would net a loss because of his presence on the 
force. If in addition the boss is to make 5 per cent 
net on his business, the salesman must sell $600 to get 
the same salary with his part of the cost reduced to 5 
per cent, or else that merchandise that would have sold 
for $300 must bring enough higher prices to take care 
of the extra sum going into the gross profits. It ought 
to be evident that the bigger the volume of sales the 
salesman makes, the better is the chance of his getting 
more pay, because the better the store can afford to pay 
more for selling. 

On a basis of a gross profit divided into 5 per cent 
net profit, 17 per cent for other expenses and 8 per 
cent for the salesman, figure out what you ought to get 
per week on the volume of sales you are turning in. 


* * * 


I know a store where the proprietor and the clerks 
(not salesmen) actually seem to like to get something 
on a customer. They are not so crude as to show the 
customer that they feel that way—not the customer they 
catch in a mistake—but' they show it so that other 
customers notice it and doubtless wonder what will be 
said about them when they have gone away. I wonder 
at store people who will let themselves act in that way 
and I wonder more at their feeling like it. One would 
think that real interest in the welfare of the store would 
cause a real interest in customers, a friendly rather than 
a critical attitude toward them. 


* -*k xX 


If you were selling aluminum teakettles and every 
day some one asked you, “Is that a six or a seven quart 
size?’ you would soon learn, in showing the kettle, to 
give the size without waiting to be asked. If you were 
selling door locks and every day someone asked you, 
“Do extra keys come with this lock?” you would soon 
learn, in showing the locks, to tell about the keys with- 
out waiting to be asked. 

oes 


You go to consult an efficient oculist or physician and 
you may find his outer office full of patients waiting. 
You think it must be worrying to the doctor to have to 
hurry his work because he has so many people waiting 
for him. And then your turn comes and you are called 
into the consulting room and you find the doctor is not 
hurried at all. He gives you all the time you want and 
visits with you as if there were not another patient 
in the world. 

Don’t go back to the hardware store with any thought 
in mind af putting that doctor’s method into effect in 
your handling of customers. Your business is to avoid, 
as far as possible, keeping people waiting, and to make 
those who must wait feel that you have them in mind. 
You may even find it possible to take care of two cus- 
tomers at the same time. Particularly when you are 
acquainted with the person waiting, you may ask him 
what you can do for him, and so avoid keeping him stand- 
ing there five to fifteen minutes only to discover, when 
you get to him, that you don’t have what he wants. 
That is one thing to be avoided, letting people wait 
and then failing to supply what they want. It creates 
serious dissatisfaction. 








Adjustable 
RADIATOR SHIELDS 


The ADJUSTABLE feature 
of “Gem” Radiator Shields 
enables dealers to meet every 
customer requirement with 
economical stock carrying. 

8 popular sizes, gold-bronze or aluminum fin- 
ish. ADJUSTABLE to radiator top widths, 
6” to 13”; lengths, 11” to 65”. etail at 
$4 to $7. Beh & Co., Inc., 1140 Broadway, 
New York, N. Y. 


{| PF Buy from Your Jobber 











HAND PLUG DRILL 


Stone-Working Tools 
and Supplies 


Catalog on request 


TROW & HOLDEN CO., Barre, Vt. 












Two Good Can Openers 


Our No. 200 at left has a double 
notch cap lifter in handle for 
opening glass jars with vacuum 
caps. Our No. 100 at right has 
sharp point which pierces can 
easily and a hardened and tem- 
pered blade which cuts without 
tearing. Both have corkscrews. 
Please order from our 


Sales Representative 


John H. Graham & Co., Ine. 
113 Chambers St. New York City 


THE => V¥O630S5>- Go, 161 Porter St., New Haven, Conn. 














ALLENS 


Patented features, nationally ad- 
vertised, a most liberal dealer 
co-operative advertising plan, and 
an exclusive agency proposition 
are reasons why Allen Dealers 
everywhere report constantly in- 
creasing sales. 


If there is no Allen Dealer in your 

town, write at once for the “Allen 

Sales Plan Book.”’ 

ALLEN MANUFACTURING CO. 
NASHVILLE, TENN. 
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No. 66 


OORS can last no 
D longer than the 

hangers that 
carry them! If more 
folks realized that the 
years of service a slid- 
ing door can give is 
solely dependent upon 
the life of the hardware 
—then they would be 
sure to choose A-P 
hangers. 


N 0 66 for straight sliding doors, has a double truck sad- 

° dle made from a single piece of certified malleable 
—far stronger than a two-piece job—and 1% inch roller 
bearing hanger wheels. Double aprons give a bearing on 
each side of the door, are adjustable to any door thickness 
and adjustable to proper distance from the building. No. 66 
also has vertical adjustment that can be locked in any posi- 
tion. Track is round trough, 16 gauge and practically fric- 
tionless. Heavy steel brackets interchangeable from end to 
center. Capacity of hangers, 400 pounds. 


N 0 68 for single or parallel straight sliding doors, carry 
° a thousand pound load with ease. Hanger has both 


vertical and lateral adjustments, 12 inch double aprons that | 


take care of doors from 2% inches to 314 inches thick, 3 inch 
roller bearing wheels and a double truck saddle made from a 
single piece of certified malleable, 13 gauge high carbon steel 
track and malleable iron brackets. 

Architects can play safe in specifying—contractors can save 
time in installing—dealers can make money in selling—and 


buyers can get satisfaction in using A-P hangers, tracks and | 


brackets. 
Write for A-P Catalog No. 95. 


ALLITH-PROUTY COMPANY 
Danville, Illinois 
Manufacturers of 


Garage Door Hardware Spring Hinges 
Fire Door Hardware Overhead Carriers 


Allith 


MANUFACTURERS OF THE FINEST 
LINE OF GARAGE DOOR HARDWARE 


Door Hangers 





Rolling Ladders | 











Grinders & Vises 
Build Goodwill and Dealer Profits 


The Housewife 
can sharpen 
correctly on 

















Every modern Gem household sharpener is ac- 
companied by a printed guarantee, covering ma- 
teri2l and workmanship, unlimited as to time. 


The Modern Gem sharpening wheel is exclusive 
in shape, structure, and manner of mounting. 


An organization, recognized as leaders in the 
hand power tool sharpening industry, has developed 
in the Gem wheel, a sherpening wheel, which runs 
more true and will outsharpen, and outlast wheels 
found on any similar household sharpener. 


The many exclusive features found in the mod- 
ern Gem make it an immense seller. 








See your 
Jobber about 
our complete 
line of tool 
sharpeners and 
clamp vises 
or 
write us. 





Model “B” Vise M741 


MODERN GRINDER MFG. CO. 


Milwaukee, Wisconsin 


74-76 Murray St. 34 No. Clinton St. 
New York City Chicago, Ill. 


Vc 
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RADIO - IS - BETTER - WITH - DRY - BATTERY - POWER 
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Insuring still greater 
| profits for you! 


The interesting story of Chrome is reach- 
ing battery buyers through leading 
magazines and newspapers all over the 
country. Every reading home will be 
reached this season. 


This new answer to the long recog- 
nized superiority of Burgess Batteries 
is all you need to tie into for your share 
of increased dry cell profits. Get back 
of the Burgess line now for better busi- 
ness. Inquiries invited. 


BURGESS BATTERY COMPANY 


General Sales Office: CHICAGO 
Canadian Factories and Offices: Niagara Falls and Winnipeg 








Chrome 


is a metallic element 
that prevents chem- 
ical action when bat- 
tery is not in use— i 

means longer life. 
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BURGESS 
BATTERIES 
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Metal Weatherstrip 


Why not cash in on cold weather? Now is the time 
when your customers begin to feel the chill, shiver in the drafts, 
complain about cold rooms, and need Weatherstripping. 
You ought to push this timely spe- 
ciality as hard now as you push lawn- 
mowers in April and turkey roasting 
pans in Noveinber. For now's the 
time to sell it. 
Here's a high-gradejlow-prited, metal 
+ Weatherstrip like tighe you aver saw 
before. It does the work; keeps warm 
air in, shuts cold air out. It lasts and 
it satisfies. ‘““Tac-Ezy"™is its name and 
the name describes it. 











Made of real spring bronze, stout and 
sturdy. Hemmed on both edges for 
added strength. Tack-holes punched 
clear through. Special bronze tacks 
and full directions furnished. 


This is a better Weatherstrip at a price 
everybody can pay. Your profit is 
100%. Comes in 400-foot coils or in 
ready-cut lengths. Send the coupon 
for our special introductory offer. 
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Tac-Ezy Metal WeathetstripCo. 
4026 Penrose St., St. Louis, Mo. 
Send samples and prices on Tac-Ezy Metal Weatherstrip to 
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We Want Your 
Business and We 
Expect to Earn it 


We're ready to do busi- 
ness with you at any time. 
We’ve got a brush for you 
to sell that pays its way. 


We have made it so good 
that it has earned the re- 
spect of every painter and 
the consideration of every 
dealer. It moves out of 
your store fast and leaves 
a generous margin of 
profit when it goes. 


We want business, and 
we're giving the biggest 
values in brushes at the 
lowest possible prices to 
get it. 


Our catalog tells the story. 
Write for it. 


ey 










| 


Points of 


| 


| Your | 


Superiority 




























1 The HANDLE 
Scientifically 
balanced for 
each type of 
brush. Clear 
grained wood. 
Beautifully 
finished. 


2 FERRULES 

Made by us. 
Nickeled tin, 
riveted joint. 
Securely nailed 
to handle. 


35 E T TI NG 
The new “Bull 
Grip” setting of 
new live rubber. 
Supports a 
weight of 250 
lbs. Unaffected 
by solvents 
which ruin ordi- 
nary settings. 


4 The BRISTLES 

Pure China 
Bristles, Steril- 
ized, careful 
graded and vul- 
canized in the 
setting. 


5 FIVE LAYERS 
of Bristles, one 
above the other, 
give Star 
Brushes an ex- 
tra long life of 
clean, smooth, 








THE STAR BRUSH MEG. CO. 


Incorporated 


HUNTERS POINT AVE. & MANLEY ST. 
LONG ISLAND CITY, NEW YORK 


CHICAGO: 1113 N. FRANKLIN ST. 


easy brushing. 
















Paint Sales 





ill Cover 








he Field- 








e 
Z YOU TELL 
THE DEALER 
HOW WELL 
YOUR PAINT 
COVERS —™ 


Tell the hardware 
dealers about your 
product through the 
medium that covers the 
Hardware Field. The 
readers of Hardware 
Age are wide awake 
merchants. They read 
this paper because they 
want to know what is 
going on. 


Tell this responsive 
audience about your 
product and you'll take 
a big step toward 
achieving the distribu- 
tion you are looking 
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Brazed Steel 
Engineer’s Filler 


Brazed Steel 
Shop Torch 


Brazed Steel 
Broad Top 
Oiler 


After Inventory— 


Will You Get Your Share of 
This Business 

Plan now to find a place for these Wall 
EVERLASTING Brazed Steel Business builders 
in your 1928 program. They are made to render 
real service to users and a satisfactory profit to 
you, 

And don’t overlook the sales possibilities in the 


new No. 41 Self-Cleaning DREADNAUGHT 
Blow Torch. 


Catalog No. 45 and Jobbers’ Discount Sheet 
Sent on Request. 


P. WALL MFG. SUPPLY CO. 
Pittsburgh, Pa. 


Wall DREADNAUGHT 
No. 41 Blow Torch 





Brazed Steel 
Bench Oiler 
Guaranteed for 
5 years 





To Save Time, Write to Nearest Representative 


New York: E. H. Brinkman, 30 Church St., Room 446 
Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 
Boston: Walter C. Gindele, 241 Purchase Street 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
Detroit: Geo. E. Oles, 14301 Corbett Ave. 

St. Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. R. Voorhees & Co., 417 Market Street 
Waynesville, N. C.: R. N. Barber & Company 





























Shelving of Enduring Steel 
that Saves Space and is 
surprisingly low in cost 


F you had need to tear down and re-erect 

GF Allsteel Shelving a hundred times— 
it would still be as good as new. The finish 
would be unmarred — the parts unharmed. 
Think what happens when you try the re- 
erection of wood shelving just once! GF 
Allsteel Shelving never totters, and is a 
permanent investment. 


Because it is steel—strong and compact— 
a 10 to 20% saving of space is effected. 


When you consider these advantages—with 
the unusual fact that the cost is about the 
same as wood shelving—you'll be sold 
on the value of GF Allsteel Shelving. 


A staff of experienced layout engineers 
will assist you without cost in your storage 
problems. Use the coupon below. 

Our book ‘‘Saving with Shelving’’ sent on request. 
THE GENERAL FIREPROOFING Co. 
Youngstown, Ohio - Canadian Plant, Toronto 
Branches and Dealers in all Principal Cities 
The GF Allsteel Line: Safes - Filing Cabinets - Sectional 
Of Give - Desks + Tables + Shelving - Tranter LO 
Cases - Storage Cabinets - Document Files « Supplies 
Inventories are easier with 

























SHELVING 


Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING CO., Youngstown, Ohio H.A, 





0) Please have an experienced layout engineer call. 
© Please send book “‘Saving with Shelving.” 


ri, gee. EPR pS SRC OE Nase A at eS a 
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made by W.W. BABCOCK CO., Bath, N.Y. 


Extension, Straight, Step Ladders, all manufactured from air dried clear spruce. 
Full strength left in lumber. No substitutes. Everything in the Ladder Line. 


Send for latest list. We pay freight. 

















































































THE MYERS FOR COUNTER,WINDOW 














HOUSE PUMP DISPLAY OR OUTSIDE DISPLAY 





FIG. 
1745 
Merchants everywhere sell MYERS HOUSE PUMPS— 
\ } sell them for three outstanding reasons—and here they 
—o are — 





ae, ne 

Myers House Pumps are neat of design, attractively finished, extra 

well built and endowed with many improvements not found on 
ordinary types. . 


Myers House Pumps come in styles and sizes for any need in this 
—* field. Trade demands can always be met from the Myers 
e. 


a 
Myers House Pumps are an advertised, thoroughly established 
product. They can be installed with every assurance of long time 
dependable service while each and every sale carries with it really 
worth while profits. 
Every plumber—every dealer should stock one or more styles of 
Myers House Pumps selecting them to care for the trade require- 
ments of his community. Literature and prices on request. 


|_| @FE.MYERS & BRO.&. 


ASHLAND, OHIO. 
Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN. FACTORY end 
GARAGE DOOR HANGERS: STORE LADDERS, Etc. 
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If the quality of COES Knife-Handle Screw 
Wrenches can be judged by the number of cus- 


¢ 
Satisfied tomers these wrenches satisfy—nothing more 


need be said. 
C A great demand invariably follows a great prod- 
ustomers uct. Sizes: 6 to 21 ins. 
Your Jobber will supply you. 


COES WRENCH COMPANY 


“In business since 1841” 





















































































































































BG heat Worcester Mass. 

oe nate) J. C. McCarty & Co. ...........,253 Broadway, New York 

atalof} Buyels . John H. Graham & Co........113 Chambers Street, New York 

in arslog Selling Agents 61 Shoe Lane, London E. C. 

Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 
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: ) 66 99 : 

f « “Norwood'Gates ; 

4. HT| for the $ 

) Farm and Home % 

o 

y DRIVE and WALK GATES $ 

¢ 

) 


SINGLE and DOUBLE 
ORNAMENTAL and 
ECONOMY GATES 





cA Catalog shows our 
































complete line of Fence, «K 
Gates, Tree anv Flower 4 
Guards, Trellis and 
Consumers. t 
Ask for it. ye 
















































































“NORWOOD” GATES are QUALITY PRODUCTS 


Fabric is made of Heavy Gage, Copper-Bearing 
Rust-Resisting Steel. Frames are built of Full 
Weight Pipe and NOT Tubing. 


Very Interesting Proposition for Jobbers and Dealers 


H. L. BROWN FENCE & MFG. CO. 
CINCINNATI, OHIO 
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American Steel & Wire 
Company 





Wil R 


: iP 


When your customers de- 
mand the best in barb wire 
at the lowest cost you will 
find that American Steel 
€& Wire Company brands 
successfully meet their re- 
quirements. 

Great tensile strength, 


WAKES 
extra heavy galvanizing, 
—— regularity of twist and 
firmness of barbs, are out- 















—— 





standing features of the 
following brands: 


Baker Perfect 
Waukegan 
Ellwood Glidden 
Ellwood Junior 
American Special 
o> American Glidden 
SS Lyman Four Point 


Write for catalog and prices 





American Steel & Wire Company 


Sales Offices: Chicago New York Boston Cleveland Worcester Philadelphia 
ccm St. Louis Buffalo Detroit Cincinnati _ Wilkes-Barre 
Baltimore ansas City Minneapolis St. Paul OklahomaCity Birmingham 
Atlanta Memphis Dallas Denver Salt Lake City 
U. S. Steel Products Co., San Francisco, Los Angeles, Portland, Seattle 











PN Carry Less PA 
and 


Sell More 


What's the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary? 


In the ATLAS line of Tacks no 
difference in sizes of less than 
1/16” are necessary. 

And only styles that have proved 
salable are manufactured. 

These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 
are guaranteed every customer. 


Send for Complete Catalog 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks and Small 
Nails in the world. 


Established in 1810 




















Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase anced 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and man cial Pain en 
estingly presented in the i ‘aint 
Varnish Issues (the fourth issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 


issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 
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GRIFFIN No. 550 Wrought Steel 
Chain Bolt is a durable spring bolt 
for fastening top of door. Has de- 
pendable music wire spring and is 
constructed so as to latch easily 
and readily when door is closed. 
Easily reversed, permitting use for 
either right or left hand. Japanned 
or galvanized finish. 

Bolts and. Garage Hardware sre. shows ‘in 


the new catalog of GRIFFIN Hinges— 
just off the press. 


® 


YS 
Sa es 


len TAN 


Manufacturing Co 
ERIE P MSENENESD @ AANA 


NEW YORK 45 WARREN STHICAGO 555 W RANDOLP 
BOSTON 124 PEARI STs 
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SAN FRANCISCO 703MARKET 5 st J 























A Typical 
Armstrong 
Advertisement 





We Want the Dealer 
to Get This Business 


Obviously the average mechanic does not want to 
bother with ordering GENUINE ARMSTRONG 
Pipe Tools from the factory. He wants his tools 
when he wants them. His local dealer is the logical 
source of supply. 


We want the, Dealer to get this business and we are 
doing our part by telling mechanics who read 
ARMSTRONG advertisements that “There is a 
progressive dealer near you with a complete stock of 
GENUINE ARMSTRONGS.” 

We are doing more—we are maintaining the Qual- 
ity in GENUINE ARMSTRONG Pipe Tools 
which makes them preferred by mechanics to all 
others. 


Keep supplied through your regular Jobber. 


THE ARMSTRONG MFG. CO. 


Our Only Address 
Main Office and Factory 
BRIDGEPORT, CONN. 


181 Lafayette St. 


MS TRONG’ 


‘AR 
AR DIES WV; a R,GAS “= STEAM FITTERS’ 
AND THREADING MACHINES 
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ULUTH 


STORE EQUIPMENT 











The “Duluth” open display method of merchandising in the store of Herr and Company 
of Lancaster, Pa. 


A way to speed up sales 


People buy what they see. 


Retail merchandising today is 
more dependent than ever on proper 
display. 


During the past year many hard- 
ware merchants both large and small 
have found that they could show 
even larger increases in sales than 
the chain stores. They have found 
that there are sound fundamental 
principles which properly applied 
will produce profits in one store as 
well as another. 


It has been the privilege of the 
Duluth Merchandising Department 
to help many of these merchants and 
for this reason we believe there are 
many others that can secure the 
same results. 


The Duluth method of speeding up sales 


is built entirely on sound and proven mer- 
chandising principles. 














= 
_ 


DULUTH No. 516 DISPLAY TABLE 

Some merchants have started with a few of these 
Duluth Tables, others have installed as many as 50, 
yet the results are proportionately the same. 

Can we send you our complete bulletin on display 
table merchandising? Ask for bulletin No. 14 


Price Complet ith Gi Divid 
ne ters S402 











COMPLETE MERCHANDISING SERVICE 


Duluth Merchandising Service is complete and covers every phase of hardware merchandising. 


If you have not already investigated this service you owe it to yourself and your business to write us today. We 
will welcome the opportunity of discussing your problems with you. It has meant profits for other merchants, why not 


you. Delay is costly. Act now. Address— 


Business Analysis 


DULUTH SHOW CASE CO. DULUTH, MINN, 


Store Planning 


Installation Sampling 
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LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your order for 
Fall planting for such seeds as Turnip, 
Rutabaga, Spinach, Winter Radish, Col- 
lards, Mustard, Beans, Kale and Mixed 


Lawn Grass. 


1927 CROP 


Before buying for delivery after 1927 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 143rd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair 
prices, we would not have 
existed so long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 














resolves itself to a question of 
hand, preventing loss, ete. 


Bits are the only bite that are not dependent on a center or & 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time; no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 


leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Pro dees neni Manufacturing Co. 
INGTON, CONN.,U. S. 


Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 
It isn’t hard. Every mechanic needs the entire set in his work, and it 
selling him once or seventeen times. Bring 

out the value of the case, its -_ in keeping the bits in order and near at 




















CLAMPS 
That Hold 


Besides their ability to grip 
and to hold work, these Mal- 
leable Iron Clamps are ruggedly 
constructed to withstand long, 
hard service. They are good 
sellers. 


Send for Folder and Trade- 
prices on the complete line of 
Hammer and Company’s Spe- 
cialties, including Brass Spring 
Bottom Oilers also Hand Lamps 
with Oil Tubes. 


H. P. Screws 





Extra Heavy 





Branford, Conn. 





Builders’ Clamp 


Pat. Adjustable 


MALLEABLE IRON FITTINGS CO. 








The Evolution of a Perfect 
Night Latch 





Mechanical perfection is of 
prime importance in any suc- 
cessful lock. The Ilco night 
latch is constructed with a posi- 
tive lever cam action. There 
are no wearing parts and the action 
is smooth and rapid. We are pleased 
to announce the final step in improve- 
ment of a night latch that compares 
second to none in quality. Against 
the lustrous black japan finish we have 
now placed the most harmonious color 
match possible—a beautiful golden 
bronze knob and slide buttons. The 
ensemble of cylinder and latch present 
a most attractive and pleasing ap- 
pearance, and although the cost of 
this change is considerable there will 
be no advance in price of our night 
latch. 


(iD INDEPENDENT IOCK’ 








0. 


72-80 WINTER ST., FITCHBURG, MASS. 
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Light Electric 
Elevator 


This new addition to the 
Kimball Elevator lire is the 
latest development in Light 
Electric Elevators. For every 
type of installation where a 
passenger or freight elevator 
is needed. 


Write for prices---You will 
befinterested in the many of 
its exclusive features. 


KIMBALL 
BROS. 
CO. 


1117-41 S. Ninth Street 
Council Bluffs, Iowa 









Elevator Builders fer 45 Years 








SHARK BRAND CHISELS 


Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


BEAR THIS TRADE MARK 


Trade i Mark 


SHARK BRAND CHISELS, made 
from the finest Swedish charcoal 
steel, are sturdy and well made and 
craftsmen and lovers of good tools 
appreciate their quality. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to 
you. 


Butt Beveled Edge, Regu- 
lar Beveled Edge, Socket 
Chisels. 


We carry a full line of 
SWEDISH Made TOOLS and HARDWARE 


Order from your jobber today, or write 


SCANDINAVIAN 
WESTERN IMPORTING CO., Ltd. 


116 Broad St., New York, N. Y. 


Minneapolis, Seattle, Montreal, 
Minn, Wash, Can, 











—————— 


FA 


DEALERS, HERE’S A QUICK SELLER 

















ALL 


Cleans s¢2: Furnaces 


Heating Stoves, Cook Stoves, Boilers, Pipes, 
Shove. Tiges and Chimneys—Clean as New 


NO WORK - NO DIRT - NO ODOR 


SIMPLY PLACE ON BED OF HOT COALS AND OPEN DRAFTS 


All the soot is quickly turned into a light, 
white, powdery ash that passes up the chimney. 


PACKED 36 PACKAGES IN A CASE 
Order thru your jobber or write us for prices. 


THE BOYER CHEMICAL LABORATORY CO., INC. 


2706 WABASH AVENUE CHICAGO, ILLINOIS 


Superior Brand 
Hardware Cloth is a 
quality product, yet it 
costs no more. You 
may be sure that 
every roll will meet 
the most exacting re- 
quirements of your 
trade. 


Standard size wire. 
Evenmesh. Free 
from bags or bulges. 
Straight selvage: 
Heavily galvanized. 


G. F. Wricut STEEL 
& Wire Co. 


Worcester, Mass. 
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Quality and 
Service 


GW 


Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


Cw 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 








Now is the time to trim your windows 
with Christmas gift suggestions. Put some 
of your ‘best-selling Crescent-Smith & Hem- 
enway Tools in the window together with 
other tools and offer them as ‘gifts for men, 
The current issue of Collier’s Weekly car- 
ries a full page advertisement suggesting 
tools as the ideal gift for a man. The 
in Crescent Cut-outs make good window at- 
tention-getters, and their bright colors fit in 
Order 


10th issue of 
Weekly (out 


The Dec. 
Collier’s 
Dec. 5th) carries a full 
page Crescent ad 

colors. Millions of tool 
buyers will see it. You 
can cash in on it with a 
Crescent Tool Display. 


with the Christmas color scheme. 
some now if you need them. 


CRESCENT TOOL COMPANY 
204 Harrison St., Jamestown, N. Y. 


CRESCENT 





rnd Siumiths Hemenway 


TOOLS 








They | ° 
Are se 

the Best | © 
eo) 


Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


When Opening Doors 


Follow 


the Line of Least Resistance 


Stock and Push Them 


Are 
the Best 









































Bommer Spring Hinge Ce., Brooklyn, N. Y. i 


















Bigger and Better Holiday Sales 
and Profits 





Business Building Store Fixtures 
There is still time to install new display tables or wall cabinets 
before your holiday rush. They will make many extra sales 
and save time and expense of extra floor salesmen,—in fact, dis- 
play tables often pay for themselves in one holiday season. 
Mail this today eee eseesaacesees 
& C 700 Bryant St., Montpelier, Ohio 
O. 20 Vesey St., Suite 500, New York City 


8 New Type Saw Rack 
Display Door Cabinets 





W. C. Heller 


Tables for Holiday Goods 
New Design Cutlery Case 
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Find Taplin 
Egg Beaters 
Best Sellers 


One dealer wrote us: 
“We think you have 
the best egg beater on 
the market and sell at 
least three to five of 
yours to one of all other 
makes.” 


Your customers will 
especially like the Tap- 
lin double dasher, cen- 
ter drive egg beater. 
This beater runs like 
lightning, beats and 
whips perfectly and 
doesn’t blind or get out 
of order. 


It is very attractive and 
strongly made. The 
iron frame, gear and 
pinions are accurately 
cast and hold their 
shape permanently. It 
has thirty years’ experi- 
ence back of it. 


Write for Literature 
and Prices. 


THE TAPLIN 


MFG. CO. 
New Britain, Conn. 











Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 


Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 


Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 
— Order Houses handling hardware and housefurnish- 

gs. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail ere. work and also a 
helpful guide for salesmen’s calls. ery sales manager should 
have one on his desk, and every salesman could profitably carry 
_= copy in his grip. Since the previous issue was published there 


been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of great value in 
“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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Is Buying” 


It is hard for a dealer to buy 
Fly Screen Cloth from a 
photograph or illustration—a 
litle retouching works 


wonders. 


We prefer to send you sam- 
ples cut from regular stock 
—then you can see and judge 


for yourself why SPARGO 


orders keep us busy the entire 


year. 


SPARGO WIRE CO. 


Rome 
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JEFFERY’S 


coi WENatet= 


Glues 


Hand Out the Cans—Ring Up the Sales 


Save time and selling costs. Customers show no 
indecision in choosing marine glues—Jeffery’s has 
been the standard over 50 years. Every boat and 
canoe-owner needs it. Write for details—and 
profits! 


#4 LW. Ferdinand éCo.¢" 














ome into 
239 W. 39th St. 
New York City 


We will be glad to 
help you with your 
sales problems. 


Hardware Age 
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~( CHICAGO) 
DOOR SPRINGS 














Kitchenette Model for 

7: R Th 
This ba Pa Single Acting Doors Chicago 
‘cones i a de luxe Z . hung with 


educational gift for 
little girls, or a com- 
pact service range 
that cooks complete 
meals for one or two 


people. 21% in. long, 
1654 high, 9% deeb. 


springless hinges 
The “Chicago” and 


**Reliance’’ Door 
Springs have all parts 
fastened together, so 
they are never mis- 
placed. They require 
no special tool to apply 
the tension or special 
part to hold it. The 
Reliance is exceptional- 
ly heavy and more 
powerful than other 
types of greater 
length. 








New and Profitable to You 


bee: kitchenette electric range has hit 
the mark wherever cooking needs are 
light. A big and growing demand,no com- 
petition, good profits, easy sales. What 
more do you want? Now’s the time to order. 





METAL WARE CORPORATION 
Sales Office: 111 W. Washington Street, Chicago Send for Catalogue H42 
Factory: Two Rivers, Wisconsin Spring Hinges for every requirement 


EMPIRE 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 























Whenever You Sell 


GARDEN HOSE ALL-STEEL 
Protect your customers by using and SASH PULLEYS 


selling Sherman Wrought Brass Hose 
Fittings. Standard for over 20 years. 
They give everlasting service. 

Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a perfect 
spray and shuts off tight. It never 
drizzles or leaks. 

The user is insured against wet feet. 
Made in 3” size only. 

Diamond Nozzle The name 


SHERMAN 


on hose nozzles and hose 
clamps is your guarantee of 
a solid wrought brass coup- 
ling that is rust-proof clear 
through and everlasting. 

Remember we use heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again, Every size for every 
type of hose. 

Your Jobber can supply 
you. If not—write us. We 
also make Brass Hose Coup- 
lings. 








H. B. SHERMAN MFG. CO, = Sherman Hose Clamp 
(Patented) 


Battle Creek Mich. 
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GREEN'S 


? Improved 
j STOCK BOXES 


For the convenient han- 
dling of shelf hardware. 
A strong, attractive box 
at low cost. 


Made in an assortment 
of sizes to fit every hard- 
ware need. 


Write for NEW Illustrated Price List 
THE GREEN = 250 W. 57th ones Y. 


[The GIANT GRIP Brace 


OVERSHADOWS ANYTHING ON THE MARKET 
REGARDLESS OF PRICE 
MEANS GREATER PROFIT TO YOU 
Heavy Nickel Plated ; 
ball bearing; 10” 
swing. Concealed 





“Patent Pending 


GUARANTEED TO GIVE PERFECT SATISFACTION 
Send your trial order TODAY, request catalog No. 30 for other money 
making items. 

Several choice territories open to live representatives. 





United Hardware & Tool Corp., 72 Reade St., N. Y. C. 
—————— "|| 








Wire Products 


for every need 
Nails of all kinds, Staples, 


ire, 
Processed Wire, Bright and 
Galvanized Wire, Wire Rods, 
and Steel Fence yor Bg to 
standard or special anal 


BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 





This Handsome Metal Display Cabinet 
Free with Every Premax Order 


present 

house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 
CORP. 


Dept. HA-@ 
Niagara Falls, New York 











— 
*] Make the best Hammer” 











STRATTO 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Bite. 
Enameling, both baked and oir dried. 


STRATTON MFG. CO. Stratton, Maine 











Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
_ tack in position for driv- i 101 
ing. Awarded the Silver Medal ——— 
(the highest offered) at the Panama-Pacific Exposition. 
Good Profit. 

Name and design trade marks registered U. 8. Pat. Off. 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 








CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 








ARMSTRONG BROS. 
Stocks and Dies Sell Best 

Handle the Line of Recognized Qua’ 4 
Write for free Catalog nae tage~ Complete Line 





PITTSBURGH 
Pref Products 


Glass- BT st. Ne rnish-Brashes 
PITTSBURGH PLATE GLASS C ) 








of Pipe Tools, sizes, prices, etc. 
ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., 
Seymour Smith “Handy Grass Shears” 
A complete line of 
Grass Shears, 


Chicago, U. 8. A. 
Pruning Shears and 


Tree Pruners. 
ABSOLUTELY 
. GUARANTEED 
Send for New 
Manufactured by Catalog. 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: John H. Gralkam & Co., 113 Chambers 8t., New York 
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Sal Ammoniac in the 
most economical form 
—100% usable. Guar- 
anteed to please the 
hard-to-suit plumber 
and _ tinner. 

Push this little good- 
will builder whenever 
you. sell an iron— 
you'll please your cus- 
tomers, and profit. 


Special Chemicals Co. 
Waukegan, Ill. 











Style “L” Metal 
Counter psaaeal 


RE pusn- a 
phe PUSHLESS WARGENS YU 
ae a 








Moore Push - less Hangers 


Scientifically 


Advertised for 26 yrs. 
Used in “‘Nearly Every Home” 
Moore Push-Pin 


Send for illustra 
Displays and Price 
List 





This Attractive 
Counter Cabinet 
finished in brown with 
gold lettering, contains 
150 packets 


40—10c pkts. of 
Moore Push-Pins 


(Glass Heads—Steel Points) 
also 110—10c pkts. of 





Constructed for 
Strength 


List $15, Dealers $10 


(Wayne Junction) 
Philadelphia, F Pa. 


folder of Counter 
































IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 


FOSIER 


Personal Service &#} 


Two big plants, one in Cleveland 


and one in Ch 
prompt service to 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND 
Union Ave. and E. 72nd St 
Telephone Breadway 840 


> BOLTS “> NUT 
(8) CAPSCRE 


in Big Business 


icago, assures 
all sections of 


CHICAGO 
6240 to 6265 West 6th St 
Telephone Hemlock 4464 














MILBRADT 
LADDERS 


for themselves in a 
™ by enabling you 
to “gi hy more trade, 


gave 
the wear and * tear on your 
fixtures and goods, as we 
as bring the appearance of 
your store up to date. 
Pd | for comnionte, or. 
La . eres num 
A. for all kinds of 
ave: 


Milbradt Mfg. Co 
2411 N. 10th St. 
Se. Louis, Mo. 











Osborne High Grade Punches 


Spring Punches 
A varied and attractive line for 
—- Workers’, Trimmers’ and 
‘ools. 


The above tools will please your customers, as well as our 


famous Round and Oval nches. 


Remember we have had one hundred years of successful mano- 
lence, employ only skilled workmen and use the 


facturing 
finest quality of materials. 


We stand back of every tool we make. 


Write for C 
Cc. 8S. OSBORNE & CO., 


ESTABLISHED 1826 


Arch Punches 
Revolving Punches 


the Hardware Trade. Also: 
Upholsterers’ and Plumbers’ 


Try us. 
atalog 
NEWARK, N. J. 














% 
~*> 
£ *s 
(, 
TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, ets 


Send for italog and samples 


BRAIDED CORDS - COTTON TWINES 


Fastest Selling Clothes Closet Hook 


Home owners, 


DACOR six in one clothes hooks. 
coat hangers without crowding or slipping, 
finished in lacquered brass. 


of 


SEND TODAY for display box 


of 


they are not in your stock now. 
Watch how fast they sell. 


builders and everyone wants 
Holds six 


Sells in sets 
3 or 12, complete with screws. 


one dozen DACOR hooks if 


DAVIS TOOL & ENG. CO. 
6481 Epworth Blvd., Detroit 

















Si fi Sn ahr 


yitado se? 


i Sarre Te 


< warner erie 
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Classified Opportunities 


Classified Advertising Rates 
Opportunity Exchange Section eR ess ewind 
Set Solid, Minimum of 5 lines..... $3.00 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 
$5.00 50% off rates quoted 





Address your advertisements and replies to 
Hardware Age, Classified Opper- 





Each additional line..... cocoesn ae 





Allow One Line for Keyed Address 





All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising 
Each additional line........... 80 4 insertions, 10% off; 8 insertions, 15% 
Average 10 words to a line off 
Remittance Must Accompany Order 
Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 


tunities, 239 West 39th St., New 
York City 


Harpwaze Aop is published each Thursday 
Forms close Nine Days previous to date of 
pablication 














be addressed to box numbers. 





BUSINESS OPPORTUNITIES 


HELP WANTED 








Here’s Your Chance 
If Your Requirements Are Opposite Ours 


We are located in Rochester, N. Y. We are in a 
seasonable manufacturing business. During the months 
of December, January, February, March and April our 
plant is practically idle. We have available for light 
manufacturing purposes, floor space, heat, light, power, 
organization and capital. 

We can make an economical arrangement with a 
concern whose manufacturing peak comes at that time 
of the year or a concern who is contemplating expan- 
sion, whereby the above facilities can be put at their 
disposal. 


Address—W. N. Clark Co., Rochester, N. Y. 














For Sale—Old established and successful hardware business in Southern 
Idaho. Stock will inventory about $17,500. Can be materially reduced. 
Or might sell interest to party competent to take management. Future 
4 Pp = — pr g. Address Box H-720, care of Harpware AcE, 
ew York. 








German Tools and Hardware—Reliable German Firm, specializing Tools 
and Hardware of first class quality, desires business connections with 
U. S. Importers. Lowest prices, highest quality, every guarantee 
assured. Address Box H-719, care of Harpware Acg, New York. 

FOR SALE—Hardware Business in rapidly growing town in Northern 
Bergen County, New Jersey. Yearly sales about $22,000, of which $17.000 
is cash. Inventory about $11,500. Can be varied to suit purchaser. 
Address Box H-753, care of Harpware AcE, New York City. 





For Sale—Hardware, paints and plumbing business fitted with Warren 
fixtures, established 25 years on main business thoroughfare in Brooklyn, 
L$ uf ~ “eae $14,000. Address Box H-718. care of Harpware AGE. 

ew York. 


A Challenge 
TO SALES AMBITION 


For a man with thorough knowledge of the flashlight 
trade plus genuine sales executive ability there’s stirring 
opportunity for real accomplishment with one of America’s 
greatest manufacturers. This position demands real abil- 
ity, hard work and genuine ambition. It offers rewards 
commensurate. 


te te 


The man we want must know this trade thoroughly and 
be favorably known to the trade, he must have had a 
successful sales record and be able to demonstrate his 
ability to direct as well as make sales and sales plans. 


The task is the development to its ful! possibilities of 
a complete high quality line of flashlights, batteries and 
radio batteries backed by the most complete manufactur- 
ing facilities and a world wide reputation. 


To the man who can qualify this will be a real call with 
a satisfying future. Do not answer unless you can meet 
fully the requirements outlined. 


All applications will be held in ‘strict confidence. 


: Write today to 
Box H-759, care of Hardware Age, New York City 








th 








HELP WANTED 





WANTED—EXPERIENCED HARDWARE SALESMAN to cover 
Setvegetiien district to sell the jobbing and retail hardware trade. Must 
be well recommended. State experience and salary. Address Box H-733, 
Care of Harpware Acz, New York, i. 








SALESMAN WANTED 


Competent man to sell quality hardware for old established 
import house. To cover New England and certain parts 
of New York State and New Jersey. Reply, giving full 
particulars of experience to Box H-748, care of Hardware 
Age, New York City. 











aa >) 
Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
nators, Stock Clerks, Order Clerks, Shipping Clerks, Packers, 
General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


‘fe 113 W. 42nd Street Bryant 7374-5-6 





» | 





EXPERIENCED HARDWARE MAN with retail trade followin 
for Westside New York City and upstate—Highest quality guarant 
tools. meoneent side line. Address Box H-740, care of HArpware AGE, 


New York, 





Salesman with thorough knowledge, builders hardware, capable of making 
estimates from plans and specifications, to call on architects and_ builders 
in Greater New York. Salary and commission. Address Box H-754, care 
of Harpware Ace, New York City. 





Experienced hardware salesman to cover the city of Chicago to sell the 
jobbing and retail hardware trade. Must be well recommended. State 
experience and salary. Address Box H-757, care of Harpoware AcE, 
New York City. 





A Pittsburgh, Pennsylvania, Hardware firm have an opening for young 
man as assistant in Builders Hardware Department. State age, experience 
and sdlary expected. Write Box H-756, care of Harpware Act, New 
York City. 





POSITIONS WANTED 








Leck Manufacturing Concern requires experienced salesman. Head- 
quarters, N. Regular trips through adjacent territory averaging 


one-half of the year necessary. tate age, experience, references, ary 
desired, etc. Address Box H-736 care of Harpware Ace, New York City. 





EXPERIENCED SPECIALTY SALESMAN—Ten years selling cut- 
lery, arms and ammunition. Desires permanent connection with a reput- 
able firm. Prefer Indianapolis headquarters. Have No. 1 references, as 
well as jobbing and missionary experience. Address Box H-737, care of 
Harpware Ace, New York, N. Y. 
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Opportunities 





. cena 


POSITION S WANTED 


SALES ACCOUNTS WANTED 














SALES EXECUTIVE 


A consistent sales producer, now employed as District 
Manager for a large manufacturer, desires a larger op- 
portunity to develop the sales of a well-established con- 
cern which can be benefited by his years of intimate 
contact with the leading hardware jobbers and depart- 
ment store buyers and executives in the East. Avail- 
4 able on January 1. His experience will be of value to 
an aggressive company requiring a seasoned, well-bal- 
| anced sales executive. Address Box H-745, c/o HARD- 
} WARE AGE, New York, N. Y. 











Well known Sales Organization desires several lines of 
good Manufacture to present to wholesale and retail 


hardware trade, mll supply houses and implement 
dealers throughout New York State. Wide intimate 
acquaintance covering 15 years of close contact with 


the buyers. Best of references furnished. Address all 
correspondence to W. H. McQUIVEY, 653 East Utica 
Street, Buffalo, N. Y 




















SALESMAN with 8 years’ intimate acquaintance with venee of leading 
Hardware Jobbers and Retailers located in New York, New Jersey, Penn- 
sylvania, Massachusetts, Connecticut and Rhode Island desires lines of 
Builders’ Hardware and specialties to represent. Age 34, Married. 
Address Box H-724, care of Harpware Ace, New York. 





man wants two or three ontil lines for 


Experienced builder’s hardware 
Will give these lines my entire 


the Pacific Coast by the first of the year. 








attention. References. Address Box H-755, care of HARDWARE AGE, 
New York City. 
HELP SPECIALISTS SALES REPRESENTATIVES WANTED 
{ FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE SALESMEN WANTED—Experienced specialty salesmen wanted to 


EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THN WEEKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENCY, INC. 


Remington Building 
113 W. 42nd Street Bryant 7374-5-6 








@ 








CUTLERY—Middle aged man with extensive experience desires place- 
ment with Cutlery house, factory or inside wholesale prefered, or as 
manager for Cutlery Store or department. Good all-round knowledge 
Table, Kitchen and Butcher, Pocket knives, Shears, Scissors, Razors, etc. 
First class references. Address Box H-738, care of Harpware Ace, New 
York, N. Y. 
wx 

Hardware Salesman with large following in New England and New York. 
20 years continuous successful selling experience for large factories, wishes 
to make change the first of year. At present managing small factory in 








Connecticut. 40 years old, married. Best references. Address Box 
H-751, care of Harpware AGe, New York City. 

Young man, 25, married, wishes position in hardware or kindred_busi- 
ness. Experience in housefurnishing and builders hardware. Would 
prefer wholesale business. Can take full charge of stock. Reference 
given. Salary $35.00. Address Box H-752, care of HArpWArE AGE, 
New York City. 








SALESMAN, AGE 29, HAVING THIRTEEN YEARS’ EXPERIENCE | 


preferably in Boston 


hardware, tools and mill supplies, desires position, 
Address Box H-731, 


or New England vicinity. Excellent references. 
care of Harpware Acg, New York, 





SITUATION WANTED—Hardware man experienced general hard- 


cover the states of Ohio and Indiana with a popular selling line that is 
already established. Can be carried with other lines that are sold to Hard- 
ware Stores, Department Stores, and Lumber Yards. Address the Saco 
Mercantile Co., Milan, Michigan. 





Established manufacturer producing well known lines of bathroom 
fixtures, bird cage stands and other specialties, desires to engage traveling 
man to sell above lines after January lst on a commission basis. Write for 
territory desired and particulars. Address Box H-758, care of HARDWARE 


Acre, New York City. 
Have worth while proposition to offer salesman who is well known to 
retail and wholesale hardware trade in Pennsylvania and New York states. 





New item from an old, well-known firm. Combination Fishing Tackle 
Tool Kit. Give full details in reply. Box H-749, care of HArpware AGE, 
New York City. 


Manufacturers Agents or Salesmen calling on retail hardware trade that 
specializes on farm and contracting equipment. Also with household and 
sporting goods departments. Prefer men with state-wide territories. Year 
around demand for products) AMERICAN AWNING & TENT CO., 
100 Cummington Street, Boston, Mass. 


SALESMAN calling on Pulp Wood contractors, timber companies and 
hardware dealers in Maine, wanted to sell Al, fully guaranteed special 
pulp wood saw oft commission basis. Address reply, Box H-750, care of 
Harpware Ace, New York City. 


MANU FACTURER of fast selling proved specialty wants representa- 
tion in Eastern territory to reach jobbers of hardware and paints. Address 
Box H-743, care of HAkpwAre AGE, New York, N. Y. 

















Ware factory and mill supplies over eight years. 38 years of age. De- | COMMISSION SALESMAN IN EACH STATE for manufacturer of 

sires position inside or traveling. Salary or drawing account. meat of | hand tools and hardware specialties. Advise territory covered and houses 

references. Address Box H-739, care of HArpware Acr, New York, N. Y. | represented. Address Box H-638, care of Harpware Acz, New York. 
Makers of Every Kind @ STERLING e 


of Screw, Nut and Bolt 
The Corbin Screw Corporation 


The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 











Sterling Hack Saw Blades 


Try them, Mr. Dealer. We'll send Samples. 
Write for Catalog and Prices. Sold by Jo 2. 


Diamond Saw & Stamping Works, Buffalo, N. Y. 

















BROWN @ SHARPE 
suelo) O) 
Catalog on re ; 


TRADE MARK 
Pr 


BROWN & SHARPI 


MEG. CO 





HACK "LE NOX” saws 
arma 


“The Toots in Lhe Pua Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS 


MACK SAWS = BAND SAWS = SCREW DRIVERS - GLASS CUTTERS 


QUALITY 


UNIFORMITY 











i i Jan 


—— 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as a convenience and net as @ part of the advertising contract. 
be made fer errors or failure to insert. 


No allowances will 


Every care will be taken to index correctly. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of steel 
around the socket-holes, so that even the smaller 
sizes will stand all *. —_ the best made 
process makes 


wrench can a 
f ' deep, 0 a on peer hehe ae 3 in 
the bottom. The entire —— of the is 
utiaed either for solid metal at the Baye of socket 


i the wrench. All - gy ~ in stock m ite 1% in.; any 

length, point or thread. Also Socket- ‘Hea Cap Screws, b> 
ce Re and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. dartror. Conn. 


R. Murphy’s Oyster Knife ( 





Using only the best crucible steel and expert craftsman- 
ship has maintained the leadership of Murphy quality 
for over seventy-seven years. 
ROBERT MURPHY’S SONS CO. 
Established 1850 


Shoe Knives Oyster Knives Kitchen Knives 
Sloyd Knives Rubber Knives Pruning Knives 
Paper-Hangers’ Knives Pattern Makers’ Knives and Handles 
AYER Send for Catalogue MASSACHUSETTS 











Russell Jennings 
Auger Bits 









Patented by 
No. 101-B Mr. Russell Jennings 
a in 1855 
Auger Bit 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 





their own way through! 


Heavy construction calls for a bit 
that will stand the gaff. Bridge 
builders, miners, contractors, rail- 
road and shipyard workers need 
the Snell Construction Bit. 

Write today for folder and price list 


F BIT 


Snell Manufacturing Co., Fiskdale, Mass. 


Sales Representatives: John H. Graham & Co., 113 Chambers St., 
New York City 

















OATES 


The World’s 


Standard of Precision 
Since 1880 
for 
Hair Clippers 
Horse Clippers 
Animal Clippers 


COATES CLIPPER & MFG. CO. 
Worcester, Mass., U. S. A. 
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ANCHOR 
All Steel 


TRUCKS 


Your customers will welcome an intro- 
duction to this truck. Made in all 
types and sizes. 

Ask your jobber for complete informa- 
tion or write to us for Catalog 102. 


Anchor Post Fence Co. 
9 E. 38th St., New York, N. Y. 
Branch Offices in Principal Cities 

STRONG as steel 

LIGHT as wood 
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He “ar ADDENS 

=== eH p MODERNIZE 

ay iss — STORE METHODS 
le 

— ' Wan To provide adequate storage facilities for 

——S" shelf stock—to make it accessible and con 





venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail _ — install one or more 

NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, va en hand grips, rubber tires, 
overhead track system, firm construction throughout, 

Wf]  iminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and 

efficiency One style only—neat : design— 

attractively enn ee hei 

installed—meets 
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Tie Out Chains 


Bulldog Tie Out Chains 
with ring and swivel snap, 
Swivels every 10 feet, are 
packed 1 to carton, or 1 to 
a stout canvas bag. 


Cow Ties 
Bulldog Cow Ties have 
toggles, swivel and ring, 
are packed 4 dozen to 
carton. 


Halter and Dog Chains 
Hodell and Bulldog Halter 
Chains have swivel snap, 
ring and toggle, and are 
packed % dozen and 1 
dozen to carton. 


Chain Specialties 


are Packaged for Quick Sales— Ay 


Dog Chains and Leads 
Bulldog and Hodell Dog 
Chains with finger ring or 
toggle and snap complete, 
bright and_ nickel plated 
are packed 4% dozen and 
1 dozen to carton. 


Porch Swing Chains 
Bulldog pattern; Y t 


— with ceiling hooks 
n sets of 2 chains to car- 


ton. Straight type, with 
S hooks and ceiling hooks, 
packed in sets of 4 chains 
to carton. Bright galva- 
nized and hot galvanized 


N addition to your stock of coil chains you should 

have these boxed chain specialties that move off 
your shelves quickly and leave a good profit behind. 
A few of those we make are shown at the left. 


Many hardware dealers make up dog leads, cow ties, 
halter chains, porch swing chains, furnace chains, and 
other items asked for, “on the spot”— yet the profit is 
less than if they sold chains, made-up, ready-to-sell, 
for the purpose. 


Here are quick sales— more profitable sales —on sta- 
ples that make money for you all the year ’round. Ask 
for catalog—order Hodell chains through your jobber. 


THE CHAR) PROVVCTS £Y. 
3934 Cooper Avenue Cleveland, Ohio 
Established 1886 





— wii 


Hodell Tire Chains 
In all sizes for high pres- 
sure and balloon tires. Has 
new one-piece fastener. 


Hodell Sash Chain 
Has patented link (not 
stamped from sheet) 
but woven of smooth 
edged wire; outlasts 
all ordinary sash 
chain. .Costs no 
more than cord for 
building purpos- 
es. Packed 100 
feet to bag with 

fixtures. 
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1 
“WINNER” 
$1.00 


PURE 


2 3 
“FANE” *JOE” 
$1.50 $2.50 


4 
“FLAME” 
$3.00 


BRISTLE 


ALL BRUSHES 


YOU CAN SELL 


They’re Wooster’s—They’re Values! 


1 sco gaa brushes are sold through re- 
liable wholesale distributers picked for 
their special ability to serve your own brush 
requirements to your best advantage. Write 
for the name of the authorized Wooster dis- 
tributer nearest you. 


1 
“WINNER” 


“All that the name 
implies” 
Width 4 in. Guaranteed all 
pure bristle 3% in. clear of 
ferrule. Foss-set, Retails 
$1.00. 


2 
“FANE” 
Width 4 in. Guaranteed all 
pure bristle 354 in. clear 
of ferrule. Foss-Set. Retails 
$1.50—An extraordinary 
value, 


Wooster Brushes are nationally 
advertised. That makes them easier 
to sell to the amateur as well as to 
the master painter. 


Ted the Tester 


188 pounds on a 
Wooster Brush— 
An Actual Test 


THe Wooster BrusyCo 
Stance 1651-“One Family— Wo fs) STE, 


One Idemefatter Britis 


3 
*JOE” 
Width 4 in. Guaranteed all 
pure bristle 4 in. clear of 
ferrule, Foss-set, Beaver Tail 
Handles. Packed one Brush 
in attractive carton. Retails 
$2.50. Appeals to amateur 
and professional alike. 


7] 
“FLAME” 
Width 4 in. Guaranteed all 
pure bristle 4% in. clear of 
ferrule, Foss-Set. Very full 
stock. Beaver Tail Handles. 
Retails $3.00. A brush the 
professional painter will buy 
on sight, 


Fy 
ea 


1 


WOOSTER BRUSHES 


FOR PAINTING—VARNISHING — ENAMELING — LACQUERING — KALSOMINING 





